QUALITY 
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every step of the way 
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ee Your Customers CAN SEE IT! 


You’ve got to show more rope to sell more rope—that’s 
why so many hardware dealers are now putting rope fn their 
window displays. 


We are making it easy for you to display Columbian Rope 
by furnishing an attractive Cap’n Mark display absolutely Free 
—an 8-color display that stands 4 ft. 5 in. high. If you are a 
Columbian Rope dealer or if you want to sell Columbian, we'll 
send you a Cap’n Mark display Free. Just write us giving 
your jobber’s name. 


COLUMBIAN ROPE COMPANY, Auburn, “The Cordage City,” N. Y. 


TAPE-MARKED R (} , F 
PURE MANILA 











A Leader od 
in Brush Making 
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* Wooster Brushes prominently 
displayed at the “point-of-sale” will be 
constantly working for that “plus” sale. 


Feature Wooster’s 26 best sellers in 


Ss] 


SE ie any THINS 


THE WOOSTER BRUSH CO. 


Hurdware Age, published every other Th 


2nd St., New York, N. ¥ Entered as 


second-class matter, March 24, 1933, 
ch Vol. 147, No. 10 


$1.00 per year. Single copies 2ic ca 


Thuraday by Chilton Co. (ine. ), Publication Offiee, Chestnut and 
4 § 1t the Post Office at Philadelphia under the 


three different ways —wall, counter, or 
table—and watch your brush sales go up. 
Your jobber’s salesman will gladly explain 


Wooster’s 3-Point Merchandising Plan. 


°* WOOSTER, OHIO 


56th Sts., Philadelphia, Pa Editorial and Executive office, 
Act of March 3, 1875 (Printed in U. | 
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BANG 


f, 
vA went the receiver. 









“That contractor was plenty 
tough. He really put on the 


screws. 






YALE’S “FAST 8” 
HELP MAKE THE SALE 


Yale’s 24-hour service will help you 
to get and keep new business. As a 
Yale dealer, you will be able to get 
Yale’s “Fast 8” Line of padlocks, 
master-keyed or keyed-alike,* for 
your Customers so fast that they will 
tell their friends and neighbors — 











“But Yale, with its 24-hour service, turned 
out those master-keyed padlocks for us in 
record time —practically overnight!” 






















“There is the best hardware store in 
town!” 


And that is real advertising for you — 
the kind of advertising that builds 
repeat sales. 

*Master-keyed (MK) means that individual 
keys open each lock, and a master key 
opens them all. Keyed-alike (KA) means 
all locks have the same key, and each ke 
will open all the others. 





There is a quick profit on 
YALE’S “FAST 8” 


Padlocks shown can be shipped out of 
Stamford (MK or KA) within 24 hours after 
receipt of order. Order by number and 


specify ‘24-hour service.”’ 





Write 200 Henry St., Stamford, Conn. 


THE YALE & TOWNE stameoro’ conn, u.s.a 
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WARING ALURON 


“FOR-ALL-YOU-IRON” 








SOLE PLATE...Hard surface, 


| HEATING ELEMENT. . .Cast-in, 
tubular type. 1000 watts. AC 
Y ; only. 


mote 


poe 


cast aluminum alloy. 


RE } THERMOSTAT... Extremely 


wide temperature range from 
“OFF” to super-high. 


CORD...10,000 cycle, perma- 
nently attached. Rubber cord 
protector. 


| HANDLE and THERMOSTAT 


KNOB... Special, comfortable 
heat-insulated plastic. 


WEIGHT... about 4% pounds in 
regular use. 
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electric irons since the Thermostat — 


The 
WARING 
ALURON 


the NEW, fully automatic electric iron which delivers 





STEAM at the touch of your finger 





The WARING ALURON is not what is commonly known as a 
“steam” iron. It is a superbly engineered automatic electric iron 
for all ironing requirements including the finishing of delicate 
rayons, silks and wools . . . which require steam for fast, safe 
work. 

The WARING ALURON may be used just as you would use 
any other fine automatic iron . . . yet instantly produces steam 
when you want it. Produces steam, please note, not stores it, 
for, in the WARING ALURON, the steam is made instantane- 
ously from one drop of water at a time. 


Under average ironing conditions, the WARING ALURON 
weighs about 4! pounds. By actual survey, this is the weight 
desired by the vast majority of women. 

The WARING ALURON has been tested through thousands 
of practical ironing hours . . . tests so rigid and exacting that 
only a perfect ironing tool could have survived them. 


You will want to be associated with this sweeping new 
development in the appliance field . . . the most important and 
salesworthy development since the introduction of the thermo- 
stat. We'll be happy to send you further particulars. 








73. WATER CAPACITY... About 
“=~ ene-half pint, sufficient for from 
half an hour to an hour continu- 





A HEEL REST... Balanced, 


three-point heel rest. Steam 





JED, HEATING RATE . . . Extremely 


fast. One or 2 minutes for iron- 





ous steam delivery. Vented reser- 
voir ALWAYS open for filling, re- 
filling or draining AT ANY TIME. 


FINGERTIP STEAM CONTROL 
-.. provides a little steam, a lot 


or none at all, instantaneously, at 
the touch of the finger. 


MAY 15, 1941 


shuts off automatically in this 
position—conserves water— 
no wasted steam while adjust- 
ing fabrics. 


Eas 


ing temperatures. 


STEAM RATE... In one minute 


* from normal room temperoture. 


THE WARING CORPORATION 
1697 Broadway, New York 
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CATALOG 
No. 42H 


ILLUSTRATED 
IN COLOR 











JACKSON MANUFACTURING COMPANY 


HARRISBURG, 
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“THREE BUTTS 








Visible Mark of 
Good Construction 


Keep butt edge of door from warping. 
(Light doors warp even more than heavy ones.) 


Keep latch and lock working perfectly. 


(It may cost more to repair one poorly operating 
door than to put a third butt on every door.) 


ON EVERY DOOR 
-You Betcha!” 





ARCHIE 


FORL \I 





MAY 15, 1941 
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Under Any Name It Means 
More Business For You! 


Month after month the advantages of “Three Butts To 
A Door” are being emphasized to architects and builders 
in the magazines they must read if they hope to keep up 
with things. 

“Triple Hinged Doors” is the name one successful 
builder gives this sound building practise. Are you 
capitalizing on it yourself? Most hardware men are. 
Architects and builders agree that Triple Hinged Doors 
are one of the important “Visible Marks of Good Con- 
struction”. The Stanley Works, New Britain, Connecticut. 


[STANLEY] 


REMEMBER—THREE BUTTS TO A DOOR 
7 
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96 YEARS OF EXPERIENCE - 




















To achieve and hold leadership for § Tod 
nearly a century in the manufacture § man 


of a single product requires more thar B tain: 
promises—it demands ability to per-§ Bolt 
form. Since starting the production of of la 
EMPIRE Bolts, Nuts and Rivets in | *°° 


1845, R B & W has adhered strictly to a 

policies of highest quality and strictest 2 : 
0 

standards; and to progressiveness in AW 


manufacturing methods and processes, d 
in management policies, trade rela- 


tions, and customer service. R B & ws og 
has constantly built a background of § 5... 
plant facilities, production methods, — 
raw material sources, and sound sales § *** 
‘engineering service. forsee 
Causa «RUSSELL, BURDSALL |e 
. BOLT | AD 


PLANTS AT PORT CHESTER, N.Y. § roc 





re: ie ee ee oe ae Tee oe 
RS i Bao St pide e's | Soe cecal 
% 1 ie IP me ad fod pits oe ‘ 


nf-T0 SERVE YOU TODAY 


. for Today, with three strategically located 
ture ® manufacturing plants, R B & W main- 
than tains adequate stocks of EMPIRE 
per-@ Bolts, Nuts and Rivets—with reserves 
of large, widely distributed warehouse .- 



















n of 
stocks that assure prompt delivery of 


any order regardless of size. RB& W 
is, therefore, in an enviable position 
to help those needing stable facilities 
for bolts, nuts and other threaded in- 
S€, I dustrial fastenings. 

rela- . 


& We @ BOLTS: Carriage - Machine - Lag - Plow - Stove - Elevator - Step - 
4 Tap - Wheel & Rim - Battery - U-Bolts --Tire - Automotive - Drilled - 

a of Faced - Special Heat Treated, etc. - NUTS: Cold Punched - Semi- 
OF F Finished - Hot Pressed - Case Hardened - Slotted - Castle - Machine 
Screw - Marsden Lock - Low Sulphur - RIVETS: Standard - Tinners’ 

Ods, § - Coopers’ - Culvert - Clevis and Hinge Pins - SCREWS: Cap - 
Machine - Hanger - Sheet Metal - Phillips Recessed Head - WASHERS: 

ales § Piste - Burrs - MATERIALS: Steels - Alloys - Non-ferrous Metals - 
Brass - Bronze:- Everdur - Herculoy - and others RODS: Stove - Seat 

- Ladder - PLATED PARTS: Cadmium - Zinc - Chromium - Nickel 

-Hot Galvanized - Copper -Tin - UPSET & PUNCHED PRODUCTS. 


is in 
ly to 
test 





-L. | & WARD 
-T | AND NUT COMPANY 


@ ROCK FALLS, ILL. CORAOPOLIS, PA. 
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R - W Door Hangers with Patented Lock 
Joint Tracks for Doors of any size or Weight 





Most Profit in R-W Line 60 years of experience. You'll like doing busi- 
The range of R-W Door Hangers and Lock Joint ness with Richards-Wilcox and with R-W products 
Trolley Track covers everything from the largest in stock you'll do more business. Let us prove it. 
to the smallest that anyone would ever need. TIPS FOR BUSINESS 


R-W track is truly remarkable. So tightly do the 

joints lock together that it is virtually a one-piece 

track. Hangers operate over R-W track with com- 

plete trouble-free smoothness. There's no other warehouses 

track exactly like it in the world. * Door holders and door dogs 
* Locks, bolts, latches 


* Fence stretchers 


* Slidetite patented garage door hardware 
* “DoR-Way” hardware for garages, barns, 


Preferred by Builders 
And no other line has the reputation for quality 





and such a wide acceptance from builders and * Fire and industrial doors and hardware 
architects as does Richards-Wilcox. * School Wardrobes 
Richards-Wilcox has the service you want— * Hardware Specialties 


speedy, dependable service backed by over Write for R-W catalog. 


Richards-Wilcox Mfg.©@. 


“A WAMNGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. SIXTY-ONE 























= Branches: New York. Chicago Boston Philadelphia Cleveland _ Cincinnati YEARS 
“Quality leaves Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 1941 
iis imprint Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh f 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 5 
R 
| @ 
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BIGGEST BICYCLE YEAR 





Model No. 18 with Stewart-Warner Model No. 16 with Stewart-Warmer 
knee-action floating front hub. knee-action floating front hub. 


WITH 
Y 


. 
MURRAY OHIO’‘S NAME FOR FI BICYCLES 





Solel tl) SALES APPEAL | 


By 


© Mercury Bicycles are years ahead in style, truly streamlined 
from tail light to fender tip. Yet they offer this plus value at a 
price which competes in the volume market. Dealers everywhere 
report that this extra salability makes Mercury Bicycles an out- 
standing profit item. You cannot consider your stocks complete 


without the Mercury Line. Write now for catalog and prices. 


THE MURRAY OHIO MANUFACTURING CO. 
CLEVELAND, OHIO 
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< chs 1001 Jobs 


a 


“Sells for only 15 


e The most useful tool ever designed for 
farmers—home owners—craftsmen—out 
door men and boys. ; : 


Advertised in eight leading national mag- 
azines to 10,000,000 prospective users—_ 
directing them to your store to buy. 





































5 as: 
A powerful chopping tool. Equally pow- 
erful for heavy driving. Forged milled claws 
make it an unequalled ripper and nail 
puller. Satin smooth finish of rustless black. 
Finest select, white hickory handle. — 
Thousands have ordered from us because 
local .merchants hadn’t yet stocked this 
tool. Order from your jobber. Display and a 
cash in on the universal preference for the , 
Tommy Axe. Over 10,000,000 
copies per issue of 
If your jobber can’t supply you, write us ER npn 
— please pon ellin >ssages di- 
pl ee the com below. ‘ . ete pom so na 
buy the Tommy Axe 
at your store. 
@ Prices slight/y higher west of Denver. 
To The Makers of True Temper Products j 
1950 Keith Building, Cleveland, Ohio 1 
] 4 U E j E M P & R I want to stock the Tommy Axe. Please send folders and descrip- | 
tion of display material you furnish. | 
P Name isceeieaneielndinlaistaiaillaanaiiadtiins | 
R OG D iia Ts Store Name ee ee an ' 
S Address 
" FISHING RODS—BAITS—GOLF SHAFTS —emee: en A aa 
si City Stat 
AXES—FOR THE OUTDOORSMAN ~ ate = i 
Jobber usually patronized is: 1 
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PLASTIC 
HARDWARE 
that SELLS 


EALERS who are putting in a small stock of Im- 
perial Plastic Hardware along with the beautiful 
free display shown at the right are frequently turning 
over their stock and reordering in 30 days or less. 


These knobs and handles move off your shelves 
rapidly because they have real sales appeal. They 
are made of genuine thermo-setting plastics that should 
not be confused with ordinary injection type cellulose 
acetate hardware. 

The color goes all the way through—there is no 
lacquer or plating to chip or wear off. They have a ' 
permanent beauty and richness of color not obtainable 
with lacquer or cheaper plastics. They fasten on more 
securely with deep brass threads and they are acid and 
heat resisting—do not shrink or crack with age. 

Why not get set to cash in on the trend toward Plastic 
Hardware? Order a trial stock and FREE display today. 


JOHN H. GRAHAM & COMPANY, Inc. 
Sales Agents for the Hardware Trade 


105 DUANE STREET, NEW YORK CITY 
565 W. WASHINGTON STREET, CHICAGO 


IMPE VEAL 


Yee HARDWARE 


“ IMPERIAL MOLDED PRODUCTS CORPORATION 
2854 West Herrison Stree Chicago, Iilinois 














a ve K-182—Plastic Pulls. 234’ centers x 
414" overall, chrome inlay. List price 





Beautiful Free Display with 
a FAST MOVING Stock 


@ You don’t need a big stock to test out the 
sales appeal of Imperial Plastic Hardware. 
Your jobber can supply you with a selection 
of handles and knobs of the styles and colors 
especially saleable in your locality. Consult 
your regular jobber or write to us. 










Suggested Stock 
A Display Board as shown above with an ac- 
companying stock of 4 doz. handles and 16 doz. 
knobs in selected styles and colors. 
Approximate Selling Price of Merchandise $26.40 


Approximate Dealer's Net Price $13.70 
(Exact price depends on knobs and handles 
selected) 


Details of Stock 


All Pulls and Knobs packed in clearly labeled 
cartons containing 1 doz. pulls or 2 doz. knobs. 
Complete with cadmium plated washer-head 
screws. 


- K-172--Plastic Pulls. 21/4" centers x 
* everall, chrome inlay. List price 
a doz. 1.50 4 


per doz. $1.80 


No. K-188—Plastic Knobs, 1!42"" square. 
List price per doz. $1.50 


No. K-184—Plastic Knobs, round, 13%" 
diameter. List price per doz. 90 


144" diameter. List price 
per doz. $ .90 


No. K-114—Plastic Knobs, round. 114.5" 
@ $ .90 


@ No. K-115—Plastic Knobs, hexagon. 


diameter. List price per doz. 


Steck Colors: Primrose yellow-—-2, Lettuce green— 
3, Tomato red—-4, Delphinium blue—5, Snow white 
—6, Black—7, Ivory-—8. 

When ordering be sure to add color number, such 
as K-172-8, which would mean ivory. 


JOBBERS. You can make up your own combina- 
tions for the dealers in your territory—4 doz. 
handles and 16 doz. knobs, in any style or color, 
with a free display as shown above packed with 
each unit. Write us for details. 


a | 
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The Newest Chain Merchandiser on the Market f 
SSNELAND Cy 





























It Sales). AW 
Multiplies CHAIN FOR Masi os 


EVERY PURPOSE The Cleveland Chain Mis, Ce WELDLESS CHAIN 
Chain 


Sales! 


Here is the first—the only 
Chain Display Stand any- 
where that merchandises 
heavy welded chain such 
as Proof Coil right on the 
sales floor! 


The CLEVELAND SALES- 
MASTER not only promotes 
profitable welded chain 
sales but holds the largest 
assortment of popular, fast- 
selling types of chain ever 
displayed. This handsome 
stand, beautifully finished 
in red baked enamel is an 
attractive addition to the 
furnishings of any store. 


Get your SALES-MASTER 
Display Stand with either 
of the two new CLEVE- 
LAND CHAIN Assortments 
No. 110 or No. 120. Assort- 
ment No. 110 is shown at 
the bottom of this adver- 
tisement. 


SEND FOR 
FOLDER 


Pall details and prices 
on CLEVELAND 
SALES-MASTER and 
REEL SALESMAN 
Chain Display Stands 
and Chain Assortments 
in new Folder RSM-341. 


Write for copy. 


ASSORTMENT NO. 110 


125 ft. No.1 Buckeye BG(SRP) 
175 ft. No.4 Buckeye BG(SRP) 125 ft. 3/0 Lock Weave or Triumph BG(SRP) 
175 ft. 2/0 Buckeye 0.0... smd G (SRP) 125 ft. No.6 Pump Chain HG 
75 ft. 2/0 Liberty Coil Tw. BG(SRP) 100 Ibs. 3%” Proof Coil SC 
75 ft. 2/0 Liberty Machine Tw. BG(SRP) 100 Ibs. +e” Proof Coil SC 
250 ft. No.8 Steel Sash ...... BG (SRP) 100 Ibs. 14” Proof Coil SC 
250 ft. No.91 Furnace BG(SRP) 100 Ibs. e” Proof Coil © 


Protect Your Profits With High Grade CLEVELAND CHAIN—Sold From Coast te Coast 





BRIDGEPORT, CONN., SEATTLE, WASH., SO. SAN FRANCISCO and LOS ANGELES, CALIF. 
MAY 15, 1941 ™ 




















SELL “PENNVERNON “ 
_. . NOT JUST “WINDOW GLASS” 


@ Pennvernon Window Glass is clear. It is brilliantly finished on both 


sides of the sheet. For a sheet glass, it is unusually free from distorting 
defects. Lt affords good vision. And its uniformly high quality is reflected 
in the fact that more architects are specifying Pennvernon today than 
ever before. More contractors are using it. And more dealers are selling 
more of it. Pennvernon is readily available the country over, through 
our many branches and thousands of dealers. Pittsburgh Plate Glass 





Company, Grant Building, Pittsburgh, Pa. 


ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


“PITTSBURGH stand fot Duality Glass and tial 
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The NATIONAL job-—DEFENSE~-is plain, 
We'll do our part with might and main. 


Carriage Bolts, from ;';” to 34 diameter, any length. 

Machine Bolts, from 4" to 114" diameter, any length. 

Lag Bolts, from 14" to 34" diameter, any length. 

Wood Screws, steel and brass, Flat—Round—and Oval Head, sizes 
from No. 0 to No. 24 diameter. 

Machine Screws, steel and brass, Flat—Round—and Oval and 
Fillister Head, sizes from No. 2 to 14" diameter. 

Cap Screws, Hexagon Head, U.S.S. and S.A.E. Threads. 

Cap Screws, Flat—Round and Fillister Head. 

Set Screws, Square Head and Headless. 

Sheet Metal Screws, T A and Z. 

ape Recessed Head Screws and 


North Bolts, or Ribbed Neck Carriage 
Bolts, Oval—Bastard and Seat Head. 

Plow Bolts, No.1, No. 2, No. 3 and No. 4 
Heads, all sizes. Regular and repair heads. 
Elevator Bolts, No. 1 and No. 2 Heads, 
all sizes, 


Step Bolts, sizes from 14" to 34" diam- 


eter, all lengths. PROODOUWCETS 


THE NATIONAL 


SCREW & MANUFACTURING CO., 


Stove Bolts, Flat—Round—Low Round—Oven and Oval Head, 

sizes from 1%" to 14" diameter. ; 

Tire Bolts, Fluted Shank, sizes 14" to 34” diameter. 

Semi-Finished Nuts, Heavy, Regular and Light, both full and 

jam nut dimensions. 

Slotted Nuts, coarse and fine thread series as above. 

Castle Nuts, made to American Standard light dimensions (Old 

S.A.E. Standard), all sizes from 4” to 114”. 

Cold Punched Nuts, Hexagon and Square. 

Hot Pressed Nuts, Hexagon and Square. 

Machine Screw Nuts, steel and brass, Hexagon and Square, sizes 
from No. 2 to 14” tap. 


Spring Cotters, steel and brass, reg- 
ular square end, and/or extended 
prong, sizes from ;;"" to 34" diameter. 


4 Rivets, Flat—Oval— Wagon Bos— 
a 1 A 4) 4a AA _. Truss Head and Countersunk, all sizes 
J ; 4 up to 14” diameter. 


HEADED ANDO THREADED 


Bicycle Spokes and Nipples. 
Tacks, Nails, Staples. 





CLEVELAND, OHIO 





MYERS Gives brawers What They Want! 


STRONG - RIGID 
CONSTRUCTION 


Flexible Pendant 3 | a RESPONSIVE 
DEPENDABLE SELF- 
OILING DOUBLE-GEAR 
PUMPS 
SAFETY AND CON.- 
VENIENCE — 


COMPLETE 
PLANT COVERAGE 











The New Myers Silver Cloud Row and Field Crop 
Sprayer is built in two Boom widths, 8 and 10 row. 
Flexible Pendant or Pipe Pendant type Boom optional. 
Boom only, either type, complete with controls, avail- 


able on other Myers Sprayers. Booms reduce to 8’ 6” ler wanspertation 


or storage when Wings are folded. 


@ Farmers and growers are going to be short-handed this summer as de- 
ee” aad fense industries reach out for more workmen. Busy growers will appreciate 
it ee me the speed and efficiency ptovided by the New Myers Silver Cloud Power 
Behind Small Tractors Sprayers. 
or Trucks Furnished in two wide coverage sizes—with new exclusive wing fold- 
ing, wing leveling feature—with new convenience and safety features— 
with Myers field proven double gear pumps—with arc-welded all steel 
boom, controls and frame the Myers Silver Cloud assures your customers 
of economical, trouble-free performance—rapid coverage of row and field 
crops—and low cost crop protection. 
Myers dealers can give growers what they want! Their prospects have 
a wide range of Myers tractor powered and engine powered trailer type 
sprayers or horse drawn engine powered and traction type sprayers from 
which to choose the equipment best suited to individual requirements. 
Myers dealers have in addition to a complete line and exclusive selling 
For use with Horses .. . features, the strong support of merchandising and advertising assistance 
Engine Powered - Traction which helps make selling easy and sales profitable. Find out for yourself 
Powered how Myers helps dealers build sales volume and profits. Details and cata- 
log where territory is open. 








Take Off YourHat~: 
i wens. x] THE F.E.MYERS & BRO. CO. 


ASHLAND. OHIO. 
et « _— PUMPS - WATER SYSTEMS - SPRAYERS -HAY TOOLS: DOOR HANGERS 
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GLASS COMPANY 
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TO BIGGER GLASS PROFITS! 








You step up profits when you stock L-O-F window glass by 
cutting down breakage loss! This profit-saving feature is, the 
result of the exclusive L-O-F process of manufacture. By LET GLASS HELP YOU SELL 
annealing in lehrs four to five times longer than in any other MORE MERCHANDISE 
process, strains are reduced, making L-O-F glass easier to 
handle, easier to cut cleanly, with minimum breakage. Glass, displayed with putty, putty 
Furthermore, L-O-F glass has exceptional flatness of surface, knives, paint and brushes, serves 
uniform clarity and lasting brilliance. Your customers know as a constant reminder to cus- 
of these superior qualities as they have been told to millions tomers, and helps you to sell 
of users consistently through L-O-F national advertising. 
For bigger glass profits standardize on L-O-F quality glass. 
Have your local L-O-F distributor replenish your stock today. 


bigger, more profitable orders. 














LIBBEY: OWENS -FORD (Qe Guts 
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Wherev er 
tools are = 


ho 
she men W 
now $0Y Sell more saws, 


‘g STON’ files and 


garden tools 


Ayeh* 


ay check 
ends on 


These two Disston advertisements, appearing 
in April and May issues of THE SATURDAY 
EVENING POST, are telling millions of 
buyers to insist on Disston . . . for saws, files, 

garden tools, trowels and other products. 


Each advertisement mentions the com- 
plete line of Disston products and suggests 
a visit to the nearest hardware dealer. 
Now is the time to feature Disston Hedge 

Shears, Disston Hand Pruners and other 

Disston garden tools. Also, with each 

sale of a garden tool, use Disston pres- 

tige to make another sale... a saw, a 

file or a trowel. 


These Disston advertisements appeal 
both to professional and amateur users 
of tools. By pushing Disston products 
in your store, you can build up your 
sales among carpenters, mechanics and 

home craftsmen. 


PROOF OF DISSTON PRESTIGE— 


It pays to push Disston products. 

That's proved by the 2111 success- 
ful hardware merchants who have 
sold Disston saws for- 25 years 
or longer ! 


If you're not lined up with 
the Disston line, you're missing 
a chance to make easier, faster 
sales. See your Disston whole- 
saler today. 


HENRY DISSTON & SONS, INC. 
Tacony, Philadelphia, Pa., U.S.A. 
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wit h SUPER CHANDISING : 


IN SOUND 
Nene Better Made 
BULL DOG - 2 Braid 


None better made because no one can 
make a better hose. The most critical buyer will find 
nothing to criticize in Bull Dog. Made in two sizes, 
¥g"" and 34"; and in two lengths, 25 and 50 feet, with 
husky nickel-plated couplings. Also in continuous lengths 
approximately 500 feet to the bale and 250 feet to the 
half-bale. 

A look tells the story. It’s the look deluxe for cartons 
and shipping containers. A container holds five 50-foot 
lengths or ten 25-foot lengths individually cartoned. Also 
shipped in bales containing five 50-foot lengths or five 
25-foot lengths, each length paper-wrapped. 


mI See Sas sus Supneme iy tt Gnade 
. VIGILANT - 2 Braid 


aril ait , MOLDED 
VAN grec sansa 
Supreme in its grade because in physical construction 
it is next only to Bull Dog. Built like a cord tire. Made 
in three sizes, ¥2", 4g”, and 34"; and in two lengths, 
25 and 50 feet, with sturdy, nickel-plated couplings. 
Also in continuous lengths approximately 500 feet to 
the bale and 250 feet to the half-bale. 
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~ They stop, look and listen when they see this 
a one. Also in two styles of packages like 
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BOSTON NOZZLE ECLIPSE NOZZLE CHALLENGE NOZZLE 


The fullest water delivery Runner-up of the Boston Made for a demand that it 
of any nozzle made. A Nozzle. Packed 12 in a will pay you well to meet 


ee de wu corrugated mailing car- Packed 12 in a corrugated 


o turn of the wrist.’’ Two ton, 12 dozen in a ship- mailing carton, 12 dozen 
sizes, 34° and 1” ping case. in a shipping case. 


22 HARDWARE AGE 








BWH GARDEN HOSE for ATTENTION! INTEREST! ACTION! ae 
~ “& CONSTRUCTIVE IDEA— AND YOU'VE GOT EVERYTHING” | 


1 = mic, profit- combination of fine merchandise, adroit psn 
isin sales stra < fae ge advertising; all standardized for bigger, easier 


ic act sae Sees es vee Soren oe eee Sea ee ie 
each with conspicuous antage ua price, a e four covering arden 
toc hokinn and display; vigorous sales simulation ¥: 





Fo the Populsr Frade 
VIXEN-1 Braid 


For the popular trade because it meets 
| the popular price. Furnished in two 
sizes, ¥g"’ and 34°’; and in two lengths, 
25 and 50 feet, with nickel-plated couplings. Also in 
continuous lengths approximately 500 feet to the bale 
and 250 feet to the half-bale. 


Pretty snappy? You'll say so when you see the sales of 
this sprightly hose item. The hose in cartons comes in 
shipping cases containing five 50-foot lengths or ten 
25-foot lengths. 


: Tor the Price Parade 
TIGER -1 Braid 


For the price parade because it is a real hose honestly 
made. Built in one size only, 5%, but in two 
lengths, 25 and 50 feet. Also in continuous lengths 
approximately 500 feet to the bale and 250 feet 
to the half-bale. 
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Not particularly dressed up but certainly has a 
place to go — and it goes there! Shipped only 

in paper-wrapped bales containing five 50- 
foot lengths or five 25-foot lengths. 


ho COME-BUY DISPLAY 


sure 
se this 
display for 
the Boston 





Nozzle for 
1941. 
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Where trustworthy tools are vital 
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There are hazards enough on jobs like this one. 
three hundred feet above the roaring Niagara River, 
without taking chances on inferior hand tools. 
That's why you see so many Crescent Wrenches 
swinging from the belts of experienced steel work- 
ers as they go about their breath-taking work. And 
that’s one reason why many leading contractors 
buy Crescent Tools and furnish them to their men. 
Another reason is because they have learned the 
outright economy of quality hand tools. 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware dealers and industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN. N. Y. 


CRESCENT TOOLS 
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LITTLE FELLOWS 
HAVEN’T TIME TO 
BE CAREFUL 


ROTECTING the lower half of 

a screen door is just one of the 
dozens of hardware cloth uses where 
it gets plenty of rough treatment- 
and where neat appearance is mighty 
important. 

That’s why it is to your advantage 
to sell hardware cloth that has extra 
neatness and extra strength. Cyclone 
“Red Tag” Hardware Cloth fits the 
description. It’s made with a strong, 
welded selvage, with a straight edge 
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that fits snugly into frames. The 
mesh is evenly spaced. Wires are 
straight and parallel. It’s the finest- 
looking hardware cloth you can offer 
your trade. 

Is your stock in good shape for 
summer business? Why not check it 
now — call your jobber and place 
an order for good-looking Cyclone 
Hardware Cloth? Ask him—or write 
us—for folders and other sales helps 
that you can use to let customers 














know that you sell Cyclone — the 
brand that is famous for top quality. 


CYCLONE FENCE DIVISION 
(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Il. 

Branches in Principal Cities 
United States Steel Export Company, New York 


LAWN FENCE - GATES - HARDWARE CLOTH 
SCREEN CLOTH RUBBISH BURNERS WIRE MATS 
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POINT TO THIS TAG — it says “It’s 


Cyclone” and it helps make sales. 











THE PROMOTION THAT WILL REALLY 
MOVE YOUR LONG-PROFIT ITEMS! 


AND HERE IT IS— alae 
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Three Most Popular » 
Electrical Gift Items 
Fitted Into A Gorgeous 
| ~I S fe 
r “=> —-= . 
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WHEARY \ 4 if: 
TROUSSEAU CASE 
By 
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All For Only 
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G-E Automatic 
Glass Coffee 
Maker Cat, 
#129P8—Price, 
$12.95 


Piha Mi; ” 


? 


od 
BoC tif , i 
Now—seize your opportunity to reap 


| easy, quick profits from one of the 
greatest promotions ever put behind 
electrical appliances during the 
| May-June Gift Season. Three of the 
most popular gift items in America 









are now fitted into a handsome 
Wheary Case that simply shouts “Here 
is the gift you’ve been looking for.” 
New, startling, it’s a sure stopper 
when put in your window. And it’s 
a “closer” also. For the purchaser 
gets this complete ensemble for only 
$29.95. For multiple sales of long- 
profit items, there’s never been any- 
thing like it! Dealer cost on the 
complete package of three appliances 
in the Wheary Trousseau Case is only 
$19.39. There’s a profit to the Dealer 
of $10.56 per ensemble sold. Reserve 
your “Honeymoon Specials” from 
your distributor today. 
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G-E Automatic 
Speed-iron Cat. er 
#IIDFIIS—Price, 
$8.95 pre 


line 









America About This Big Speciel! 


Most Compelling Appliance Ads 
You've Ever Seen—Keyed To 
Your Profits—Are To Run In 
Big Space In “Ladies’ Home 
Journal” and time after time in 


“Life Magazine” \ 
-_ t A ; 
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G-E Expan-Dor Toaster 
Cat. #119T48 — Price, 
$4.50 
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DEALERS MAKE A 


Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %4-inch diameter, 
14-inch length. Larger sizes made to specifications. 





Plow Bolts Nos. 3, 4, 6 and 7, made to American 
Standard specifications, are stocked; other types 
made to order. We also stock Grass Rods, Spreader 
Rods, Heel Bolts and Harrow Teeth. 


® Even the “bread and butter” stocks can be attractively 
Presented to your customers—as for instance the LAMSON 
line of bolts and nuts, with their distinctive, award-winning, 
carton design and bright, legible labels. (And these cartons 
are strong, hold together on dealers’ shelves—the strongest 
cartons for the purpose ever made.) Inside these cartons 
are packed full-count, bright, clean new products—the finest 
it is possible to make today—from the manufacturer of the 







$26.30 Net, to Dealer 


(slightly more west of Denver) 





Machine bolts with either square or hexagon heads 
are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 14-inch diameter, 12-inch lengths. 


most complete line of bolt and nut products in this country. 
A nation-wide network of responsible jobbers maintains 
sufficient stocks to meet requirements and fill your orders 
from the LAMSON line. Back of every LAMSON label on 
every LAMSON product is all the assurance of satisfaction 
that more than 75 years of a good reputation can give you. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


LAMSON & SESSIONS 
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First to be Wrapped 
and SEALED in Cellophane 


Perfect Adhesiveness 
and Tensile Strength 


Strong Distinctive Green Core 
Colorful Attractive Boxes 


A Company in the Insulation 
Business Since 1878 


Sold Exclusively Through 





Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE CO. 


Wilkes-Barre, Pa. 


Offices in Principal Cities 


PANTHER 
and DRAGON 


FRICTION AND RUBBER TAPES 
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Good News for you in 





“MORE CUTS WITH NUCUTS” , = 


When you sell NUCUT “‘WAVY 
TEETH” performance, you are 
taking a “‘short-cut’”’ to increased 
file profits. 


“Give us a file that can tackle our toughest 
work with no time-out!”” That’s what in- 
dustry demands .. . files that are long-lived 
and husky . . . files that are able to cut 
more, cut faster, and with less effort. In 
a word,—industry demands NUCUT Files, 
with the patented “Wavy Teeth” feature! 


Scientifically combining coarse teeth and 
fine teeth, arranged in wavy rows, a NUCUT 
File first cuts deep, clean and true, and then 
levels the surface — both with the same 
stroke. The result is easier, smoother, more 
productive filing. What better way to sat- 
isfy your customer and build a bigger and 
better file business? 


Decide today that from now on the “MORE 
CUTS WITH NUCUTS” line will be your 
short-cut to increased file sales. See your 
jobber, or write us for complete information. 


HELLER BROTHERS COMPANY 


Newark, N. J. 





HELLER |) 
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Newcomerstown, Ohio 


<7 WAVY TEETH 

























(LL TAKE THE 


WHITE one 


EVERY TIME 


tHe WHITE 


ONE IS THE 
RIGHT one / 








MAKE MINE 


tHeWH ITE 


STEEL TAPE / 
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Throughout the country, 20,000,000 
readers of these important national mag- 
azines are seeing the K & E FAVORITE 
WYTEFACE* advertising campaign — the 
biggest ever put behind a steel tape. 





When your customers see the attractive 
3-color metal WYTEFACE display sign in 
your window—the one that is featured 
in every advertisement— they immediately 
identify you with WYTEFACE — the easy- 
to-clean, hard-to-kink steel tape built for 
long life. One look at WYTEFACE and they 
know this sensible steel tape is easy to read 
—its sharp, black numbers and gradua- 
tions are on a crack-proof white surface, 


< FREE —this 3-color metal dis- 
play sign with your first order. 
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TODAY THE CALL IS ALL FOR 


WYTEFACE 


TRADE MARK 


bonded to the steel... protected from rust! 


Make this hard-hitting advertising cam- 
paign do a selling job for you! Tie in with 
the FREE 3-color metal display sign that 
brings customers into stores all over the 
country! Stock ... Display... Se/] K&E 
WYTEFACE steel tapes! 


Ask your jobber—or write us—for illus- 
trated folder, complete prices and a free 


sample of the line. * TRADE MARK 


ZEST. 1667 


KEUFFEL a ESSER CO. 


NEW YORK — HOBOKEN, WN. J. 
CHICAGO - ST. LOUIS 
SAN FRANCISCO - LOS ANGELES - DETROIT - MONTREAL 








MEASURING 
TAPES 
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Fence dealer 
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YELLING is certainly easier and faster when you don’t 
>. a. é 7 
have to argue with customers about quality. And more 
ones new business comes your way, too, when your store is 


known as headquarters for top-quality products. That’s 
why so many successful dealers all over the country have 
sold American Fence exclusively for so many years. 

The preference of farmers for American is proved by 
the fact that there is more American Fence in use than 


any other brand. Remember—there’s usually more business 









TENNESSEE COAL, 
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AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


in going along with the favorite. The first step in this direc- 
tion is to stock U-S-S American Fence. Second, use the 
displays, folders and other sales-building material we pro- 
vide free. Write us for them—and ask for your free copies 
of our big, illustrated farm catalog of fencing, roofing and 
other steel products, which we gladly imprint for our 
dealers’ distribution to their trade. Write also for a copy of 
our new General Dealer’s Catalog which illustrates and 
describes the complete line of U-S-S American products. 








MORE 
HOTPOINT 


SPECIAL NORMAN, Hot- 
point quality construction 
throughout, 6 cu. ft. 


new Hotpoint 7 cu. ft. full- 
family size refrigerator. 





* Prices subject to change 
without notice. 





Prices start at | 19 95 x* 


DORIC DE LUXE, the big 


Prices start at a 14 95 * 


lus FEATURES WITH 
REFRIGERATORS 
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“By Every Yardstick a Great Refrigerator Buy’ 


ODAY, the electric refrigerator is an essential part of the 

American home scene. I[t is no longer a luxury but a staple 
piece of equipment for the home; a necessity. The chief differ- 
ence in electric refrigerators now lies in their plus features—and 
it is here that Hotpoint shines. 


For Hotpoint is able to offer not only big values in merchan- 
dise but a great name in household appliances as well. Hotpoint 
also offers the buyer such outstanding sales features as the 
Butter Conditioner, Vacuum-Sealed Thriftmaster Unit, Giant 
Bottle Zone, Hi-Humidity Compartments — plus features that 
make dealers say that easy-selling Hotpoint is “ by every yard- 
stick, a great refrigerator buy!” 

These sales-making features, plus powerful promotion helps, 
aggressive selling plans and nation-wide advertising, are what 
win customers. Hotpoint’s long-lived, trouble-free performance 
helps you make more money, too. And the new sales record this 
year places Hotpoint with the first division leaders. See your 
Hotpoint distributor for information. Edison General Electric 


Appliance Company, Inc., 5624 W. Taylor St., Chicago, Illinois. 


OBSERVE NATIONAL HOTPOINT REFRIGERATOR WEEK—MAY 19-3! 








ELECTRIC REFRIGERATORS ¢ RANGES ¢ WATER HEATERS ¢ WASHERS AND IRONERS 
CLOTHES DRYERS ¢ AUTOMATIC DISHWASHERS © ELECTRASINK e STEEL KITCHEN CABINETS 
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Thoughts at a Glance 


SE Values” is a term that we hear a great deal 

in the appliance business. Repeated expres- 

sion of this phrase is a good omen for the retailer, 
the customer and the manufacturer. 

**Use Values”’ indicate the practical services 
which a product delivers to the user long after 
emotional buying urges have been forgotten. 

When a manufacturer talks ‘‘Use Values” you 
know that he has considered the needs of users. 
He has seen beyond the customer’s order blank. 
He has built into his product utility features that 
make users forever glad they bought it. 

When a salesman talks ‘‘Use Values”’ he tells an 
interesting story in language that the customer 
understands. He tells a story that never grows old. 
A story that never loses its thrill, because each year 
there are new millions of people eager to hear it. 

Over a million new families are launched each 
year. Most of them are young couples to whom 
the purchase of household appliances is an exciting 
new experience. To them the ‘‘Use Value”’ story 
is as absorbing as a best-selling novel; as important 
as a vote for president. 

For 35 years the people at Hotpoint have been 
guided by this simple truth: ‘‘Use Values” are 
salable customer benefits. This has been and will 
continue to be our policy: ‘‘Use Values’’ must be 
the first consideration in the design and produc- 
tion of all our appliance lines. 


Att ecvalc lp. 


Vice President 
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TALOG wet You 


to increase your business 
on Carborundum Brand 


Abrasive Products 


N 






Tue complete line of Carborundum 
Brand Abrasive Products gives you 
scores of opportunities for extra 
sales and profits. Every time you 
sell an edged tool there’s a chance 
to sell a Carborundum-made grind- 
ing wheel or sharpening stone, too. 
And the market for coated abrasives 
and other Carborundum products 
is a tremendous one. Almost every- 
body who comes in your store is a 
prospect! 








Many money-making Carborundum 
Brand Products are described and 
illustrated in the No. 103 Catalog. 
It shows you, too, many attractive 
and colorful counter and window 
displays that stop customers for you 
and help make extra sales. One 
look through this interesting book 
will give you plenty of ideas for 
new ways of increasing your sales 
and profits. Send coupon today for 
your /rge copy. 





COMPANY 


THE CARBORUNDUM | NEW YORE 


NIAGARA FALLS 





FOR EXTRA SALES 
pair up with 


CARBORUNDUM 
Btocucs | 


TESTED DISPLAYS LIKE THIS> 


Ihe No. 10 Combination Stone Display is 
typical of the many attractive sales stimula- 
ting displays offered the hardware dealer by 
The Carborundum Company. Eye-catchin 
four-color metal panel has strong easel hock 
for use in window or on counter. Carries six 
popetet sizes of combination stones, num- 
ered and priced. Display is free with assort- 
—_ of 12 stones. See your jobber or write 
airect, 
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J PANY. 
THE C ARBORY NDUM COMI 


Niagara Falls, N -Y 


uf 
nd me my COPY of you 





w No 103 Catalog. 
ne i . 


THE CARBORUNDUM COMPANY 
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Niagara Falls, N. Y. Address 
z Sales Offices and Warehouses in New York, Chic ago, Philadelphia, 
De ‘troit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
erundum is a registered trade-mark of and indicates manufacture by The Carborundum Company 
cE MAY 15, 1941 











REPUBLIC STEEL 
PRODUCTS FOR THE 
HARDWARE TRADE 


Steel, Copper-Bearing Steel and 
Rust-Resisting Toncan* Iron Pipe 





Steel, Copper-Bearing Steel 
and Rust-Resisting Toncan Iron 
Sheets and Roofing 





Wire Fencing, Poultry Netting, 
Barbed Wire and Bale Ties 





Steel Fence Posts and Gates 





Wire Nails, Spikes and Staples 





Upson Quality Headed and 
Threaded Products 


*Reg. U.S. Pot OF 





REPUBLIC Yoson Qual 


HEADED AND THREADED PRODUCTS 


After bolts have been delivered and put 
into use—then, and only then, are they finally 
sold. If they’re not right— if the customer 
isn’t satisfied —back they will come. And you 
don’t want that. @ It won't happen if you 
stock Republic Upson Quality Headed and 
Threaded Products. Every item in this line of 
more than 20,000 standard items is made 
right—to accurate size, to assemble easily, to 
hold tightly. @ If you want bolts that sell 
and stay sold because they satisfy —stock 
the Republic Upson Quality Line. 


See your jobber or write us. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division: Cleveland, Ohio and Gadsden, Alabama 


BERGER MANUFACTURING DIVISION « CULVERT DIVISION « NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION * UNION DRAWN STEEL DIVISION * TRUSCON STEEL COMPANY 









Tue new Class 200 National Cash Register was created 
to meet the demand for a low-priced, accurate, simpli- 


fied and complete record-keeping system for retail 
businesses. 

It combines the protective features of a National 
Cash Register with the convenience of an electric add- 
ing machine . . . plus a revolutionary new feature .. . 
“Columnar Printing.” This device makes it possible 
for you to print amounts into 8 separate columns auto- 
matically, thus separating records by departments or 
other classifications ... for fast computation and easy 
posting to the permanent record forms that are part 
of each system. 

In addition, there are many other startling new 
features built into this new and complete National 
System. If you're interested in a better and easier-to- 
keep record-keeping system, we'll send you sample 
forms for your business. Just fill out the coupon 


MAY 15, 1941 


and see for yourself how easily you can get all the 
records you need to run your business most profitably. 


The National Cash Register Company 


DAYTON, OHIO 

















Your only source of complete, authentic, 
easy to read information on all phases of 
Builders’ Hardware. 
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The Official text bookofthe American Soci- 
ety of Architectural Hardware Consultants. 


USE THE BOOK 
THE EXPERTS USE 


Everything You Need to Know 
About BUILDERS’ HARDWARE 


HOWARD MacCARTHY, Jr., president says: 
“It gives me great pleasure to advise you that the 
board of directors of the American 
Society of Architectural Hardware 
Consultants have unanimously voted 
to adopt Adon Brownell’s book ‘Tak. 
ing the Mystery Out of Builders’ 
Hardware’ as the official text 











Society's 


Insignio 





If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs o£ your community from the average home to schools, hotels, 
office buildings, churches, apartments, etc. 


You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Architectural Hardware Consultant will want this 
book for its use as a handy reference work. The beginner will want 
it as a text book to use as the only complete home study course in 
this subject ever published. 


Your clerks, too, should have this new book. They will become 


more valuable to you and more valuable to th Ives by reading 
and studying it. 


maAtTL 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 
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Please send me 


Brownell. 
NAME . FIRM 
ADDRESS CITY 





book of the Society.” 





Here are some of the features aad 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8!/2 x I 1'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and "follow-up" items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x 11'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 











ORDER YOUR COPY NOW 


Prepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS’ HARDWARE MEN ARE SCARCE. 


TODAY 


5-15 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $3 each, plus a few eents postage. (Canada and Foreign Countries $3.50.) 


STATE 


(j Check here if you enclose payment, in which case we pay postage. 
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<— EXCLUSIVE! Here’ lous im- 
Ke E HEAT iS SPHAVED proved pot-type sll cab oats ot 
> power for abundant heat and plenty of 
™ new power for your selling! For it offers 







your customers an outstanding new fea- 
ture... a specially designed, porcelained, 
perforated pilot ring that insures better 
combustion at low fire with a cleaner, 
extra-low flame! And it’s available only 
in Florence Oil Heaters! 














You’re sitting right in the driver’s seat when 
you’re selling Florence Oil Heaters in °41! For 
Florence gives you sensational new features that 
put you way out in front! Take a look at them! Every one 























is made to order for faster, surer selling . . . because you can: Driven-Aire sprays heat gently in all di- 

, 5 rections—no drafts, no blasts! The powerful 

1. Sell ’em a gentle, tropical breeze — not a hurricane! rotor gives complete circulation every 3 

P - ° P minutes. Simple fingertip control gives in- 

2. Sell ’em complete circulation of warmed air every 3 stant adjustment of speed from high to low! 
minutes! 


w 


. Sell ’em fingertip control of humidification — an out- 
standing new Florence development! 

. Sell ’em new conveniently-placed radio-type controls to 
tune in the heat waves! 

. Sell ’em value they simply can’t miss, with prices that 
are hot! 

It's a FLORENCE year! Get started early and be ready 

for it. Send for new, free catalog now! 


+. 
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Twin burners! for far more flexible heat 
control than is obtainable in a single burner 
heater! Burners operate independently, 
at high or low flame, or one burner can be 





FLORENCE STOVE COMPANY, Genera/ Offices and Plant: Compact, convenient controls —all in one 8° E00 OW TA tant for mild weather! 
° s , spot, just like a radio!—for Driven-Aire ‘i ' 

Gardner, Mass.; Western Offices and Plant: Kankakee, IIl.; Sales caten, teinina atti iene pee Extra economy, too! 

Offices: 1458-59 Merchandise Mart, Chicago; 45 E. 17th Street, New out in front, right at the finger tips! They’re -_ 

York; 53 Alabama Street, S. W., Atlanta; 301 N. Market Street, Dallas; the correct height for greatest convenience = ala 

and 2730 — 16th Street, San Francisco. —no stooping or bending! 


GREER re i ts sisiieanies 





Twin Burner Console- 
type DRIVEN-AIRE. 
Stipp-l-brown porcelain 
finish. Extra powerful. 
Completely enclosed—all 
controls and oil and water Humidification as your customer wants 
tanks are built in. Avail- it! A quick twist of the convenient control 
able with either exclusive knob instantly regulates the moisture con- 
Florence pot-type or tent of Driven-Aire’s warm air supply! 
sleeve-type burners. Has double the usual water tank capacity! 
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Dear 
ANEW FLORENCE va hee 
-the leader in a\ine **, 


that puts you right 10’ 



















0 i L we FA y & a MODELS WITH MODELS WITH 


SLEEVE-TYPE BURNERS POT-TYPE BURNERS 
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DEXTER BIT-GUIDE DRILL-HOLE DEXTER LIFETIME WARRANTY 





Your sale is more than half made when you show your Your selling guaranteed satisfaction with Dexter- Tubular 
customers a way to make a saving. ‘‘Drill-Hole’’ in- —it’s Lifetime Warranted! Certificate of Warranty 
stallation via the Dexter Bit-Guide method cuts laber placed on every box to helo clinch the sale. 

costs in twe. 
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DEXTER QUALITY THRU AND THRU DIRECT FACTORY SALESMEN DEXTER COMPLETE LINE 













Feature for feature, Dexter is a winner. French Shank Direet-Factory Salesmen devote their entire time to Entrance Doors, P Doors, Bedreem and Bathroom 
Knob Sets at regular price—that’s custom quality with- Dexter line. Their success depends on yours to help Doors, Grade Rear Doors, Combination Sereen and 
at ee. Dexter is the Original—the complete ae become leading cusneael haréuare Storm Doors. 
SK any dealer who has changed to Dexter or g 
and you'll find he's happier—he's doing | in Tubular Locks and Latche 
better. That's true the country over in the The Original ! rod 5 
big cities and small towns. i) & XT e 
i i h 6 TO TOWN 
Think how you would do if you had suc Is THE TUBULAR THAT'S GOIN ¢ 





powerful selling features as Dexter Bit-Guide 
method of “Drill-Hole" installation, Dexter 


Lifetime Warranty. To top that, Dexter gives * 
you thorough friendly cooperation thru Direct National rass Company, Mfrs. 


Factory Salesmen. GRAND RAPIDS, MICHIGAN 
Before your competitor takes the Dexter : Builders Hardware a 
Franchise, consider it for yourself. Write to- Cabinet Hardware 


day for complete information, no obligation. Screen Door Hardware 
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ENERAL ELECTRIC has just 
G reduced prices on quantity pur- 
chases of G-K Mazpa lamps. $5 
worth. -$4! $15 worth—-$11.25! 
That’s big news to plenty of your 
customers! Apartment houses, clubs, 
other stores on your street, cus- 
tomers who are used to buying 
lamps in quantities — from dozen 
lots to a case — and many plain 
home owners will want to take ad- 
vantage of this opportunity to stock 
up lamps that stay brighter longer. 


Are YOU cashing in on this 


*G-E MAZDA lamp agents received this streamer and the display cards in March. Lf this material has been mis- 
laid, it is suggested that agents make up their own cards and streamer following those shown in the photo above. 


Big news, we repeat—but NOT 
UNLESS YOU TELL THEM! Tell 
every customer who comes into your 
store about these money-saving 
prices. Remind passers-by with the 
special window streamer and dis- 
play cards* that feature these new 
discounts, 

So put these display pieces to work 
IN YOUR WINDOW AND INSIDE 
YOUR STORE! Dow t miss vour 
big chance for extra profits on G-k 
Mazo. lamps now! 


G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 


Sensational Price Reduction? 
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“All Out 


Defense” :— 


The first full day of the Triple 
Mill Supply Convention in Chi- 
cago is over. The program re- 
volved entirely around the Na- 
tional Defense Program, its 
requirements, dts problems and its 
effect upon normal business. Sev- 
eral manufacturers and distribu- 
tors who have been serving, or 
who are now serving with the 
OPM, contributed richly to the 
program. They brought a_ first 
hand and fresh viewpoint on the 
seriousness and the earnestness 
with which defense progress is be- 
ing stimulated. In a general but 
perhaps in too detached a way, 
most American business men have 
been conscious of the pinch on 
certain materials and have antici- 
pated some disruption of their 
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normal business procedure. It is 
doubtful, however, if many of us 
really appreciate the “All Out De- 
fense Program” in which the coun- 
try is engaged. Those who have 
OPM experience sense it and 
clearly stated at this Chicago meet- 
ing just what might be expected. 
They stressed at every turn the 
fact that those who had hopes of 
continuing their normal business 
activities with out interruptions 
and interferences from the defense 
program were due for a_ rude 
awakening. Necessarily, these 
speakers refrained from using any 
specific figures but they did create 
an optimistic reaction toward the 
progress that is being made in the 
production of defense materials 
and in Army and Navy training 
schedules. The staggering quanti- 
ties and urgent need for speedy 
deliveries were dominant factors 
in the remarks of each speaker. 





Their sympathy toward the broad 
problem was also decidedly 
marked. Through it all one sensed 
that a peace and liberty-loving de- 
mocracy is hard to arouse to the 
point of “All Out Defense” and is 
confronted with hurdles that are 
hard to clear. One also senses that 
if the quantities and the speed do 
not develop voluntarily “less pleas- 
ant procedure may, be expected,” 
meaning obviously mandatory and 
arbitrary government control and 
direction of industry. This is not 
the American way for solving this 
great national problem. but it will 
become the American way if need 
be—of that we may all be certain. 


“Guestimate”’ :— 


The term “guestimate” is al- 
leged to be a coined word that has 
come into frequent usage in Wash- 
ington among those who are try- 
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ing to figure out what and how 
much is required. I seriously 
doubt that the word is official but 
frankly believe that it is an apt ex- 
pression under the circumstances. 
I cannot get anybody who should 
know to admit that the word is 
correct but, on the other hand, I 
have had no denials and so there 
it stands. And, in all fairness, 
how could it be otherwise? As a 
nation we are now embarked on a 
course that is completely foreign 
to our normal thinking and proce- 
dure. We are actually on a “war 
basis” but technically not “at war.’ 


Tools for Defense:— 


About two weeks ago in the 
New York World-Telegram, Ernie 
Pyle wrote: 

“The contractors had their usual 
trouble with men of no experience 
posing as trained carpenters. They 
would go to the 5-and-10-cent 
stores and buy a set of cheap 
tools, then show up in the role of 
skilled men, hoping to get in sev- 
eral days work at the higher scale 
of pay before being found out. 

“At recent Army post construc- 
tion in El Paso the contractors 
had to station men at the gate to 
watch for brand new tools that 
came in. Every fellow with new 
tools was watched closely, and if 
he wasn’t really a carpenter they'd 
catch him within a few hours.” 


Miller-T ydings 
Repeal:— 


Elsewhere in this issue is a news 
report from the Washington Bu- 
reau of HARpwareE AGE stating 
that the bill to repeal the Miller- 
Tydings Law has very little chance 
of passing or of even going to a 
vote. This is good news to the 
hardware trade and to all types of 
independent merchants. Our own 
mail indicates that quite a few 
hardware men took the time to 
write or wire their Congressmen 
and express their opinions, as 
citizens, voters and taxpayers, on 
this vital matter. At best, only a 
few remembered to send us car- 
bon copies of their letters and so 
it is my thought that in all prob- 
ability a representative group of 
dealers expressed their views on 
the subject. Another factor, which 
may have been even more potent 
in shelving this proposed unde- 
sirable bill, is the realization that 
almost all legislation not directly 
concerned with the National De- 
fense Program is being pushed 
aside. Be that as it may, there are 
ample, well-organized opposition 
groups which will continue to 
fight all resale price maintenance 
plans and fair trade legislation. 
For that reason it will pay all 
kinds of independent dealers to 
be eternally vigilant in supporting 
the uninterrupted progress that 





FALL OPEN HOUSE CANCELLED! 


Announcement has been made by the National Retail 
Hardware Association, Indianapolis, Ind., that Fall 
National Hardware Open House, scheduled to be held 
from October 2 to 11, 1941, has been cancelled. 
The Association’s board of governors was prompted to 
make this decision because of the situation created 
among manufacturers by the defense program. The 
Association states that the cancellation of the Fall Open 
House does not mean a permanent discontinuance of the 


Open House promotion. 


fair trade legislation has made in 
very recent years. 


W elcome 
Delaware! :— 


On April 22, 1941 the State of 
Delaware passed a fair trade law 
and became the 45th state to take 
such progressive action. This 
leaves only three states—Missouri, 
Texas and Vermont — without 
fair trade laws. As this action by 
the Delaware Legislature came 
close on the heels of the anti-fair 
trade campaign of Miss Harriet 
Elliott, Consumer Advisor to the 
National Defense Advisory Com- 
mission (See H. A. March 20, 
1941 p. 86) and despite the report 
made by Corwin Edwards to the 
Federal Trade Commission urg- 
ing repeal of the Miller-Tydings 
Law (See H.A. March 20, 1941 p. 
37 and 38 also H.A. April 3 1941 
p. 46) it may well be said that 
the cause of the independent mer- 
chant is not being ignored and 
that the common sense view of 
fair-trade laws is gaining recog- 
nition. On the cold-blooded merits 
of the case—45 states now have 
state fair trade laws, which means 
that the fair-trade idea is gaining 
general acceptance in this coun- 
try. Therefore, what justification 
is there for trying to upset such 
a trend by attempting to repeal 
the Miller-Tydings Law? This 
particular law is actually the basis 
of the efficiency of the state fair- 
trade laws, now existing in 45 
states—it is strictly a federal en- 
abling law which permits fair- 
trade contracts to be made on an 
interstate basis consistent with the 
fair-trade laws in the state in 
which the resale price maintenance 
contracts involved are to be active. 
It will pay hardware men, and 
their neighbor independent deal- 
ers in other lines, to keep a con- 
stantly watchful eye on the next 
attempt to repeal the Miller-Tyd- 
ings Law without which the entire 
progress of fair-trade legislation 
may easily be completely lost. 
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TO PADLOCK 7 
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SALES 


ADLOCKS are one of your 

best summer sellers when this 
famous ILCO Semaphore Display 
gives the go-ahead to padlock sales 
in your store! 

In bright red and yellow and 
blue, this Display makes a com- 
manding spot on your shelves! It 
works hard for you all day long, 
reminding every customer that he 
needs a padlock and that you have 
the right ILCO Padlock for the 
job! You can hang it in a jiffy— 
where it’s off the counter but right 
at your fingertips. 

Padlock time is here right now! 
Make it a big season. Get your 
ILCO Display and Padlock assort- 
ment now. If your jobber can’t sup- 
ply it immediately, write us direct 
and we'll help him. 















12 BEST SELLERS MAKE 
UP THIS ASSORTMENT! 


No. 324 No. 317 No. 324C 
314 314A 320G 
337B 327 373 
310 315 384 


... to retail up to $2.00 with a real profit for you in every sale! 








= 


INDEPENDENT LOCK CO. ..itttt".:: 


Branches in all principal cities 
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-. YMAN came into 


a hardware store to look at medi- 
cine cabinets. She said she “might 
want one later on for her bath- 
room.” 


The salesman disregarded the 
“ifs.” He knew she needed and 
wanted a cabinet or she would not 
be looking. 

So he showed her a good line, 
asking “Which size do you pre- 
fer?” 

A little later, “Which color do 
you like?” I heard the woman 
say “light green.” 

I didn’t need to wait and hear 
the salesman next ask, “Which de- 
livery will be convenient for you— 
this afternoon or tomorow morn- 
ing?” 

He was using the good old 
“which” technique on her and | 
knew the sale was in the bag. 

You can often guide sales along 
in the right path by asking ques- 
tions. Not “iffy” questions which 
simply waste time or may produce 
negative thinking——but follow this 
rule: 

“Don’t Ask /F—Ask WHICH!” 

It is important to frame your 
questions so that you give the pros- 
pect a choice between something 
and something else—never be- 
tween something and nothing. 

My classic example of this sales 
strategy—which has been widely 
quoted because it can be applied 
in almost every line of business 
is this: 


44 


| often drop into a drug store 
to get a malted milk. If the clerk 
can sell me an egg in it, the store 
will get 5 cents more from me, and 
I will have a fuller, richer drink, 
which I like. 

If the clerk is just a soda jerker 
and not sales conscious, he will 
probably ask me, rather mildly. 
“Want an egg in it?” 

I say “no” pretty fast from force 
of habit. But if on another day 
in another store I ask for a malted 
milk. and the clerk holds an egg 


_— 
ee 
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By ELMER WHEELER 


President, 
Tested Selling Institute, 
New York City 


Don’t Ask “If’—Ask “Which”! 


in each of his hands and says: 

“One or two eggs today, sir?” 

I look at the two eggs. I find it 
difficult to say “no” to this ques- 
tion, because “no” will mean noth- 
ing. He wants to know whether 
I want one egg or two eggs, not 
whether I want any at all. 

After a moment I say, “Oh, one 
egg will be enough.” I get the 
egg, the store gets 5 cents more, 
and the average check has gone 
up! 

You can apply this principle to 





“He wants to know whether I want one or 
two eggs, not whether I want any at all.” 
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“Show your best merchandise first and 
your sales and profits will be larger.” 


almost anything you're selling, in 
all hardware and kindred lines, if 
you will just frame your words, 
especially at the close, to give your 
prospect a choice between some- 
thing and something else, never 
between something and nothing. 
Ask leading questions like the 
good lawyer—but questions always 
aimed to bring answers you want! 


They Like to Say “No” 


Avoid all questions that give an 
opening for “no” answers. 

It is easier for most folks to say 
“no” than “yes”—because they 
figure that the word “yes” indi- 
cates “giving in.” They pride 
themselves on having a strong will, 
so they say “no.” 

This is false logic but the fact 
remains that, in selling, you can’t 
afford to let the other fellow regis- 
ter a “no.” After that he’s harder 
to move. 

Pride becomes a factor; 
wants to admit that a salesman 
changed his mind for him; he 
likes to “stick by his guns.” 

If you ask questions the pros- 
pect can answer with “no,” you 
are unnecessarily handicapping 
yourself. You can almost always 
change your words about in such 
manner that they bring out “yes” 
answers. 


nobody 


For example, I am thirsty and 
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step up to a soda fountain and ask 
the clerk for a Coca-Cola. He 
says, “Large or small?” 

The store loses a nickel and | 
am deprived of a longer moment 
of refreshment, for like most peo- 
ple I automatically say, “small.” 

Some time ago this thought 
came to me. Suppose the clerk 


merely said, “large one?” would 


I automatically answer “yes.” 
We tried out this idea and seven 
















Part 5 


out of every 10 people said “yes.” 

This meant that out of every 10 
customers the stores received 35 
cents extra business. Two. little 
words that turned nickels into 
dimes! 

In every hardware store every 
day there are many opportunities 
to apply this same sales psychol- 
ogy. When a householder comes 
in and asks for a small assortment 
of nails, it is just as easy to say 
“two pounds for 14 cents” as it is 
to say “one pound for 7 cents” 
and nine times out of 10 he'll buy 
whatever you put in his mind. 

In the same way, show merchan- 
dise of good quality and price 
first. Unless the customer specif- 
ically states he wants “a low priced 
hammer” or “a cheap alarm 


clock,” it is foolish to assume he 
wants that type. 
Show your best merchandise 


first and your sales and profits will 
be larger—because few customers 
are satisfied with cheap stuff after 
first seeing good quality. 

Carry the same logic through all 
your lines, up to the top items— 
radios, ranges, refrigerators, and 
any others where competition from 
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“Which do you prefer, this one or that one?” 
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Ask For This Formula! 


Elmer Wheeler’s formula for building a “Sizzle” 
is free upon request to HARDWARE AGE, 100 
East 42nd St., New York City. Ask for “Four 
Ways to Build a Sizzle” and enclose stamped and 


addressed return envelope. 





mail order houses makes price im- 
portant but which you can often 
shove into secondary position by 
showing better quality or larger 
sizes first. 

There are salesmen who talk 
with question marks and those who 
talk with exclamation marks. | 
prefer the salesmen who hook their 


prospects’ interest with leading 
questions, instead of trying to 


whack them into submission with 
exclamation marks. 

The exclamation mark salesman 
may club his prospects with force 
or with such pet ideas as these: 

“I’m positive .. .” 

“1 KNOW I'm right .. .” 

“You MUST...” 

He points his finger, he pounds 
the counter, he sticks out his chin, 
but it is better to ask the prospect 
a diplomatic question once in a 
while. 

For example, a salesman for 
composition board gets tactful ac- 
tion when he asks the wife and 
husband, “where do you prefer the 
play room, in the attic or in the 
cellar?” 

If they agree, the salesman 
wins; if they argue where it should 
be, he still wins. For, no matter 
where it finally is located, his pros- 
pects are now definitely interested 
in his proposition and he gets the 
order. 

Many salesmen seem inclined to 
ask questions with a negative twist. 
Here are a few typical examples 
of the kind that won’t get the re- 
sponse you want—avoid these and 
all similar ones: 

“Could you afford our best qual- 
ity?” 

“Would you be interested in 
something different?” 

“Would you like me to explain 
how it works?” 

After you have talked a few 
moments with the average prospect 
it is a good idea to take his “tem- 
perature,” to see if he is hot or 
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cold to your proposition, as a 
guide to your next steps. 

Remember, “which” is a strong- 
er word than “if,” and always 
formulate your questions to ex- 
tract useful information. For ex- 
ample: 

“Which do you prefer, this one 
or that one?” 


“Don’t you think this color is 
pleasing?” 

“That is easy to understand, 
isn’t it?” 

“Do you see anything lacking 
in this set-up?” 

A cold prospect must be “warm- 
ed up” just like a cold motor. If 
he'll tell his objections, desires, 
likes, and dislikes, then you can 
guide him along step by step in 
your sales presentation. To revive 
wavering sales, ask a question that 
will start the prospect off on a new 
thought. 

Then, as you near the close, 
don’t let the sale slip by asking 
“if.” Instead, say “which style do 
you want?” Or—what color, or 
when, or where? 


Stainless Steel Utensils 


o * OPPER-bottom, stainless steel 

cooking utensils are the 
coming line in the housewares de- 
department,” says A. W. Freeman, 
manager of the housewares depart- 
ment, Pickering Hardware Co., Cin- 
cinnati, Ohio. 

“Sales on this line have increased 
so fast that it is almost impossible 
to keep a complete assortment of 
this merchandise in stock. It is get- 
ting harder to get today and more 
and more customers want this mer- 
chandise. 

“Many customers, because it is 
rather high in price, buy items from 
time to time always working for a 


complete set of these utensils. Very 
few complete sets are sold at one 
time. All customers who have these 
utensils will accept nothing else so 
a very steady business results and 
this is very profitable to the store.” 

One table in the housewares de- 
partment is used to show this line. 
The table is located near the ele. 
vator entrance to the second floor. 
The merchandise is not advertised 
since Mr. Freeman feels that this 
would increase sales to such an ex- 
tent that it would be impossible for 
the company to take care of the busi- 
ness. 





Copper-bottom, stainless steel cooking utensils are displayed on this 


three-shelf display table. 


wares department on the second floor. 


It is located near the entrance to the house- 


Sales are increasing faster on 


this line than on any other in the department. 
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Miller-Tydings Repeal Unlikely 
Despite Severe Criticism of TNEC 


Even Congressman Fulmer, sponsor of HR 
3821 to repeal Miller- Tydings Law, has 
abandoned hope of any action during 
this session. Repeal idea actively sup- 
ported by Consumer Commissioner Harriet 
Elliott and the Department of Justice 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


D ESPITE the recent 


action of the Temporary National 
Economic Committee, the Depart- 
ment of Justice and Consumer 
Commissioner Harriet Elliot in 
recommending repeal of the Mil- 
ler-Tydings Resale Price Main- 
tenance Act, Representative Hamp- 
ton P. Fulmer, Democrat of South 
Carolina, has abandoned all hope 
for House consideration of his 
measure to repeal the law. The 
Congressman told HARDWARE AGE 
that because of the attitude of the 
House Judiciary Committee, he 
doubted that action would be taken 
on his measure. 

Identified as HR-3821, the Ful- 
mer bill was introduced in the 
House and referred to the Judi- 
ciary Committee on March 5. Since 
that time, the committee has shown 
no disposition to act favorably on 
the measure. Even the severe 
criticism directed at the Miller- 
Tydings law by the Department of 
Justice failed to stir the committee. 
Likewise, the final report of the 
TNEC, which had recommended 
repeal by a five-to-four vote, had 
little or no affect upon the Judi- 
ciary Committee. 

Few observers expected the 
TNEC recommendation to carry 
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much weight. The one-vote mar- 
gin for repeal plus the fact that 
many of the committee’s proposals 
concededly were arrived at after 
much horse-trading served to de- 
tract from any forcefulness which 
its recommendations otherwise 
might have had. 

There were some indications for 
a time that the action of Miss Har- 
riet Elliott, consumer representa- 
tive on the National Defense Ad- 
visory Commission, who urged re- 
peal of the law, might have some 
affect upon the large number of 
consumer groups who have been 
keeping in close touch with the 
Washington scene since the advent 
of the defense program. 


Apprehension Existed 
Miss Elliott, who is head of the 


consumer division of the new of- 
fice of Price Administration and 
Civilian Supply, had attacked the 
Federal resale price law as an in- 
strument for raising prices and 
there was apprehension among re- 
sale price advocates lest her ef- 
forts would stimulate consumer in- 
terest to the extent that Congres- 
sional representatives in Washing- 
ton would be stirred into action as 


a result of these Washington- 
stimulated appeals. 

A recent survey of Congres- 
sional members, however, is said 
to have produced no evidence that 
Miss Elliot’s efforts had been suc- 
cessful in this respect. There 
were a few letters from consti- 
tuents urging that repeal action be 
taken, but the letters were so few 
in number that they were said to 
reflect little or no sentiment for 
repeal. 

The Justice Department's criti- 
cism of the price maintenance law, 
based largely on the contention 
that the Miller-Tydings law had 
weakened the anti-trust laws, mak- 
ing enforcement difficult in many 
instances, marked the first time 
since the law was passed in 1935 
that the Department had gone on 
record in opposition to the law. 

Its most persistent critic in gov- 
ernment circles has been the Fed- 
eral Trade Commission. Now that 
the chairman of the FTC has been 
given a place on the eight-man 
administration committee, of 
which Price Administrator Leon 
Henderson is chairman, the com- 
mission may be in a position to 
direct additional criticism at re- 
sale price maintenance statutes. 
The committee, by executive or- 
der, is empowered to make find- 
ings and submit recommendations 
“in respect to the establishment of 
maximum prices, commissions, 
margins, fees, charges and other 
elements of cost or price of mate- 
rials or commodities.” 

As price administrator, Mr. 
Henderson has been given broad 
authority to stabilize prices and 
to curb any inflationary trends re- 
sulting from the defense program. 
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Lhe Story of 


The . 


Williams, Cleveland, Ohio; Sir 
Charles Morgan-Webb, London, 
England, and W. J. Cameron, 
Ford Motor Co., Dearborn, 
Mich., contributed outstanding 
formal addresses that delighted 
the entire convention and caused 
many favorable comments. The 
text of these four messages, 
practically in full, is given on 
the pages immediately following. 

The wholesalers devoted their 
two executive sessions to open 
forum discussions on problems 










Familiar lobby foun- 
tain of the Hotel Pea- 
body, Memphis, Tenn., 
convention headquar- 
ters. The three trained 
ducks were’ missing 
this year. 





PPROXIMATELY 


1100 hardware wholesalers, 
manufacturers and their ladies 
attended the 5lst annual con- 
vention of the Southern Hard- 
ware Jobbers’ Association at the 
Hotel Peabody, Memphis, Tenn., 
April 21 to 24, 1941. It was the 
82nd semi-annual convention of 
the American Hardware Manu- 
facturers’ Association which or- 
ganization met jointly with the 


comodations were severely taxed. 

The Southern association re- 
elected all of its officers whose 
names are given elsewhere in 
this report. The manufacturers 
group holds its annual election in 
October. 

Dr. John L. Davis of New 
York City was the featured 
speaker at the joint opening 
Monday night session bringing 
practical and humorous observa- 


of hardware wholesaling giving 
particular attention to the 
changing needs of better serving 
retailer-customers in their ef- 
forts to meet current competi- 
tion from chain stores, mail 
order stores, etc. These discus- 
sions included such topics as the 
development of profitable spe- 
cialty selling, employee train- 
ing, requirements of hours and 
wages legislation, more profit- 


Southern group. Including mem- tions to the gathering on a able distribution of major ap- 
bers and guests, 83 wholesale variety of subjects which were pliance lines, etc. In addition, 
hardware firms were repre- in keeping with the times. there was an informative talk 
sented by 123 individuals. These Richard Harte, president, on 1941 tax problems presented 
figures compare favorably, in all Ames Baldwin Wyoming Co., by J. A. Phillips of Houston, 


Parkersburg, W.,Va., and of the 
American Hardware Manufac- 
turers’ Association; Whiting 


particulars, with the last four 
Southern conventions and, as a 
result, all available hotel ac- 


Texas. A summary of the dis- 
cussions and of Mr. Phillips’ talk 
are given in the pages which 
follow this announcement story. 
HOTEL Throughout the convention, 
aN eat both in the sessions and in the 

informal lobby gatherings, the 
effect of the National Defense 


Dr 
























AEG , 
Grey a Program and the part to be 
’ Oy Ary ry j 4 4 played by the hardware industry 
Pems st “ie rh 3), came in for considerable serious 
YF Py irr aa 9 consideration. In his opening 
ae oi "9 errs remarks to the Monday night 
5 Ee he ie i session Henry J. Allison, presi- 
pI he 5 sae dent, Glasgow-Allison Co., Char- 
- be Ee ial a ~ ~ 
Ree... “8 lotte, N. C., and of the Southern 
Leo Se > ae P er 
eG Chie He <n Fe Hardware Jobbers’ Association 
eee) by Set rk appropriately observed, in part: 
oy we a aT Gar 7 ‘ “ y s S 
ot ans Se + yyy We are meeting at a time 





when, to many, the future ap- 
pears very dark and uncertain. 
Our standards of living, our 
economic system, our form of 
government, even our national 


The Hotel Peabody, Memphis, Tenn. 
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Memphis Convention 


F,. whilomcnesphorain TELY 1100 in attendance at 51st 
annual convention of Southern Hardware Job- 
bers’ Association and 82nd semi-annual meeting of 
American Hardware Manufacturers’ Association, 
held at the Hotel Peabody, Memphis, Tenn., April 
21-24, 1941. Open forum discussion a feature. 


existence, seem to be threatened. the globe, is now openly chal- kind. For, ‘only the strong can 

Once again, the forces of greed, lenged by those who would be free and only the productive 
1 brutality and terrorism are at make themselves the masters of can be strong.’ 

large in the world. The freedom all mankind. And so in this “At long last, our program for 
| which we have so long cherished grave hour of world concern, we national defense seems well un- 
1 as one of our national heritages, need to remind ourselves that der way. With a growing sense 
3 and which we have coveted for freedom is not, and never has of responsibility for the protec- 
F all other nations on the face of been, the natural order of man- (Continued on page 136) 
yr 
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HOSTS AT T BARBECUE ENJOYED IN MEMPHIS 











Stratton-Warren Hardware Co. and Orgill Bros. Co. Memphis hardware wholesalers were joint hosts at the 
barbecue’ which was the highlight of the Memphis convention’s Tuesday program. Held at the Colonial 
Country Club instead of at Strattonoaks, country home of Leslie M. Stratton, as originally planned, due to in- 
clement weather, practically the entire convention really had fun and enjoyed music, dancing, jug bands, 
refreshments and plenty of barbecued pork, etc. The official committee representing these two wholesale 
houses is shown above. Left to right, top picture, executives of Stratton-Warren Hardware Co.: L. M. Strat- 
, ton, Jr., J. F. Barber, L. M. Stratton, Sr., W. L. Stephenson and Lee Hardison. Lower picture, executives of 
Orgill Bros. Co., Inc.: Edmund Orgill, W. I. Moody and John Morris. 
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at the Wholesalers’ 
Thursday 


morning 
session 


A YEAR ago when 


we were holding our Golden 
Anniversary meeting, Germany 
had just startled the world by 
seizing Denmark and the impor- 
tant ports of Norway, so soon 
to be followed by the lightning 
conquest of that hapless 
country. 

I shall not attempt to chart 
the historic developments of 
the past year, though, as an as- 
sociation record, there might be 
some future value in having a 
brief summary appear in our 
records. I would, however, like 
to discuss with you for a mo- 
ment, some of the problems 
with which these dramatic 
world events have confronted 
us, and what we may do about 
them. 


Much We Can Do 


Let’s agree first, that there is 
little, if anything, we can do to 
change the major events of his- 
tory. However, when we step 
down into our own little worlds, 
which consist of the businesses 
into which most of us put the 
larger share of our waking 
hours, there is, indeed, much 
we can do, if only we can un- 
derstand clearly what our 
duties are, find ways to perform 
them, and if we can be con- 
vinced the jobs are ours to be 
done. 

Speaking as component parts 
of American industry, we first 
have a solemn duty to our na- 
tion in this hour of world 
crisis. There is a definite obli- 
gation on each one of us, to so 
conduct our own business, that 
we may not ourselves become 
part of our national problem; 
but a part of its solution. Our 
country needs the full coopera- 
tion of every business and of 
all of the individuals who com- 
pose them, to do everything 
within our power to promote 
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ur Obligations | t 


By H. J. ALLISON 


Glasgow-Allison Co., 
Charlotte, N. C. 
and president, 
Southern Hardware 
Jobbers’ Ass’n 


national harmony, to expedite 
our defense program and to de- 
velop and maintain the produc- 
tivity of American industry. It 
is, likewise, our duty to avoid 
doing any of those things which 
will foul the machinery of our 
defense program, with which 
we are determined to make 
America the arsenal of democ- 
racy in time to prevent our civi- 
lization from suffering a crush- 
ing defeat. 

Within our own hardware in- 
dustry, we have a patriotic obli- 
gation to avoid those individual 
actions which will contribute 
to scarcities of vital materials, 
which will encourage specula- 
tive buying, or bring about un- 
necessary price advances. It is 
our duty to cooperate in every 
way possible, with both our 
sources of supply and our cus- 
tomers, in order to develop and 
maintain the smooth and or- 
derly conduct of the hardware 
business, so that the farms, fac- 
tories, mines and business ma- 
chines of our country, for all of 
which we are vital suppliers, 
shall as rapidly as possible at- 
tain a working order of clock- 
like precision. 

We cannot deny that respon- 
sibility, nor have we any right 
to evade or disregard it in any 
“devil-take-the-hindmost” atti- 
tude. In a critical period like 
the present, our national inter- 
est demands that the normal 
business functions of our coun- 
try shall continue to operate 
with the greatest efficiency. Un- 
der the cloak of these worthy 
aims, let us not hide purely 
mercenary, private gain, which 
will interfere with our national 





H. J. ALLISON 


defense and all-out-aid to the 
defenders of democracy. 


Patriotic Duty 


Our patriotic duty does not 
call for the neglect of our busi- 
ness; on the contrary, it re- 
quires that it, as a single cog in 
the machinery of American 
production, shall perform its 
proper function in making 
America strong that she may 
remain free. It is, therefore, 
our responsibility to so manage 
and direct our respective com- 
panies as to maintain them in 
strong and healthy condition— 
not alone that our business may 
promote national vigor and 
strength but that we as individ- 
uals and as companies may be 
able to carry our fair share of 
the stupendous tax load we are 
accumulating, as well as be 
prepared for the unknown fu- 
ture which will require finan- 
cial strength and economy of 
operations. 

At this particular moment, it 
is my opinion that our most im- 
mediate concern should be a 
careful scrutiny of our inven- 
tory position—a difficult thing 
to control under present condi- 
tions. With all of the uncer- 
tainties, delays and difficulties 
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is! to Our Country 
and to Our Industry 


V8 ERE is a definite obligation on each member of 

the wholesale hardware industry to support the 
nation at this critical period and to conduct his busi- 
ness so that he will not become a part of the national 
problem but a part of its solution. He must cooper- 
ate with both sources of supply and with customers 
and must avoid any activity that will result in a 
scarcity of vital materials, will result in specu- 
lative buying or will bring about any unnecessary 
price advances. 





ae 





with which each of us are fa- 
miliar, the natural inclination 
is to play safe, by buying more. 
Few of us have any intention of 
either contributing to or ag- 
gravating bottlenecks—we 
merely wish to insure the main- 
tenance of adequate supplies of 


needed merchandise. The diffi- 
culty with the situation is that 
when each of us undertakes to 
insure that small margin of 
safety, the sum total of all our 
margins of safety become a new 
national problem. 

There are already beginning to 


develop evidences of unhealthy 
accumulations of inventories. I 
fear both wholesalers and re- 
tailers have been buying too 
much too often, and that it is 
probably the rule rather than 
the exception that bankers are 
having to be visited much more 








JOSEPH E. STONE NOW CHIEF OF THE “X-CLUB” 


The “X-CLUB” held its semi-annual luncheon meeting during the Memphis Convention, Tuesday noon. 


F. A. Heitman, The F. W. Heitman Co., Houston, Texas, presided as Chief X. He is a past-president of 

the National Wholesale Hardware Association and is now the “X-Chief-X” having been succeeded by Joseph 

E. Stone, vice-president, The Stanley Works, New Britain, Conn., a past-president of the American Hard- 

ware Manufacturers’ Association. George H. Harper, National Enameling & Stamping Co., Baltimore, Md., 

continues as historian of the X-Club and is a past-president of the Old Guard. The X-Club membership is 

a up of the past presidents of the three organizations named and of the Southern Hardware Jobbers’ 
ssociation. 
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S.H.J.A. OFFICERS 





W. A. PARKER 


Beck & Gregg 
Hdwe. Co. 


often than in recent years. | 
quote from Barron's, as fol- 
lows: “The largest total in 
nearly a decade is reported in 


H. B. HORSEY 


Sharp-Horsey 
Hdwe. Co. 





W. W. FRENCH 


Moore-Handley 
Hdwe. Co. 


the number of bank loans to 
business, with commercial loans 
of Federal Reserve member 
banks, in the week ended April 





OFFICERS ELECTED AT MEMPHIS, TENN. 
by the 
SOUTHERN HARDWARE JOBBERS ASS’N. 
Thursday, April 24, 1941 


President 
Henry J. Allison, Glasgow-Allison Co., Charlotte, N. C. 


First Vice-President 


Wm. W. French, Moore-Handley Hardware Co., 
Birmingham, Ala. 


Second Vice-President 
W. A. Parker, Beck & Gregg Hardware Co., Atlanta, Ga. 


Executive Committee 


A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 
Wm. M. Parrish, Keith-Simmons Co., Inc., Nashville, Tenn. 
R. R. Witt, Builders’ Supply Co., San Antonio, Texas. 
Edmund Orgill, Orgill Bros. Co.. Memphis, Tenn. 

I. H. Stauffer, Stauffer, Eshleman & Co., New Orleans, La. 
*W. H. Terstegge, Stratton & Terstegge Co., Louisville, Ky 


Advisory Board 


John Donnan, Richmond, Va. 


Mark Lyons, McGowin-Lyons Hdwe. & Supply Co., Mobile, Ala. 

L. M. Stratton, Stratton-Warren Hardware Co., Memphis, Tenn. 

J. L. Pitts, Brown-Roberts Hardware & Supply Co., Alexandria, La. 
Walter M. Bonham, C. M. McClung & Co., Knoxville, Tenn. 

Robt. H. Baker, Fones Bros. Hardware Co., Little Rock, Ark 

A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 


Secretary 
T. W. McAllister, Southern Hardware, Atlanta, Ga 


Treasurer 
H. B. Horsey, Sharp-Horsey Hdwe. Co., Atlanta, Ga. 


Sergeant-at-Arms 
R. P. Boyd, Knoxville, Tenn. 


* Newly elected member. 
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2, rising $45,000,000, and for 
the twenty-seventh consecutive 
weekly gain.” 

There is an old axiom that “A 
business exists to make a 
profit.” Without stopping to 
quarrel with you about the ac- 
curacy of that statement, let’s 
agree as to its substantial 
truth, with the addition of the 
words “over the long haul.” 
Traditionally, we think of those 
periods when the business tide 
is rushing in, as golden oppor- 
tunities for extra profits on the 
rising tides of business volume 
and commodity prices. Up to a 
certain point, the more reckless 
we become, the greater we 
profit. The difficulty is, so few 
of us have either the foresight 
or the courage to cash in when 
the tide is at its crest. Unfor- 
tunately, as always, the reac- 
tion sets in, and the receding 








C. R. WATKINS 


Watkins-Cottrell Co. 


Retiring Member S.H.J.A. 
Executive Committee 


tide steals from our balance 
sheets the paper profits we 
were so confident were ours. 

There is another axiom it 
would be well for us to remem- 
ber: “No man has any moral 
right to gamble with that which 
he cannot afford to lose.” Ex- 
perienced business executives 
do not need to have the truth of 
these statements explained to 
them, but all too many of us 
need a cat-o’-nine-tails to make 
us act in time. 

Substantially the same facts 
are true in regard to accounts 
receivable, except more so. 
There is no chance of apprecia- 
tion of value in them, and is it 
not reasonable to assume that a 

(Continued on page 57) 
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PPORTUNITIES! 


for Retail Hardware Store Employees 


By SAUNDERS NORVELL 


“The actual fact is that in this day opportunity not only knocks 
at your door but is playing an anvil chorus at every man’s door, 
and then lays for the owner around the corner with a club. The 
world is in sore need of men who can do things. Indeed, cases can 
be easily recalled by everyone where opportunity actually smashed 

*« in the door and collared her candidate and dragged him forth to * 

success. These cases are exceptional, usually you have to meet 
opportunity half way. But the only place you can get away from 


opportunity is to lie down and die. 


dead ones who flatter themselves they are alive.” 
—Elbert Hubbard. 


ra. 

| HERE is an opportu- 
nity today for employees of retail 
hardware stores to do a better sell- 
ing job. To help them accomplish 
this, HarpwarE ACE proposes the 
Retail Sales Idea Club outlined in 
detail on the next two pages of 
this special section. 

For 86 years HARDWARE AGE 
has commanded the confidence 
and respect of the hardware trade. 
It has stood as the mouthpiece for 
the hardware men of this country. 
Therefore, it is only natural that it 
should grasp the opportunity to 
widely extend its usefulness by 
rendering this additional service 
in aiding the development of sell- 
ing talent among employees in re- 
tail hardware stores. 

The idea was a sort of evolu- 
tion in the thinking and planning 
of the entire HARDWARE AGE or- 
ganization. To be of real service 
to the salesmen of the retail hard- 
ware stores of the country, is the 
sincere desire of the editors. They 
have no selfish end in view and 
are willingly taking on this addi- 
tional work. 

I strongly urge every retail 
hardware store employee to ex- 


plore thoughtfully the opportuni- 
ties which this Retail Sales Idea 
Club offers—the opportunity for 
self-improvement. 

We all know that the best way 
to increase profits is to increase 
sales. We all know that unless we 
can move merchandise we are 
“sunk.” All the profit in any busi- 
ness is in sales—all the rest is ex- 
pense. 


Sales Opportunities 


There are endless sales oppor- 
tunities. The plan is by study, 
training and thinking to turn these 
sales opportunities into realities. 


To know and use just the right 
word at the right time closes a 
sale. Just the knowing of a fact 
about the product—just a demon- 
stration—just a timely suggestion 
to the buyer makes the cash regi- 
ster sing. 

We also know the value and ne- 
cessity of training for any of us 
to become masters of any vocation. 
Recruits submit to training be- 
cause without study and training 
they know they can never become 
efficient soldiers. So it is in music, 
and all the arts. So it is in busi- 
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Opportunity does not trouble 





ness. So it will be with the Retail 
Sales Idea Club. 

This is still the land of unlimited 
opportunity. The opportunity for 
young men—and women—to get 
ahead, to make money, to enjoy 
“life, liberty, and the pursuit of 
happiness” was never greater than 
now. Certainly we have troubles 
but trouble is the great educator. 
Without difficulties and problems 
development ceases. 


Recently, an elderly man called 
on me. In his younger days he 
had been an outstanding business 
success. He had made a consider- 
able fortune. Then gradually his 
wealth took wings. Now he is 
about down and out. He made 
the following remark which I think 
is well worth consideration. “You 
see, I was trained to make money. 
I always had plenty of money. A 
dollar didn’t mean much to me. 
But I had no training in how to 
handle money, how to invest, how 
to keep money, and when I grew 
old and my earning ability de- 
creased I found I had lost almost 
all I had.” 

He didn’t blame the times. He 
didn’t blame a lack of opportuni- 





WHO IS ELIGIBLE? 


All retail hardware store em- 
ployees, both men and women, are 
eligible for membership. All you 
have to do is register the fact that 


R egister Today — 


Use Form On Opposite Page 


WIN CASH PRIZES THROUGH MEMBERSHIP 


you want to become associated with 
this group and that you are a reader 
of HARDWARE AGE. 

To become a member register by 
using the coupon card at the bottom 


You receive this attractive membership certificate 
Size 5!/2 x 7!/4 inches when you register 
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too East 42nd St. 7 
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New York, N. Y. 


This certifies that 


is a member of the Hardware Age Retail Sales Idea Club, an organization devoted 
to exchanging ideas, experiences, and information helpful in advancing the knowledge, 
interest and efficiency of employees in retail hardware stores. 


Signed and sealed with the official Club insignia this 


Abe Peale 
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PURPOSE OF CLUB— 


To Help Retail Hardware Employees Exchange 
Ideas, Experiences, and Information that will:— 





% Improve their efficiency as salesmen. 


Increase their knowledge of hardware 
store merchandise. 


* 

% Make them more valuable to their em- 
ployers and the consumers they serve. 

5 


Help them appreciate opportunities 
in the retai! hardware business. 


of the page, sign it, and mail to 
HARDWARE AGE Retail Sales Idea 
Club, 100 E. 42nd St., New York, 
ms Be 


NO COST FOR MEMBERSHIP 


You do not have to subscribe to 
HARDWARE AGE in order to belong 
to this club or participate in its ac- 
tivities. You can use the copy of 
HARDWARE AGE which comes to 
your store to keep posted on club 
affairs. 

There is no initiatica fee, no dues, 
and no assessments. There are no 
officers and no elections. The club 
will not secure jobs, nor discuss 
wages. To become an active mem- 
ber simply send in the registration 
form and your membership certifi- 
cate, suitable for framing, will be 
mailed to you. 


USE PENNY POST CARDS 


You can participate in club con- 
tests simply by sending in your an- 
swers to questions on a penny post 
card. As a matter of fact, we sug- 
gest you use the penny postal when- 
ever possible when you submit 
ideas and suggestions. You only 
pay one cent for the card and you 
may win much more if your idea is 
accepted. 





















First 1000 
Employees to Register 
Will Be Known 
As Charter Members 
of the Club 
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The Editors reserve the right to 
pass upon the publication of all 
material received from members, 
also to decide whether or not names 
are to be published. Upon request. 
of course, names will be omitted. 
The membership list will be kept for 
the exclusive use of the club. 


NO DUES — NO OFFICERS — NO ELECTIONS 


All you have to do to be a part of this interesting 
and educational group is register. 


DO SO TODAY — USE FORM BELOW 


be made. HARDWARE AGE Editors 
will act as judges. Send in your 
ideas. Win Cash Prizes. 


WIN CASH PRIZES 


Your ideas may be worth money. 


HOW TO REGISTER 


Employees may register for mem- 






Take part in each contest sponsored 
by the club. Details of cash awards 
will be announced at the start of 
each event. Cash awards will be 
paid to members for the best an- 
swers, suggestions, and ideas, and 
the most interesting store experi- 
ences accepted for publication. In 
case of ties, duplicate awards will 


HARDWARE AGE PLEDGE 


HARDWARE AGE will devote 
editorial space in each issue to this 
club, publishing the proffered ideas, 
suggestions, experiences, etc., of 
special interest to retail hardware 
employees. Much of this material 
should come from the members. 


bership in the HARDWARE AGE Re- 
tail Sales Idea Club by filling out 
and mailing the business reply card 
below, which requires no postage, or 
by copying this information on a 
penny postal card and mailing it to 
the HARDWARE AGE Retail Sales 
Idea Club, 100 E. 42nd St.. New 
York, N. Y. 











YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register — Use Reply Card Below — Mail Today 


Copy this form on a penny 
post card if more than one 
form is necessary. 


REGISTRATION FORM 





HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 
| hereby register for membership in the Hardware Age Retail Sales Idea 


Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 









USE THIS 
FORM 10 
REGISTER 






Name _ . 
Firm_ a 
City- State. 


| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 
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ties. He blamed himself for not 
realizing that it is more important 
to know how to keep money and 
to handle it wisely than it is to 
just know how to make it. 

Having always been prosperous, 
he lacked training in the wisdom 
he would have gained if, in his 
early years, he had been forced by 
necessity to learn the value of a 
dollar. So our early troubles are 
often a blessing in disguise. 

Daily the New YorkTimes prints 
obituaries of important citizens 





A strong boy capable of stand- 
ing and enjoying long hours and 
hard work. It has been well said 
“sickness is a bad habit.” Much 
illness is unnecessary. Good hab- 
its, helped by nature, will cure al- 
most all of our ills. 


Learn to Think 


A good, clear, inquiring mind. 
By this I mean a native curiosity 
A good 


about people and life. 


memory to store away useful 











dents—Edison, Diesel, Burbank, 
Kettering, Dr. Carrel, and hun- 
dreds of others—and then realize 
the things that happened when 
their brains, their thinking got to 
work. 

When all these men die will that 
be the end of achievement? Does 
“opportunity” die with them? You 
know this will not happen. Some 
of you, now drawing small salaries 
in retail hardware stores, will stand 
out because by study, observation, 
initiative, work you have made a 


who have passed away. Only f . 
: acts, the habit of reading, the iletnaes ; little hardw 
_w ave made their marks ; aboratory of your little hardware 
thos who have made the habit of keen observation. But seen, - ulece to heen, Ghd an 
are given much space. I read store. A place to learn, think a 


these life stories with much inter- 
est. They are full of lessons. In 
almost every case the story is the 
same—-a poor boy. He goes to 
work in some humble job, but he 
sticks and he studies his work. He 
rises step by step to the top. 

I could tell case after case. Sons 
of rich families, who had had every 
advantage, were put in charge, but 
as a rule they did not last, and 
they lost their inheritances. What 
they lacked was the wisdom, 
knowledge and training which was 
gained by the poor boy struggling 
against an unfavorable environ- 
ment. All this is so true, so com- 


monplace that it is obvious. 


Traits in Common 


In my long life I have known 
and watched the progress of many 
poor boys rise to both fame and for- 
tune. In comparing one with an- 
other of these successful “boys” | 
find they have many traits in com- 
mon. Let me just name some of 
them. 


above all the ability to think. 

An English college professor 
once remarked to me, “You in 
America teach students ‘facts’— 
over here, we first of all teach 
them to think!” 

So facts—just in themselves 
are not so important. We get at 
the kernel in the nut when, being 
assured our facts are straight, we 
figure out what these facts mean. 
The first process is the accumula- 
tion of facts. The second is in the 
analysis of those facts. 

Lincoln read and studied by the 
firelight on the hearth, but what 
counted was the meaning of these 
facts as they crystallized in Lin- 
coln’s heart and brain. 

Ford worked and studied the 
mechanics of the automobile, but 
what counted were the ideas which 
formed in his brain. 

Chrysler by study and practice 
became an expert mechanic. But 
he did not stop there. What was 
in his brain made him the master 
automobile builder. 

Take a list of all the great stu- 


No 


check your observations. I greet 
this oncoming generation! 

By reason of many additional 
lines the retail hardware store 
these days requires unusual intelli- 
gence in its salesmen. Stores, like 
armies, have become mechanized. 


Must Be a Mechanic 


A first class retail hardware 
salesman must not only under- 
stand human nature and selling, 
but he must also be a fairly good 
mechanic. He must know heating 
and refrigeration, oil burners, gas 
burners, and electric service of all 
kinds. He cannot be a good tool 
salesman unless he has used tools, 
and now comes air conditioning. 

The young (or old) hardware 
salesman has an important place 
in the scheme of things. He must 
study, learn and know many inter- 
esting things. 

In learning his job he is devel- 
oping himself. One most valuable 
service of development is contact 
with and an interchange of views 

with others. 

The soul object of the 
HarpwarE Ace Retail 
Sales Idea Club is to bring 
about these contacts and ex- 
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Opportunity 








“They do me wrong who 
say I come no more, 

When once I knock and 
fail to find you in; 

For every day I stand out- 
side your door, 

And bid you wait, and rise 
to fight and win.” 
—Judge Walter Malone. 
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Our Obligation to Our Country 





and to Our Industry 
(Continued from page 52) 


customer who cannot meet his 
bills promptly when the busi- 
ness tide is at flood stage, can- 
not possibly meet them when 
the reaction sets in? Would it 
not be a much more humane 
thing to do, to force him to seek 
other sources of supply when 
there are other sources eagerly 
seeking his business? 

Of equal importance, is our 
control of overhead expense. 
Whatever we may find possible 
to attach in the way of auto- 
matic reducing qualifications, 
especially to those major items 
of overhead expense which un- 


avoidably mount upward in 
times like these, will some years 
hence stand as shining monu- 
ments to our foresight and sa- 
gacity. Such are but a few of 
the important problems affect- 
ing our business, which we have 
opportunities to exchange opin- 
ions and ideas on at a meeting 
like this. 

We have now passed the first 
milestone in the association’s 
second half century. Doubtless, 
the first fifty years was the 
hardest—let’s make the second 
fifty the best and most produc- 
tive. 


Secretary Rockwell Announces 


10 New A.H.M.A. Members 


N his brief and informal semi-annual report as 

secretary-treasurer of the American Hardware 
Manufacturers’ Association Charles F. Rockwell an- 
nounced 10 new members. He said in part: 


t. large and thor- 


oughly representative attendance 
at this convention is significant 
of realization that commercial 
distribution must ever be the 
life-blood of industry. With de- 
fense requirements directly or 
indirectly absorbing practically 
capacity output of many of our 
members, and none who are at 
present without abundant busi- 
ness; despite home problems of 
supply and production, the com- 
plications of priority and nu- 
merous other perplexities, our 
people by their presence here are 
giving tangible evidence of de- 
sire to protect customary trade 
outlets to the greatest extent 
possible in most unusual and 
difficult circumstances. 

And so again in a period of 
great national uncertainty, man- 
ufacturers and distributors alike 
are grateful for that opportunity 
for general contact and confer- 
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ence which in the hardware in- 
dustry our conventions alone 
afford. In particular recognition 
of this fundamental association 
service, 10 new companies have 
recently joined our ranks, as 
follows: 
Expansion Bolt Co., Marion, 
Ohio. 
The H. L. Brown Fence & Mfg. 
Co., Inc., Cincinnati, Ohio. 
Francis Keil & Son, Inc., New 
York, N. Y. 
The Louden Machinery Co., 
Fairfield, Iowa. 
Magor Car Corp., New York, 
N. Y. 
Mann Edge Tool Co., Lewis- 
town, Pa. 
Pal Blade Co., New York,N.Y. 
Premax Products Division, 
Chisholm-Ryder Co., Inc., 
Niagara Falls, N. Y. 
Spang Chaifant, Inc., Pitts- 
burgh, Pa. 








CHARLES F. ROCKWELL 


Union Hardware Co., Torring- 

ton, Conn. 

We are proud of each and 
every one of these new members, 
and are sure that they will find 
the affiliation advantageous, 
profitable and pleasant. 
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By RICHARD HARTE 
Ames, Baldwin, Wyoming Co., 
Parkersburg, W. Va., 
and president 
American Hardware 
Manufacturers Ass’n 


| AM certain of one 


fact, that if America is suffi- 
ciently informed on the hideous- 
ness of this seductive monster— 
inflation—and still possesses the 
character to meet the financial 
crisis ahead in an_ honest 
straight-forward way, exerting 
patience and _ self-denial — the 
rarest product of political wis- 
dom—the destructive hand of in- 
flation will not strike this coun- 
try down. The final choice, as al- 
ways, must be made between 
wise taxation—the hard road, 
and a runaway currency—the 
easy road. 

First, let’s arrive at a clear 
definition of inflation. Dr. Spahr 
of New York University, defines 
it as “that condition which exists 
when purchasing power — either 
in the form of money or credit— 
has been so extended that it can- 
not be paid without loss at ma- 
turity. The degree of inflation is 
measured by the loss directly at- 
tributable to the inflationary pro- 
cedure. The term ‘inflation’ 
should always be defined as 
meaning the procedure—or the 
condition of inflation.” 


Record Clear 


At any rate the record is crys- 
tal clear, that the procedure of 
inflation completely disorganizes 
the whole structure of values 
that supports a free economic 
system of production and ex- 
change and, further, through 
monetary devaluation, which is 
the pay-off of extreme inflation- 
ary procedure, savings are indis- 
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RICHARD HARTE 


criminately taken from those 
who have accumulated them for 
future use. 

The most effective story ever 
written on the procedure of in- 
flation is Andrew Dickson 
White’s “Fiat Money Inflation in 
France.” Mr. White was a dis- 
tinguished university president, 
historian and diplomat, who 
served Presidents Grant, Hayes, 
Harrison and ,Cleveland in 
divers capacities as Ambassador 
to Germany and Russia, as ar- 
biter of international disputes, 
and as the first American repre- 
sentative to the Hague Peace 
Conference—one of the great 
men of his day. 

I do not wish to infer that I 
believe the French period de- 
scribed by Mr. White will resem- 
ble our approaching crisis in de- 
tail, but I do say that in princi- 
ple and underlying psychology 
they will not be dissimilar. Our 
political financiers will, without 
doubt, dress the wolf in the cloak 
of Little Red Riding-Hood, to 
disguise the issue and fool the 
uninitiated. I am giving the ac- 
count as an outline of the factors 
that always exist in a condition 
of severe inflation. 

Mr. White writes: “Early in 


at the Manufacturers’ 


Tuesday morning 
session 


1789 the French Nation found it- 
self in deep financial embarrass- 
ment—there was a heavy debt 
and a serious deficit. Vast re- 
forms had taken place, there was 
a general want of confidence in 
business circles, capital had 
shown its proverbial timidity by 
retiring from sight. Throughout 
the land was stagnation.” 

There was a general search for 
some short road to prosperity. 
The idea was set afloat that the 
great want of the country was 
money. Arguments of all sorts 
appeared and it is interesting to 
see how these same arguments 
have been put forth from the 
time of the Romans to the pres- 
ent day. I will give you a few ex- 
amples: 


Some Examples 


“Let us show Europe we un- 
derstand our own resources; let 
us immediately take the broad 
road to our liberation, instead of 
dragging ourselves along the tor- 
tuous and obscure paths of frag- 
mentary loans.” 

“Paper money under a despo- 
tism is dangerous; it favors cor- 
ruption; but in a nation consti- 
tutionally governed, which itself 
takes care of the emission of 
its notes—that danger no longer 
exists.” 

“Mingled with the financial ar- 
guments were strong political 
pleas.” 

“It would be a great mistake 
to suppose that the statesmen of 
France, or the French people, 
were ignorant of the dangers in 
issuing irredeemable paper 
money. No matter how skillfully 
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10! French Inflations 


Fror ten years we in the U.S.A. have engaged in 

the procedure of inflation, not only through an 
unbalanced budget but by many other governmental 
devices. The French proved the utter impossibility 
and futility of attempting to raise the value of cur- 
rency by government machinations. No laws can 
restrain the forces that sweep money out of control. 
Public opinion alone will save us. 
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the bright side of such a cur- 
rency was exhibited, all thought- 
ful men in France remembered 
its dark side. They knew too 
well, from the ruinous experi- 
ence, only seventy years before, 
the dangers of a currency not 
well based and controlled. How 
easy to issue, how difficult to 
check its overissue; how seduc- 
tively it leads to the absorption 
of the means of the workingman 
and men of small fortunes; how 
heavily it falls on those living on 
fixed incomes, salaries or -wages; 
how securely it creates on the 
ruins of the prosperity of all 
men of meagre means a class of 
debauched speculators, the most 
injurious class that a nation can 
harbor, how it stimulates over- 
production at first and leaves 
every industry flaccid afterward; 
how it breaks down thrift and 
develops political and social im- 
morality. All this France has 
been thoroughly taught by expe- 
rience. But, oratory prevailed 
over Science and experience. In 
April, 1790, came the final decree 
to issue four hundred millions in 
paper money. 

“The first result of this issue 
was apparently all the most san- 
guine could desire: the treasury 
was at once greatly relieved; a 
portion of the public debt was 
paid; creditors were encouraged; 
credit revived; ordinary ex- 
penses were met, and a consider- 
able part of this paper money, 
having thus passed from govern- 
ment to the people, trade in- 
creased and all difficulties seem- 
ed to vanish. But there soon 
came another result: times grew 
less easy; by the end of Septem- 
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ber, within five months after the 
first issue, the government had 
spent all, and was again in dis- 
tress. 


More Oratory 


“The old remedy immediately 
and naturally recurred. There 
was more oratory, and new issue 
followed new issue. The first in- 
flation bills were passed with 
great difficulty, after sturdy re- 
sistance and by a majority of a 
few score out of nearly a thous- 
and votes; but we observe now 
that new inflation measures were 
passed more and more easily, and 
we shall have occasion to see the 
working of this same law in a 
more striking degree as this his- 
tory develops itself. 

“The great majority of 





Frenchmen now became desper- 
ate optimists, declaring that in- 
flation was prosperity. Through- 
out France there came tempo- 
rary good feeling. The nation 
was becoming inebriated with 
paper money. The good feeling 
was that of a drunkard just after 
his draught, and it is to be noted 
as a simple historical fact, corre- 
sponding to a physiological fact, 
that as draughts of paper money 
came faster the successive peri- 
ods of good feeling grew shorter. 

“Various bad signs began to 
appear. Immediately after each 
new issue came a marked depre- 
ciation; curious it is to note, the 
general reluctance to assign the 
right reason. The decline in the 
purchasing power of paper 
money was in obedience to the 

(Continued on page 81) 
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Wholesaler’s Obligation to Dealers 





c. C. BLACKWELL 


C. BLACKWELL, Moore- 

e Handley Hardware Co., 
Birmingham, Ala., led off the 
discussion, “Our Customer—the 
Retailer,” stressing the fact that 
current conditions made it man- 
datory that wholesalers not only 
continue but increase their will- 
ingness to aid the dealer in all 
of his business problems—par- 
ticularly selling, display, credits 
and management. He said South- 
ern jobbers had always shown 
that willingness, having from 
the start helped install modern 
fixtures; first, high show cases 
along the walls with rolling 
ladders and, more recently, open- 
top displays in keeping with 
modern times. He felt that every 
possible aid, including store 
lighting helps, was being of- 
fered, but remarked that there 
was some confusion among deal- 
ers due to the contradictory 
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advice given by wholesalers 
when dealer helps became com- 
petitive. He thought it might 
help generally and cause more 
wide-spread modernization if 
there were more uniformity in 
opinions about the essentials of 
modern-day store arrangement. 

The increased competition 
from lumber yards, consumer 
cooperatives and the chains, all 
of whom are digging deeper into 
hardware lines, was another 
factor brought up as a major 
problem in which wholesalers 


-must render every possible aid 


Wholesalers Discuss 
Helps for Retailers 


to dealers. He stated that in 
four years his firm has remod- 
eled 164 stores, and that sales- 
men must be the leaders in 
bringing about better coopera- 
tion between wholesalers and 
retailers and seeing to it that 
such helps are utilized ade- 
quately. It was the speaker’s 
experience that all modernized 
stores had improved their own 
business, fully justifying the 
effort and investment. In re- 
modeling activities it was Mr. 
Blackwell’s idea that costs 
should be kept to a minimum. He 
cited $400 to $500 as an average 
cost with about $1,250 the top 
figure. 


Building a Havdwewe Catalog 


XPERIENCES in making a 

catalog were discussed by 
John Erwin, Glasgow - Allison 
Co., Charlotte, N. C.; W. A. 
Parker, Beck & Gregg Hardware 
Co., Atlanta, Ga., and Geo. Gates, 
Gates Hardware Co., Tulsa, 
Okla., all three ‘of whom pur- 
sued different methods. 

Mr. Erwin explained the flex- 
ibility and low cost of offset 
printing, demonstrating with a 
sample catalog section the fact 
that anything that could be seen 
could be reproduced, either type 
matter or illustration, by. this 
process. He felt that the trend 
in jobber catalogs is to make up 
departmental sections so that 
complete control can be’ exer- 
cised in this distribution of 
parts or all of the catalog as 
required by different types of 
customers. He told how manu- 
facturers’ catalog cuts, advertis- 
ing cuts in trade papers, etc., 
could all be used by the offset or 
multilith plan, and said his com- 
pany had an “office linotype ma- 
chine” for setting up the copy 
to be reproduced. 


Mr. Parker stated his company 
followed the custom of using the 
services of a well established 
catalog publishing house, issuing 
an attractively bound, well- 
printed catalog to their cus- 
tomers once every four or five 
years. It was the custom of the 
printer to send an expert to the 
firm’s offices for two or three 
weeks and work with each de- 
partment head and buyer. The 
expert then collated the data, 
cuts and copy and pushed the job 
through. The firm attempted to 
keep their salesmen’s loose-leaf 
catalogs up-to-date by having 
the publisher keep the pages 
standing in type and issuing re- 
vised pages from time to time. 
Mr. Parker pointed out the 
weakness of this method as be- 
ing a catalog that becomes more 
or less out of date in the dealer’s 
hands and a salesman’s loose- 
leaf catalog that becomes some- 
what thick and cluttered as time 
goes by. Also, the expense of 
publishing a catalog in this man- 
ner is burdensome. 
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Left to right: GEORGE H. GATES, JOHN ERWIN and W. A. PARKER 


Mr. Gates told how his firm 
operates its own printing de- 
partment, using hand composi- 
tion and keeping all pages stand- 
ing on special racks. This plan 
expedites changes and correc- 
tions and keeps down the cost 
of such changes once the basic 
pages are set up and made up 
—the big cost being the initial 
investment in equipment and in 
the original set up. He favored, 
and uses, the loose leaf system 
for customers as well as sales- 
men, and in all cases where cus- 
tomers will insert pages, their 
catalogs are kept up-to-date. 


Where dealers are too tired to do 
this, new pages are only fur- 
nished as requested. Mr. Gates 
stressed his firm’s policy of 
featuring well-known factory 
brands, and said that he prefers 
to use cuts from manufacturers 
which include the name of the 
product or its trade mark. Each 
time a page is corrected it is 
dated so that _ subsequently 
changed pages are quickly iden- 
tified. The company-owned print 
shop, in this instance, requires 
about 20 square feet, he said, 
and is thoroughly satisfactory 
for the purposes intended. 


Relations With Employees 


NDER this title W. H. Ter- 

stegge, The Stratton-Ter- 
stegge Co., Louisville, Ky., told 
of his company’s school for em- 
ployees, which is conducted dur- 
ing the winter months but not 
during the summer period. 
About one-third of the entire 
personnel, he said, attend these 
meetings, entirely on a volun- 
tary basis. The plan has been in 
operation for about seven years 
and in the past has been very 
successful in developing good 
salesmen and good inside men 
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for more important and better 
paid jobs. 

The first six years the school 
went through the entire catalog, 
explaining the lines handled, 
sales pointers and ideas and had 
factory representatives and other 
outside help to give the students 
a broader picture. Mr. Terstegge 
said his firm had found that 
their best salesmen were those 
who worked up through the 
warehouse, coming with the 
house after leaving high school. 
For men who are to cover the 
country territories, he said, boys 


and Employee Relations 


born and raised in the country 
are better because they are hap- 
pier working and living in the 
country than are strictly city- 
bred boys. 

He also said that the school 
encourages selling skits, one em- 
ployee acting as buyer and the 
other as salesman. After the 
skit the entire class is invited 
to make constructive criticisms 
which lead to worthwhile discus- 
sions. The speaker called at- 
tention that under the current 
Hours and Wages Law, students 
would have to be paid overtime 
if the school helped an employee 
to a better position with the 
company, and, as a consequence, 
the program contained some en- 
tertainment, and discussions are 
of civic and general topics. (The 
complete story of the Stratton- 
Terstegge school was published 
in HARDWARE AGE, Aug. 24, 
1939, on pages 37 and 38.—Ed.) 
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What Will Happen 





SIR CHARLES 
MORGAN-WEBB 


T 
HE year 1931 wit- 


nessed the greatest revolution in 
monetary history. The gold 
standard, invented by Britain in 
1816, had governed international 
finance for over a century, but 
after the last world war the gold 
standard ceased to be a definite 
system of monetary administra- 
tion. The divergent economic re- 
quirements of the United States, 
Britain and France forced them 
to develop three different vari- 
ants of the gold standard, which 
was thereby transformed into 
three conflicting monetary sys- 
tems. 

In her administratién of the 
gold standard Britain aimed to 
secure a wide distribution of gold 
supplies. among al the trading 
nations of the world. To create 
markets for her manufactured 
products overseas, she endeavored 
to ensure that each nation should 
have sufficient gold to be a basis 
for the credit and the interna- 
tional currency with which to 
purchase British goods. This 
British variant of the gold stand- 
ard may be called a “distribu- 
tive” gold standard. 

The economic requirements of 
the United States were widely di- 
vergent from those of Britain. 
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Publisher and Economist, 


London, England 


66 


HE problem confronting the United States 


with respect to gold is how to restore it to cir- 
culation before it loses its value in the minds of the 
public. Unless it circulates, and unless the mass of 
individuals in the world have the opticn to use it, to 
hoard it, to buy it and to sell it, it will slowly, but 
surely, fall out of the public consciousness and lose 


its value.” 


The United States is an almost 
self sufficient country. With few 
exceptions she can produce all 
the food and raw materials she 
requires. The United States 
wanted gold to be the basis of the 
vast monetary supply needed to 
finance her great internal manu- 
facturing and agricultural indus- 
tries. To this end, she accumu- 
lated gold with the aid of her 
tariff policy, her favorable bal- 
ance of trade and her creditor 
position after the war. As dis- 
tinct from Britain, the United 
States variant of the gold stand- 
ard was an “accumulative” gold 
standard. 


Hungry for Gold 


France is a hard money country 
with a hunger for gold far more 
intense than the demand of the 
United States for a gold basis for 
currency purposes. France tried 
to obtain a hundred per cent gold 
basis for her paper currency. As 
soon as she established herself 
after the war she started to ac- 
cumulate gold far more rapidly 
than the United States. 

Such was the monetary conflict 
which developed into great in- 
tensity in the later nineteen- 
twenties. France and the United 
States were competing against 
each other for the world’s gold 
supplies, and both were in con- 
flict with the British policy of 


wide gold distribution through- 
out the world. 

Britain began to feel the 
strain of this conflict towards 
the end of the nineteen-twenties. 
With the steady disappearance 
of gold from the international 
currency her foreign commerce 
began to decline. Her imports 
fell. Her exports fell. Her stand- 
dard of living fell. Her unem- 
ployment rose to unprecedented 
dimensions. 

Britain was indeed in a bad 
way, so bad that the Bank of En- 
gland had to release her jealously 
guarded gold reserves in a heroic 
attempt to restore Britain’s de- 
clining foreign commerce. But 
the accumulative forces of 
France and the United States 
were too strong. On the 21st of 
September, 1931, the Bank of 
England was reduced to its last 
ounce of gold. 

Britain then faced a crisis as 
threatening to her existence as 
the crisis she is now facing ten 
years later, in 1941. It was a 
more subtle crisis. It can be ex- 
pressed in the three short state- 
ments: Britain’s existence de- 
pended on her foreign commerce; 
Her foreign commerce depended 
upon gold; Britain had no gold. 

Leaving Britain for a time in 
that position of crisis it is con- 
venient to glance at monetary de- 
velopment in the United States. 
There is a well known school of 
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to Your Money 


economics in the United States 
known as the stable money 
school. Under the lead of Dr. 
Irving Fisher it advocated that 
the main objective of American 
monetary policy should be to 
maintain the dollar at a stable 
purchasing power over commodi- 
ties in general instead of equat- 
ing it to a fixed gold value. It 
was called the “commodity stand- 
ard” of money. It was claimed 
on its behalf that it would be a 
safeguard against the monetary 
evils of inflation and deflation 
and against the disastrous fluctu- 
ations of the business cycle with 
its deterrent effects 6n prosper- 
ity and employment. 


Little Support 


The stable money proposals re- 
ceived little support from ortho- 
dox economists and banking and 
financial circles either in the 
United States or Britain. It was 
generally considered that an elu- 
sive immaterial standard of the 
nature of an unknown figure on 
a price-index could not compete 
with a valuable tangible sub- 
stance like gold as the basis for 
the monetary system. 

In 1931 Britain had no gold. 
Britain did not leave the gold 
standard. The gold standard left 
Britain, and left her without an 
ounce of gold in her treasury. A 
gold standard could not be main- 
tained without any gold as a 
backing. In this dilemma, Brit- 
ain came to the United States 
and appropriated the commodity 
standard of the American stable 
money school as the basis of her 
currency. There were not great 
expectations as to the new mone- 
tary standard. It was adopted as 
a stop-gap, until Britain could 
acquire sufficient gold to put her- 
self back on to the gold standard. 
Britain steeled herself for a grim 
and determined struggle to get 
back as speedily as possible to 
monetary orthodoxy. 

But to the amazement and be- 
wilderment of all, including 
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Britain herself, the new mone- 
tary standard achieved a bril- 
liant success. It acted like magic. 
Imports, exports, the standard of 
living, ceased to fall. Unemploy- 
ment ceased to rise. An unfamil- 
iar atmosphere of relief, free- 
dom, room to expand, pervaded 
industry. With the passing of 
the gold standard an intolerable 
burden had been removed. 
Britain’s return to prosperity 
was Officially attributed to the is- 
sue of “cheap and plentiful 
money,” “an abundant supply of 
money at low rates of interest.” 
Freed from attachment to the 
dwindling gold reserves of the 
Bank of England, the volume of 
money, national and internation- 
al, was determined solely by the 
needs and requirements of indus- 
try and commerce. Such money 
was paper money unbacked by 
gold; known as “baloney” money 
in the United States. But 21 
other nations, which had also lost 
all their gold, found the new 
British “baloney” money was 
able to restore their declining 
commerce and to finance their 
international transactions with 
each other. They formed them- 
selves into a sterling group, fi- 
nancing their international com- 
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merce with sterling, rather than 
gold. 

International commerce is fi- 
nanced on the same principle as 
a bridge score. Payment for 
goods purchased operate as mi- 
nuses. Receipts for goods sold 
operate as pluses. After balanc- 
ing their pluses and minuses 
against each other, each nation 
finds itself with a single plus or 
a single minus. A plus is called a 
favorable balance of trade, en- 
abling a nation to reserve pay- 
ment. A minus or unfavorable 
balance of trade, means that pay- 
ment must be made. 


Gold Payments 


Prior to 1931, these pluses and 
minuses in the _ international 
game of bridge were settled by 
gold payments. But after 1931 
the nations of the sterling group 
settled their international bal- 
ances among themselves by pay- 
ments in paper sterling. This 
left unsolved the problem how 
they were to settle their minus 
balances with nations outside the 
group, which had to be settled, 
as before, with gold payments. 

Britain solved the problem by 
arranging to pay in gold not only 
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her own minus payments, but 
the minus payments of every na- 
tion of the sterling group. When 
the gold standard collapsed in 
1931 a free gold market was es- 
tablished in London to which 
most of the newly mined gold be- 
ing produced came for sale. Brit- 
ain set aside a sum, initially 
about three quarters of a billion 
dollars, known as the exchange 
equalization account, one of the 
functions of which was to pur- 
chase gold in the London gold 
market. With the gold so pur- 
chased she settled the minus ac- 
counts of the nations of the ster- 
ling group which were payable 
in gold, and received from them 
an equivalent in food or raw ma- 
terials. 

Under the new commodity 
standard, the nations of the ster- 
ling group returned to prosper- 
ity. Britain, the centre of the 
group, experienced the most 
rapid and thorough return to 
prosperity of her long history. 
Employment increased at a rate 
of more than half a million work- 
ers (absorbed unemployed and 
new entrants to industry) per 
annum. The output of wealth, 
or the national income increased 
from 17 billion dollars per an- 
num in 1931 to 27 billion dollars 
per annum in 1938, a greater in- 
crease of wealth production in 
seven years than in any 20 previ- 
ous years in her history. Eco- 
nomically, financially, industrial- 
ly, she was far more able to face 
the ordeal of war in 1939, than 
she would have been in any of 
the previous years of recovery. 

Britain’s industrial recovery 
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from 1931 till the outbreak of 
war is of interest to the United 
States for two reasons: 

1. The monetary system which 
financed this recovery was in- 
vented and developed by an 
American school of economists; 

2. President Roosevelt in 1933 
promised to put the United 
States on to a commodity stand- 
ard of money identical with that 
which financed Britain’s recov- 
ery. 


In July, 1933 


In his famous dispatch to the 
London Economic Conference, 
July, 1933, President Roosevelt 
made use of the sentence: 

“The United States seeks the 
kind of a dollar which a genera- 
tion hence will have the same 





purchasing and debt-paying pow- 
er as the dollar value we hope to 
attain in the near future.” 

That is precisely the kind of 
a pound that Britain has been 
seeking, and has come very near 
in attaining since she went on 
to a commodity standard in 1931. 
President Roosevelt’s sentence 
contains the best possible defini- 
tion of a commodity standard— 
a dollar stable in purchasing and 
debt-paying power for a genera- 
tion. 

President Roosevelt did not 
succeed in attaining a stable dol- 
lar. The banking system was too 
strong for him. Instead of main- 
taining a stable purchasing pow- 
er, the dollar has fluctuated 
widely since 1933, prices rising 
till early in 1937, then falling till 
the fall of 1938, since when they 
have continued to rise. 

The experience of Britain sug- 
gests that the key to prosperity 
is stable purchasing power. The 
whole of economics can be con- 
densed into one sentence as fol- 
lows: The wealth of a nation is 
due to 

1. Its capacity to produce 
wealth 

2. Its capacity to distribute 
the wealth it produces. 

The United States is far ahead 
of the world in its capacity to 
produce wealth. But it has not 
solved the problem of distribut- 
ing the wealth it produces. Con- 
sequently for the 10 years, 1929- 
1939, the United States has been 
working on an average up to only 
70 per cent of capacity. It can- 
not distribute 30 per cent of its 
production, and if it worked to 
capacity it would flood the mar- 

(Continued on page 124) 
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Left to right: Vice-President Stanley Woodward, Ruberoid Co.; Presi- 
dent Arthur H. Deveney; Vice-President George F. Smith, Heller 
Brothers Company, and Secretary-Treasurer R. P. Boyd. 
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HOW MANY HORSE- 
POWER IN REMINGTON 


A Remington .22 can 
have the same as an 
airplane engine! 


Did you know that a Klean- 
bore Hi-Speed .22 long rifle 
develops 91 horsepower of 
energy in the two to three 
thousandths of a second be- 
tween the time the firing 
pin strikes the primer till 
the bullet actually leaves 
the muzzle! 

A twelve gauge Nitro 
Express shot shell develops 
1140 horsepower — equiva- 
lent to the giant engines 
now used in large planes. 

A Kleanbore center-fire 
.30-06 cartridge with the 
180 grain soft point Core- 
Lokt bullet develops 2690 
horsepower—the equivalent 
of five giant trucks! 

Power is the quality 
shooters want most in am- 
munition, and Remington 
gives it to them. 


KLEANBORE “HI-SPEED ‘22's 
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A GUY NAMED JOE 


One of the unique features of our Amer- 
ican way of doing business is the tradition 
of service which permeates every phase of 
it. You don’t just sell goods to your cus- 
tomers. You give them intelligent service 
which goes beyond the mere sale itself. 
You not only want to sell things—you 
want to be sure you’re selling the right 
things for your customer’s needs. You 
take a friendly interest in every customer. 
A great many of them you know by name. 
This is good business, but that’s not the 
only reason why you do it. You do it be- 
cause you’ve got a genuine interest in the 
people who do business with you. 

Your jobber salesman has the same 
genuine and friendly interest in your 
problems. He’s not just “A guy named 
Joe” who comes in to take orders or to sell 
you something new. He is, in a broad 
sense, a partner of yours. He can succeed 
only as you succeed. He wouldn’t gain— 
he’d lose by selling you products you 
couldn’t move. 

And he gets around a lot. Despite the 
huge number of items in his catalogue, he 
finds time to keep up with what’s going on 
in the hardware field, and to pass on his 
findings to you. He’ll be glad to help you 
in anything from rearranging your store 
to building a plan for year-round purchase 
of carefully selected related articles. 

We take our hats off to the hardware 
jobber salesman. He has a hard job, and 
he does it well. 

















ms It’s FUN to know... 
BOY---AM | GLAD THE } 
BOSS WAS SHOOTING 








* “‘Kleanbore,”” ‘‘Hi-Speed’’ and ‘‘Nitro-Express’’ are Reg. U. 8S. Pat. Off. 
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and good business, too! 


Most 
Flora Americans 
(yr & mericans 


f=? *ym have a 
# strong in- 
terest in 
sporting 
arms and 
am muni- 
tion, and 
like to learn all they can 
about them. Dealers have 
an additional reason for 
their interest. They realize 
that nothing can equal in 
sales effectiveness the en- 
thusiasm that comes with 
full knowledge about the 
products they sell. 

In every issue of this 
Dealer Letter we tell you 
new things about Reming- 
ton guns and ammunition. 
For example... the “horse- 
power” storv above. These 
are invaluable aids. Be sure 
to watch for them. And 
we'd be glad to answer any 
specific questions you may 
have about guns and ammu- 
nition. 





Superb Accuracy 
| Features New 720, High 
| Power Rifle 
| 


Big game hunters 
will find the new bolt 
action Model 720 the 
kind of rifle they’ve 
been hoping for. In 
its superlative accu- 
racy, its strength, 
dependability, safe- 
ty, handling quali- 
ties and smoothness 
of operation it’s in a 
class by itself. In de- 
veloping the Model 
720, we have incor- 
porated all of the 
best features of the 
famous Model 30 
plus many desirable 
improvements. The 
action has been 
called by competent 
authorities the 
strongest yet de- 
signed for a rifle of 
this type. Made in 

three popular cal- 
| ibres. Deliveries to 

jobbers start about 
| July Ist. 


‘‘Core-Lokt’’ is a trademark of Remington Arms Co., Inc., Bridgeport, Conn 
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By W. J. CAMERON 


Ford Motor Co. 
Dearborn, Mich. 


(), Eofourstrengths 


is that there are so many of us 
and we are not yet regimented. 
We can still think for ourselves 
and act upon our initiative, for 
this is still a small town and a 
small business country. The 
strength of our banking system 
is that it is in the hands of 
thousands and thousands of 
American bankers all over this 
country. By experiment and by 
long tuition of duty they are 
learning how to establish a sys- 
tem which I think will be of 
benefit to the whole world. 
True, we have surpluses here 
that we can’t distribute. That 
only forces us to widen distribu- 
tion and find new uses for the 
surpluses. We are hearing, in 
these days when cotton seems 
to be overabundant, of people 
planning to make roads out of 
cotton. We hear of people plan- 
ning to make various articles 
out of coffee, and we ourselves 
in Dearborn are making auto- 
mobile bodies out of the wastes 
that used to be thrown away. 
The presstre of the surplus, the 
compulsion upon us to find uses 
for these things with which 
Providence has so abundantly 
endowed us, is the great force 
which is pushing us ever onward 
toward the American ideal. 


Early Hardware 


Your business is so old and 
your tradition reaches so far 
back that every period since the 
discovery of metal yields some 
trace of it. But it has had its 
great expansion and develop- 
ment in the United States. The 
first hardware that came to this 
country was English. People 
came to this hemisphere that 
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had never seen a wheel used in 
transport. People who came to 
settle this country brought no 
cattle, sheep, pigs, or hens with 
them. They could do without 
these things for a time. But they 
had to have hardware. They 
came here with nails, axes, hoes, 
spades and scythes, and all of 
these were of English manufac- 
ture. For a long:time, say for 
150 years, the principal articles 
of hardware in this country were 
of English manufacture. True, it 
was very early that every vil- 
lage forge tried to help out- 
door bars and hinges of a crude 
sort, pokers, etc., were made by 
the village blacksmith. 

When the American Revolu- 
tion stopped all trade with Eng- 
land, the American colonists 
were thrown on their own re- 
sources and all the new hard- 
ware that had been made dur- 
ing that period, was made by 
hand in the villages. But hand 
work is expensive. After the 
Revolution the trade went back 
to England until ingenious 
Americans began to smuggle 
through in their memories de- 
signs of machinery which they 
were prohibited from importing 


from the mother land. They be- 
gan to make machines that soon 
equaled and surpassed the prod- 
ucts of British factories. So 
rapid was the development that 
in 1850 a wholesale hardware 
catalog in New York listed some 
45,000 items. Today such a cat- 
alog may list 100,000 items. 

Hardware plays a tremendous 
part in the American economy. 
It has from the very first, from 
the time the first pioneers start- 
ed afoot through the forests 
with their hatchets, knives and 
guns. Now it is a business that 
has grown to amount conserv- 
atively to more than $2,000,000,- 
000 a year. I find that tinware 
to the amount of $297,000,000 
is sold in this country every 
year, and edged tools amounting 
to nearly $100,000,000, $20,000,- 
000 of shovels, and $15,000,000 
worth of hoes, forks and rakes, 
$7,500,000 worth of pocket 
knives, and so on. All these sums 
are conservative. You can figure 
that 25 per cent of them is 
wages. That is the last wage 
paid for the last fabrication. 
There were previous wages 
paid, of course, all down the 
line from the raw material to 
the finished product. 


The Connecting Link 


Now between the long pre- 
vious line of production that 
culminates in the special article 
you handle, you men gathered 
here are the connecting link. 
If, for any reason, the men who 
make this link become a bottle- 
neck, the strangulation of that 
is felt all down the line. If you 
stop, the stoppage runs clear 
back to the beginning; circula- 
tion stops and paralysis arrives. 
Every business transaction of 
which we may have charge, 
however small it may be is a 
red corpuscle added to the vital 
economic bloodstream of our 
country. The creation of these 
red corpuscles and the mainte- 
nance of circulation in the vital 
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American Business 


HE pressure of the surplus is the great force 

pushing us onward. Every business transaction 
is a red corpuscle added to the economic blood- 
stream of our country. Twenty per cent of the wage 
earners are employed in industry which supplies 
things the other 80 per cent of wage earners use to 
make their living. Conditions confronting us are 
going to diminish our rewards because of the tasks 
laid upon civilization by the violence overseas. Ours 
is not a defense but a war program. The American 
economy is so necessary that we must go on build- 
ing it. It isn’t completed yet; we have just started. 


economic bloodstream of our 
country is one of our chief du- 
ties. Analyze any sale and see 
how wide its ramifications are, 
and how really national its ef- 
fects. Then there will be no 
difficulty in understanding what 
an important part of the Ameri- 
can economic process the 
American distributor and the 
American salesmen are. 


It seems to me that there is 
no problem more practical than 
that we get an upper level and 
an overall view of the things 
that we are doing. When we 
see the meaning of what we are 
doing, we shall have more in- 
telligent appetite for all the 
practical counsel which we can 
get on how to do our jobs. 

The art of selling to the con- 
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sumer is to help him buy wisely 
for his own good. The art of 
selling to the dealer is to widen 
his vision of his market and 
teach him how to serve his com- 
munity by selling it what it 
needs. So many dealers seem to 
be no more than in their line. 
They don’t see themselves as in- 
lets for their community of the 
large streams of economic vi- 
tality that are passing their 
doors. 

In a business so long estab- 
lished as yours, the hardware 
dealer is apt to be a fixed part 
of the community. Storekeep- 
ing becomes merely keeping a 
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ARTHUR H. DEVANEY NOW PRESIDENT OF OLD GUARD 


Arthur H. Devaney, A. H. Devaney & Co., Atlanta, Ga., was elected president of the Old Guard during 
the Memphis convention. The election of officers and other business of the organization took place at its 
Tuesday morning session and the semi-annual luncheon, pictured above, was held Wednesday noon. Stanley 
Woodward, Ruberoid Co., and George F. Smith, Heller Bros. Co., were chosen as vice-presidents. L. L. 
Sullivan, The Irwin Auger Bit Co., is chairman of the executive committee, whose other members are J. Frank 
Boxwell, Yale & Towne Mfg. Co.: R. E. Vance, Bona Allen Co., Inc.; B. E. Strader, Remington Arms Co, 
Inc.; H. K. Zust, Cammillus Cutlery Co., and L. S. Pickup, The Stanley Works. Robert P. Boyd continues 
as secretary-treasurer and also as sergeant-at-arms for the Southern Hardware Jobbers’ Association. 
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Aggressive dealers everywhere are 
increasing their barn hardware sales 
and profits by ap i 
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or heavy barn doors. Ww shed, tube oF 
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Farm Income Largest in Years — 


Will You Get Your Share? 


Barn equipment business for the first few 
months this year proves that the economists were 
correct when they predicted a banner year in 
farm income and purchases. Indications are that 
there will be more farm building improvements 
this year than for several years . . . improvements 
that long have been needed! 














WATER BOWLS 









Will you get your share of this profitable busi- 
ness? Definitely yes, if you apply modern mer- 
chandising principles to barn hardware . . . mod- 
ern merchandising which Louden can furnish in 
the form of up-to-date displays (see left) . . . barn 
plan service (see lower right) . . . and the services 
of factory-trained and field experienced repre- 


sentatives. Get a Copy of the LOUDEN 
Many dealers who have handled other lines re- BARN PLAN BOOK 


port that their barn hardware sales were larger 







VENTILATORS 







when they lined up with Louden. Hundreds of plans and money-saving 
suggestions. Beautifully printed in two 
You, too, can increase your barn hardware colors and profusely illustrated. Send for 


one for each of your good barn pros- 
pects—they'll appreciate it. No charge. 


sales and profits by lining up with Louden. Write 
for 160 page catalog and prices TODAY!! 





THE LOUDEN MACHINERY CO. 


510 N. Court St. Fairfield, lowa 
BRANCHES: Albany, N. Y. Toledo, Ohio St. Paul, Minn. 


‘EVERYTHING FOR FARM BU/LDINGS” 
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W. M. PARRISH 


Keith Simmons Co., Inc. 
S.H.J.A. Executive Committee 


depot where people come when 
they have to come to get things 
that they have to have; and 
where, if we only knew it, they 
lose by not coming when they 
should. People do not lose any- 
thing when they buy what they 
need when they need it. Deal- 
ers of the old type, who feel 
that they are taking anything 
away from people when they 
sell, are not looking at their 
business in the proper light. 
What we are doing is not in any 
sense a private matter at all, 
it’s a public and economic mat- 
ter. 

A man in business is doing 
four things of social impor- 
tance. He is making his own 
living, thus taking himself off 
the shoulders of society. He 
is enabling his particular line 
of business to make its living 
and thus continue its service. 
Our political economists don’t 
understand that a business must 
make its living, in order that 
service shall be rendered. In 
doing business a man assists in 
his degree the means by which 
other people make their living. 
And, in doing all this he con- 
tributes to decreasing the cost 
of living, constantly decreasing 
the cost of living for every fam- 
ily in this land. 

Now how does business, and 
particularly industry, help others 
get their living? Not merely by 
employing them; that is the 
smallest of its contributions. 

The hardware business springs 
exclusively from industry, and 
I speak to you from one small 
part of the field of industry 
which is the automotive indus- 
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try. We in industry had a pe- 
culiar experience which opened 
our eyes to the prevailing mis- 
conception of what industry is, 
how it is constituted and what 
its functions are. When the 
new economic wizards, that have 
blessed this land all too long, 
found that their magic was in- 
effective, they demanded that 
industry support the American 
people by putting them to work 
-as if we ever needed urging 
to put men to work! 
Assumption that it is the 
function of industry to support 
people could only have been 
made in complete ignorance of 
the fact that it is not industry 
that supports people, but people 
that support industry. At the 
very peak of prosperity in this 
country the wage earners num- 


bered 50,000,000, and the peak 
employment in industry was 
10,000,000 people or 20 per cent 
of the total. It is obvious, there- 
fore, that a line of activity that 
at its peak employs only 20 per 
cent of the wage earners of the 
country could not under any 
stress of circumstances or any 
extension of good will employ 
the other 80 per cent. 

But that’s not the whole an- 
swer. The real answer, when 
we find it is the relationship 
that the 20 per cent employed 
in industry bears to the 80 per 
cent employed elsewhere. The 
function of industry is to sup- 
ply the things that the other 80 
per cent use to make their liv- 
ing. Industry exists to supply 
the great bulk of our working 
population with the things they 





OFFICERS 
of the 
AMERICAN HARDWARE 


MANUFACTURERS’ ASSOCIATION 
Elected at Atlantic City, N. J., Oct. 17, 1940* 


President 
Richard Harte, Ames Baldwin Wyoming Co. 


Vice-Presidents 
P. E. Barth, Sargent & Co. 


N. J. Clarke, Republic Steel Corp. 
S. T. Olin, Western Cartridge Co. 


Secretary-Treasurer 
Charles F. Rockwell 


Executive Committee 


1941 


J. S. Tomajan, The Washburn Co., Chairman 
Geo. E. Dresser, The Carborundum Co. 











Arch L. Hager, C. Hager & Sons Hinge Mfg. Co. 
1942 
F. M. Everett, Columbian Rope Co. 


H. P. Ladds, National Screw & Mfg. Co. 
R. S. Rauch, North Bros. Mfg. Co. 


1943 


Harold G Ingersoll, Ingersoll Steel & Disc Co. 
Philip Rogers, The Millers Falls Co. 
Stanley Woodward, The Ruberoid Co. 


Advisory Board 


Robert Garland, Garland Mfg. Co. 

P. B. Noyes, Oneida, Ltd. 

Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
D. A. Merriman 

J. E. Stone, The Stanley Works 

A. E. Alverson, Greenlee Tool Co. 

Robt. G. Thompson, The Lufkin Rule Co. 

H. B. Wilson, Mathias Klein & Sons 


* This association always holds its election in October. 
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For only 
“GLIDER” offers your 
customers the 8-notes 
that makes ironing 
easier. 


BACKED BY NATIONAL PROMOTION 


UNIVERSAL 'S plugging this Spring 
Profit Symphony to a national 
magazine audience of 11,000,000 
and through Jean Abbey's impel- 
ling voice over 16 prominent radio 
stations to more than 16,000,000 
radio families. 
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The new UNIVERSAL Cool- 
Grip “GLIDER” is sure to 
make your cash register sing. 


the UNIVERSAL 


LANDERS, FRARY & 


Backed by national promotion like 
this, the UNIVERSAL Cool-Grip 
“GLIDER” will iron out your profit 
worries — join in UNIVERSAL’S 
Spring Cash Register Symphony 
NOW! Order your supply of 
“GLIDERS” today. 
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These 8 Notes will make your 
Cash Register Sing! 


Exclusive air ports protect o Round heel prevents 


your hand from rising heat. 
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for every fabric. 


Fingertip control gives F 
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Light weight and perfect do iron smoothly under but- 


balance save wrist and 
arm from fatigue. 
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wrinkling of fabric on 
backstroke. 


New, solid heel rest forms 
excellent foundation. 


Beveled point lets you 


tons. 


Cool, smooth Bakelite grip 
fits your hand naturally. 


Heats in 30 seconds for 
faster ironing. 












New Britain, Conn. 
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use in their work. Tools for the 
carpenter, ovens for the baker, 
presses for the printer, plows 
for the farmer, and so on. So, 
not only do you assist in the 
vital circulation of the indus- 
tries behind your goods when 
you manufacture and distribute, 
but you also assist the greater 
number of industries ahead of 
you that need and use what you 
make. 


Cost of Living 


The reason that people sup- 
port American business is that 
it lightens their burden by add- 
ing the element of economy that 
cuts the cost for every fam- 
ily in the land. You may talk 
about the cheapness of living 
in other days. That is only in 
terms of pennies and dimes. 
Men paid all they had in early 
days for their living. They paid 
in vital coin that you would not 
pay today for your living. You’d 
rather do without it. 

If business were a liability 
upon society instead of an asset, 
it would not be supported for 
two months. Take the manu- 
facturer. Why do the people 
support this great manufactur- 
ing establishment of the United 
States? Simply because the 
more people there are to manu- 
facture for, the lower the cost 
for each of them. 

If people had to make things 
for themselves, things would 
not be made. The materials for 
them would not be produced. 
Life would simply go back to its 
old crude level. 

The merchant performs a sim- 
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ilar service to the economy of 
every family’s living. It is 
cheaper to be sold than to do 
your own buying. There is a 
theory in this country that if 
we could do away with the mid- 
dle man the cost of living would 
be much cheaper. Well, I wish 
we had an experimental ground 
in this country, oh, say the Dis- 
trict of Columbia, where we 
could put all these people who 
have theories and let them try 
them out for themselves. Buy- 
ing—going where things are 
made and getting them for your- 
self—is an expensive job. The 
merchant, taking the buying 
problems of two, four or 500 
families in his neighborhood, 
divides the cost of buying among 
them all, and thus they become 
economies. Instead of having to 
buy for a year at a time, or six 
months at a time, as the early 
settlers had to do with their 
flour, we are served by conve- 
nient stores at the corner of 
every neighborhood. So _ the 
housewife lays out only enough 
money for today and tomorrow. 
The savings the merchant effects 
for us are very considerable. 
Transportation comes in here. 
If we went back to the old ways, 
if we determined to make our 
own things and do our own buy- 
ing we would have to transport 
all the material involved, because 
there would be no support for 
the transportation system. Time 
and energy and cost are saved 








for us by the railways and other 
forms of transportation that do 
this important work with great 
economy. 

Why, there was a time when 
it cost $240 to transport a ton 
of freight from Philadelphia to 
Erie, and along came the Cones- 
toga wagon and did the same 
thing for $40. The solution of 
that freight problem made pos- 
sible the American Revolution. 


Banking 


Banking also is a great part 
of our transportation system. 
The invention we call money 
saves us time and labor and it 
is a part of the machinery that 
moves goods from man to man. 

However wrong the world may 
go in its political aspects, these 
continuing things by which we 
live, go on continuously improv- 
ing. 

Why should we “kid” each 
other? The monetary rewards 
of business for the immediate 
future are going to be smaller. 
The loaves and fishes are going 
to be fewer because of the extra 
and non-productive tasks laid 
upon civilization by the new 
pagan violence that has grown 
up overseas. 

But what if the monetary re- 
ward is smaller? What have 
we been working for anyway? 
We have been working to build 
a better way of life which is now 

(Continued on page 123) 





TRANSPORTATION MEETING 


F. P. Willette, manager-secre- 
tary of the Distributors’ Trans- 
portation League, Oklahoma 
City, Okla., held a special meet- 
ing of that group on the Monday 
of the Memphis convention. M. 
E. O’Neil, Richards & Conover 
Hardware Co., Oklahoma City, 
Okla., acted as chairman, con- 
ducting the election of officers 
and the handling of the annual 
report presented by Mr. Wil- 
lette. This organization, made 
up very largely of hardware 
wholesalers and manufacturefs, 
is endeavoring to sponsor legis- 
lation which will “take trans- 
portation out of business.” Its 
activities were reported origi- 
nally in HARDWARE AGE on Sep- 
tember 5, 1940. Mr. Willette 
addressed the Atlantic City Con- 
vention last October, as reported 
in HARDWARE AGE, October 31, 
1940, issue. 


Guest speaker at the meeting 
was C. J. Corliss, who emphasized 
the fact that if it was expected to 

(Continued on page 142) 
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You get a faster turnover and a two-way profit by selling Bethle- 
hem Bolts and Nuts. 

Your first profit comes in casual sales. This attractive red-and- 
white label captures customers’ attention, reminds them that 
they need bolts and nuts. 

Your second profit comes in repeat sales. After finding out how 
clean and accurate are threads, how snugly wrenches grip 





heads, customers are satisfied. They come back where they can 
i get the bolts and nuts in the familiar red-and-white labelled box. 

Put in an assortment and see for yourself. Your distributor can 
supply you with this attractively packaged line. 





HERES A LINE THATS 
A REO-HOT SELLER 




















Bethlehem Bolts are Machine 
packaged in pe Leg 
paper cartons in the Gueinae 
following sizes: 9 
yy” upto [5” long | 4” long 
#;” and 34” up to | 514” long | 514” long 
is”, 1” and 54” up to | 314” long 





4” long 





Some longer bolts are packaged in paper with 
the same attractive label. 


BETHLEHEM STEEL COMPANY 
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JrEDERAL taxation presents a variety of trouble- 
some problems and the Excess Profits Tax, 


adopted in 1940 and amended last March, presents 
more than its share of them. Even in its amended 
form, it must be regarded as being in the develop- 
ment stage and although called an excess profits tax 


= taxation 


presents troublesome problems. 
Since the adoption of the Six- 
teenth Amendment, the so-called 
income taxing amendment (ef- 
fective as of March 1, 1913), 
Federal Courts have handed 
down nearly 9,000 decisions deal- 
ing with the matter of income 
taxes. About 12,000 opinions 
have been written by the United 
States Board of Tax Appeals 
since it was created by the Reve- 
nue Act of 1924. 

During the past few years, the 
courts have handed down many 
disturbing decisions in Federal 
Tax cases. In the Gregory case, 
decided January 7, 1935, the 
United States Supreme Court 
held that though a transaction 
was conducted according to the 
plain language of the statute, it 
was, under the particular cir- 
cumstances, entirely ineffective 
for tax purposes. 

On December 4, 1939, the Su- 
preme Court handed down its 
decision in the case of F. & R. 
Lazarus Company. In this case 
the Court held that the Board of 
Tax Appeals had justifiably con- 
cluded from its findings that the 
transaction involved, in written 
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law it, to a material extent, taxes normal income. 


form a transfer of ownership 
with a lease back, was actually 
a loan secured by the property 
involved. The Court said that 
in the field of taxation, adminis- 
trators of law and the courts 
are concerned with substance 
and realities, and formal writ- 
ten documents are not rigidly 
binding. 


Courts’ Intention 


Clearly the courts intend to 
disregard statutory language 
when, in a given case, the result 
reached is unreal. Our problem 
is: To what extent can we rely 
upon the plain language of the 
Internal Revenue Code. The 
cases of Gregory and Lazarus 
represent outstanding decisions 
supporting the recognition of 
substance as against form in 
Federal tax procedure. 

In the Clifford case, decided 
by the United States Supreme 
Court, February 26, 1940, in- 
come of an irrevocable term 
trust was taxed to the grantor. 

Loss upon the sale of property 
by an individual to a corpora- 
tion he controlled was disallowed 
in Smith v. Higgins, decided by 
the United States Supreme Court 
on January 8, 1940. There was 
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no question of fraud involved 
and the Court did not challenge 
the bona fides of the corporation. 
Separate corporate entity was 
merely disregarded in respect of 
the transaction. The right of 
Congress to legislate and dis- 
allow losses on sales to a cor- 
poration owned by the taxpayer, 
as it has done subsequently, is 
not disputed. This decision, 
however, involved a sale of prop- 
erty made prior to such legisla- 
tion. 

Another Supreme Court de- 
cision, Helvering v. Bruun 
(March 25, 1940), dealt with the 
taxation of the lessor upon im- 
provements made by the lessee. 
While it may appear that the de- 
cision in this case turned partly 
upon the stipulated fact that the 
building has a specific market 
value, it occurs to me that a care- 
ful consideration of all the facts 
must lead one to the conclusion 
that the stipulated value merely 
determined the measure of the 
gain. 

In Higgins v. Commissioner, 
February 3, 1941, the Supreme 
Court denied as a deduction ex- 
penses admittedly paid and in- 
curred in the production of 
taxable income. The Court held 
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that “all expenses of every busi- 
ness transaction are not deducti- 
ble,” and said “only those are 
deductible which relate to carry- 
ing on a business.” Certainly 
the taxing statute should be 
amended to allow the deduction 
of all expenses incurred in pro- 
ducing income. 

No one, of course, can predict 
with certainty future changes in 
laws and Court decisions, nor 
how they will affect the taxing 
of estates or the rights of the 
parties. The effect of the Bailey 
decision is, of course, that the 
proceeds of policies which were 
the subject of similar assign- 
ments will be subject to estate 
tax. To avoid such tax, the re- 
served right should be relin- 
quished and the assignment 
made absolute. The effect of 
such relinquishment, however, 
will be to make the transfer sub- 
ject to gift tax. Therefore, de- 
termination of whether’ such 
relinquishment is to be made 
should depend upon whether, in 
a given situation, the gift tax 
or the estate tax will be greater. 

Another interesting phase of 
estate taxation has to do with 
the valuation of stocks. Recent 
action by the Treasury Depart- 
ment and decisions by the Board 
of Tax Appeals support the pro- 
priety of the so-called blockage 
rule for valuation of larger 
blocks of stock. 


Excess Profits Tax 


Let us now consider the Ex- 
cess Profits Tax of 1940, as 
amended March, 1941. We will 
first discuss the Act of 1940. 
The law, even with the 1941 
amendments, must be regarded 
as in the development stage. The 
legislative reports so indicate. 
It is called an excess profits tax 
law, but to a material extent it 
taxes normal income. We can- 
not have a true excess profits 
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tax law until we recognize three 
fundamental principles. 

First. The tax should be lev- 
ied on the basis of the average 
income over a period of years 
and not the income of each 
separate year. We know that 
businesss income fluctuates ma- 
terially from year to year, and 
excess profits are not earned 
unless the average income over a 
period of years exceeds an ac- 
ceptable “norma.” As a matter 
of fact, the present law requires 
the use of average income for 
measuring the base period earn- 
ings, yet it does not provide for 
an average measure to be ap- 
plied to incomes taxable under 
the Act. 


Latitude Needed 


Second. We must recognize 
that when some prior period is 
used as a base measure, there 
should be some latitude in the 
selection of the prior period, and 
all taxpayers should not be re- 
quired to use the income of the 
same limited period. (To some 
extent, the 1941 amendments 
recognize this principle.) We 
know that industries of all types 
do not operate the same during 
all years. During certain per- 
iods, for example, the so-called 
consumer goods industries such 
as merchandising operate at a 
considerably higher level than 
the so-called heavy goods indus- 
tries. Furthermore, businesses 
of all types go through certain 
periods of development, rehabili- 
tation or redevelopment, and 
should the permitted base-period 
apply to a company when it is in 
that stage, the results are not 
normal. 

Third. Where invested capital 
is in any used as a base for 
normal earnings, we should not 
be required to use historic in- 
vested capital involving the elim- 
ination of the effect of transac- 
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tions going as far back as 1917. 
The mere fact that an income 
tax may not have been paid on 
some capital transaction 20 years 
ago is no sound reason to disre- 
gard the true measure of normal 
earning capacity of an existing 
corporation. 

The rate of tax, under the 
present law, ranges from 25 per 
cent on the first $20,000 of tax- 
able income to 50 per cent on the 
amount exceeding $500,000. The 
amounts of the brackets and the 
rates of tax are fixed, the same 
for all taxpayers, and are not 
graduated on the basis of per- 
centages of invested capital as 
they were in prior excess profits 
tax laws. 


The Problem 


The important problem is the 
determination of the excess 
profits credit. One method of 
determining the credit is desig- 
nated the income method. Un- 
der it the taxpayer is allowed to 
deduct from excess profits net 
income 95 per cent of the aver- 
age annual excess profits net in- 
come earned during the _ base- 
period, the four years 1936 
through 1939, with adjustment 
for increases or decreases in 
capital paid in after January 1, 
1940. The second method is 
termed the invested capital 
method, and under it a taxpayer 
is entitled to deduct an amount 
equal to 8 per centum of the 
average invested capital for the 
taxable year. Under each method 
a specific exemption of $5,000 is 
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also allowable. It is not an easy 
problem to determine the method 
to be used, for three reasons: 

(1) The taxable income for 
the current year is not deter- 
mined in the same manner for 
both the income and the invested 
capital methods. 

(2) The base-period income is 
not computed in the same man- 
ner as the income for the cur- 
rent year. 

(3) The adjustment for in- 
creases or decreases in invested 
capital are not computed in the 
same manner, if the income 
method is used, as when the in- 
vested capital method is used. 

It will be observed that three 
different income computations 
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Secretary, S.H.J.A. 


must be made. In each case the 
starting point is the normal tax 
net income. Certain additions 
and deductions are then required 
to be made. 

Section 721 provides that ab- 
normal amounts of income should 
be allocated over the period of 
years to which applicable. Should 
any portion of such abnormal in- 
come be applicable to the base- 
period, a question arises as to 
whether or not the base-period 
income should be _ increased 
thereby. 

The base-period years are the 
taxable periods beginning after 
December 31, 1935, and before 
January 1, 1940—normally the 
four calendar years 1936 through 
1939. However, by reason of 
changes in fiscal reporting per- 
iods, the base-period could in- 
clude more or less than 48 
months. 

Each base-period year must 
be computed separately. Should 


76 


NEW “CHIEF X” 
OF THE X-CLUB 


a 





JOSEPH E. STONE 
The Stanley Works 


the result in any such year be a 
net loss, it may be taken at zero 
(or the largest loss may be taken 
as zero if more than one period 
shows a loss result). Subject 
to that one concession regarding 
loss years, the aggregate net re- 
sult of all periods must then be 
divided by the number of months 
in the entire base-period and 
that result multiplied by twelve 
to obtain the annual average. 
The right to use the income 
method is available to all domes- 
tic corporations which were in 
existence before January 1, 
1940. However, if a taxpayer 
meeting that requirement was 
not in existence for 48 months 
preceding the beginning of the 
first taxable year under this new 
Sub-chapter E, it #s given a “con- 





TILLMAN CAVERT 


Retiring president of 
the Old Guard 





structive” income for the period 
preceding its incorporation. 

Having determined the “con- 
structive” income for the period 
prior to existence—(note that 
an existing but inactive company 
does not get the benefit of it for 
the inactive period)—such “con- 
structive” income is brought 
into the computation of the av- 
erage base-period excess profits 
net income, along with actual in- 
come, if any, for its period of 
existence. 

A resident foreign corporation 
cannot use “constructive” income 
and must have been resident for 
a full four-year base-period in 
order to be able to use the in- 
come method. 





F. A. HEITMANN 
F. W. Heitmann Co. 
“X Chief X” of 
the X-Club 


Under the income method, the 
credit consists of: 

(1) 95 per cent of the aver- 
age annual base-period excess 
profits net income determined in 
the manner described. 

(2) Plus $5,000 specific ex- 
emption. 

(3) Plus 8 per cent of net 
paid-in capital additions after 
the beginning of the first excess- 
profits tax year or 

(4) Minus 6 per cent of the 
net paid-out capital reduction. 


As to the adjustment for capi- 
tal additions or reductions, the 
following is to be noted: 

(1) No consideration is given 
to increases or decreases in ac- 
cumulated earnings by reason of 
gains, losses, or taxable dividend 
payments. 

(2) No consideration is given 
to increases or decreases in bor- 
rowed capital. 

(3) Increases in paid-in capi- 
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tal (reduced by increases in in- 
admissible assets) or decreases 
through distribution of capital 
are considered only if they oc- 
curred after the start of the first 
excess profits tax year (Jan. l, 
1940, in the case of calendar- 
year companies.) 

(4) No consideration is giv- 
en to stock dividends or stock 
rights even if they are of a tax- 
able nature. 

The method of recognizing 
capital changes presents some 
odd possibilities which seem 
hardly justified in a _ taxing 
statute. 

Under either method of de- 
termining the ‘excess profits 
credit, it will be necessary to re- 
examine the taxpayer’s books 
for prior years. If the earnings 
method is used, such re-exami- 
nation will be required as to 
1936 and subsequent years. Un- 
der the invested capital method, 
it may be necessary to examine 
all years beginning with the or- 
ganization of the corporation. 

Under the invested capital 
method, “the excess _ profits 
credit shall be an amount 
equal to 8 per centum of the 
taxpayer’s invested capital for 
the taxable year.” This wording 
of the statute is understandable, 
but there follows a series of 
steps involving invested capital, 
average invested capitil, daily 
invested capital, equity invested 
capital, borrowed invested capi- 
tal, and daily admissible and in- 
admissible assets, not so readily 
understood. For the purpose of 
determining the excess profits 
credit, invested capital may be 
defined as the “daily equity in- 
vested capital” plus the “daily 
borrowed capital.” However, the 
proper determination of these 
two items constituting “invested 
capital” may involve exhaustive 
examination of the taxpayer’s 
records. 


Capital Plus Earnings 


Capital paid in plus realized 
earnings retained in the busi- 
ness generally will constitute 
“equity invested capital,” though 
in many cases other items will 
influence the statutory deter- 
mination thereof. 

Money paid in for stock, or as 
surplus, or as a contribution to 
capital does not require discus- 
sion here. 

Property paid in shall be in- 
cluded in equity invested capital 
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at its income tax basis, which 
means its basis for determining 
loss upon sale or exchange. Such 
basis will be cost or value when 
acquired, unless it is acquired in 
connection with a _ transaction 
under which a predecessor own- 
er’s basis must be carried for- 
ward, and in such case the 
predecessor owner’s basis is the 
amount to be included in equity 
invested capital. 


Property 


Property paid in is includable 
at its value when paid in, which 
may be in excess of the par value 
of the stock issued therefor. If 
property is purchased for $50,- 
000, and the purchaser imme- 
diately transfers it for stock 
having a par value of $25,000, 
the amount to be included in 
equity invested capital is 
$50,000. 

A feature in the new law is 
that intangibles paid in for stock 
are includible at full value when 
acquired. Under the old law such 
assets were includible at full 





value in an amount not in excess 
of 25 per cent of the total cap- 
ital stock outstanding. 

Notes receivable given in pur- 
chase of capital stock represent 
property paid in for stock. 

A stock subscription agree- 
ment of itself is not property 
and was not regarded as such 
under the invested capital pro- 
visions of prior Revenue Acts. 
A corporation may not include 
in invested capital the amount of 
unpaid subscriptions to its cap- 
ital stock. 

Accumulated earnings and 
profits as of the beginning of the 
year are to be included in equity 
invested capital, but it might be 
noted that there is no deduction 
for an accumulated deficit. In 
determining the true amount of 
accumulated earnings and 
profits, it may be necessary to 
examine the taxpayer’s old 
records and look ‘for written-off 
asset values. If conservative 
managed corporations have writ- 
ten off purchased good will and 
organization expenses. the 
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Southern Convention Entertainment 


7 OR moments of relaxation 
between the convention 
sessions, the entertainment 
committee, consisting of L. M. 
Stratton, Jr., Don Warren, 
Ernest W. Harwell, John T. Ev- 
erett, Edmund Orgill, John Mor- 
ris and Geren Baird, arranged 
a program of festivities that 
began with an informal dance 
in the “Skyway” of the Peabody 
Hotel. This was held on Mon- 
day, April 21, following the con- 
clusion of the opening meeting. 
The treat of the convention, a 
southern-style barbecue, was 
planned for Tuesday afternoon 
at Strattonoaks, Bolton, Tenn., 
25 miles out of Memphis, with 
Orgill Brothers Co. and the 
Stratton-Warren Hdwe. Co. as 
hosts. Unfortunately, inclement 
weather caused a shift of scene 
to the Colonial Country Club. 
The rain, however, in no way 
lessened the fun and frolic for, 
despite the absence of outdoor 
sports, the jug bands held sway 
and added to the merriment. 
Strattonoaks is the plantation 
home of Leslie M. Stratton. 

In the evening the convention 
guests returned to the Peabody’s 
“Skyway” for a period of danc- 
ing and a floor show, with more 





dance music later in the evening. 

The ladies, on Wednesday, met 
for a drive to the Memphis 
Country Club for luncheon, while 
the men competed in a golf 
tournament. Jennings B. Gor- 
don, Southern Co-Operative 
Foundry Co., Rome, Ga., won 
low gross; M. R. Peck, The Mc- 
Kay Co., Pittsburgh, Pa., second 
low gross; S. D. Yardley, Re- 
public Steel Corp., Cleveland, 
Ohio, low net; S. G. Russell, 
Columbian Rope Co., Auburn, 
N. Y., second low net; C. A. Cor- 
bet, Alfred Field & Co., New 
York City, low putts, and Dan G. 
Johnson, The Harriman Mfg. 
Co., Harriman, Tenn., blind 
bogey. 

That evening delegates assem- 
bled at the Peabody for the 
formal reception and ball, for 
which the entire “Skyway” was 
put at the disposal of the con- 
vention. 

Special events during the 
course of the convention con- 
sisted of the X-Club luncheon, 
the Old Guard meeting and 
luncheon, meeting of the Texas 
Wholesale Hardware Associa- 
tion, of the Southeastern Travel- 
ers Club, and the dinner of the 
Central States Hardware Club. 
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WHITING WILLIAMS 


O.. of the greatest 


questions now facing our coun- 
try is whether a few CIO unions 
are to be allowed to weaken our 
defense in order to strengthen 
themselves, to lessen the na- 
tion’s security in order to in- 
crease their own by calling 
strikes for gaining the closed 
shop. 

The demand for the closed shop 
which has lately caused so much 
disturbance in defense and other 
industries follows from the seri- 
ous difficulty, which all unions 
enrolling mostly unskilled work- 
ers, experience in the matter of 
collecting dues. This difficulty 
arises largely from the fact that 
unskilled workers join the union 
mostly for its protection in the 
holding of their jobs with a 
given employer, in contrast with 
the skilled craft or trade unions 
which fight to maintain what 
they consider a proper differen- 
tial or superiority for their skill 
over that of unskilled workers. 
This means that when, for any 
reason, depression fades and jobs 
become plentiful, the unskilled 
unions suffer severely from 
“dues - collection - itis.”” For this 
disease, the only sure cure is the 
closed shop. This forces the 
employer to impose restrictions 
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How the Worker 





Feels About It 


‘¢7N7HE American rank and file worker remains an 

outstanding individualist. He seeks, in his 
work, in addition to the necessary dollars and cents, 
a maximum of self respect and security along with 
a maximum of opportunity to improve his skill and, 
therefore, to rise both as a worker and also as an 


honored citizen.” 


By WHITING WILLIAMS 


Counsel in Employee 


and Customer Relations, 


Cleveland, Ohio 


at the Manufacturers’ Tuesday session 


which the leaders themselves can 
enforce only by intimidating 
their fellow workers. 

In spite of the fact that the 
Government now appears widely 
to favor the closed shop, the 
resultant monopoly of labor by 
the union is certain to lessen the 
worker’s productiveness and thus 
to cause higher costs and prices 
and accordingly a lower stand- 
ard of living. Pretty surely, 
also, the result of the labor mo- 
nopoly now being so widely at- 
tempted will be to create here 
a working class—to give to our 
workers a certain minimum of 
job security at the cost of all 
further job opportunity. 

In recent years, we have con- 
centrated on the lessening of our 
fears by trying to make all jobs 
stationary and static in the be- 
lief that this would make them 
secure. 

Under the leadership of legis- 
lators and politicos, the country 
has been sold the idea that all 
work represents nothing but a 
hateful means of securing a cer- 
tain amount of money and, that 
to get his proper share, the 
worker must organize to wage 
with his employer a class-conflict. 

My studies have shown that 
few American wage earners are 


interested in Communism. The 
American rank and file worker 
remains, in spite of all efforts to 
the contrary, an outstanding in- 
dividualist. He seeks, in his 
work, in addition to the neces- 
sary dollars and cents, a maxi- 
mum of self-respect and security 
along with a maximum of op- 
portunity to improve his skill 
and therefore to rise both as a 
worker and also as an honored 
citizen. 

The problem of the manufac- 
turer is, thus, made vastly more 
intricate by the fact that his 
workers want their work to put 
not only money in their pockets, 
but also self-respect, self-justi- 
fication, and honor in their souls. 
For this reason, the employer 
needs to keep in close touch with 
his employees every day. Only 
so can he help their daily work 
first, to allay their fear of that 
loss of the job which means lost 
self-respect and social standing; 
second, to justify their hope for 
greater honor through increased 
skill, responsibility, and useful- 
ness, and finally, to vindicate 
their pride in themselves as im- 
portant persons by means of 
their workers’ pride in their 
work. 
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simplest laws in economics, but 
France had now gone beyond her 
thoughtful statesmen and taken 
refuge in unwavering optimism, 
giving any explanation of the 
difficulties rather than the right 
one. 

“Though paper money had in- 
creased, prosperity had steadily 
diminished. In spite of all the 
paper issues, commercial activity 
grew more and more spasmodic. 
Enterprise was chilled and busi- 
ness became stagnant. The pa- 
per currency had at first stimu- 
lated production and created 
great activity amongst manufac- 
turers, but soon markets were 
glutted and demand was dimin- 
ished. 

“The evils which we have al- 
ready seen arising from the 
earlier issues were now aggra- 
vated; but the most. curious 
thing evolved out of all this 
chaos was a new and original sys- 
tem of political economy. In 
speeches, newspapers and pam- 
phlets we begin to find it de- 
clared that, after all, a depreci- 
ated currency is a blessing; that 
gold and silver form an unsatis- 
factory standard for measuring 
values (note: present day propa- 
ganda from Germany, re: futil- 
ity of gold); that it is a good 
thing to have a currency that will 
not go out of the kingdom and 
which can separate France from 
other nations; that commerce 
with other nations may be a 
curse; that the laws of political 
economy, however applicable in 
other times, are not applicable to 
this particular period, and that 
the ordinary rules of political 
economy are suited to a despot- 
ism, but not to the free and en- 
lightened inhabitants of France; 
that the whole state of present 
things, so far from being an evil, 
is a blessing. 

“AW these and others quite as 
striking, were brought to the 
surface in the debates on various 
new issues. Prices went up to 
the point where mobs plundered 
stores on the excuse that shop- 
keepers were only giving back 
to the people what they had 
robbed them of. 

“Price control was next inau- 
gurated by the passage of the so- 
called Maximum Law: First: 
The price of each article of nec- 
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essity was to be fixed at one and 
a third its price in 1790. Sec- 
ondly: All transportation was to 
be added at a fixed rate per 
league. Thirdly: Five per cent 
was to be added for the profit of 
the wholesaler. Fourthly: Ten 
per cent was to be added for the 
profit of the retailer. Nothing 
could look more reasonable. 
Great was the jubilation. France 
had been suffering from a 
“monarchial” commerce which 
sought only wealth, while what 
she needed and what she now 
was to receive was a “republican” 
commerce—a commerce of mod- 
erate profits and virtuous. 
France alone enjoys such a 
commerce. It exists in no other 
nation. But strangely the new 
Maximum Laws did not work; 
they could not be enforced. 


Billions 


“By May, 1795, ten billions 
had been issued; July, fourteen 
billions, and by 1796 the sum had 
risen to forty-five billions. 

“There was a feverish activity 
caused by the intense desire of 
a large number of the shrewder 
class to convert their paper 
money into anything and every- 
thing which they could hold and 
hoard until the collapse, which 
they foresaw should take place. 
This very activity in business 


simply indicated the disease. /t 
was simply legal robbery of the 
more enthusiastic and trusting 
by the more cold-hearted and 
keen. It was ‘unloading’ by the 
more intelligent upon the mass 
of the people. 

“The question will naturally 
be asked, On whom did this vast 
depreciation mainly fall at last? 
When this currency had sunk to 
about one three-hundredth part 
of its nominal value, and after 
that to nothing, in whose hands 
was the bulk of it? The answer 
is simple. Before the end of the 
year 1795 the paper money was 
almost exclusively in the hands 
of the working classes, employees 
and men of small means, who 
were incapable of investing in 
goods or national lands. Finan- 
ciers and men of large means 
were shrewd enough to put as 
much of their property as pos- 
sible into objects of permanent 
value. The working classes had 
no such foresight or skill or 
means. On them finally came the 
great crushing weight of the loss. 

“France had had enough. On 
February 18, 1796, before a 
great crowd in Paris, the plates 
and printing presses were broken 
and destroyed. 

“Such were the results of 
allowing dreamers, schemers, . 
phrase-mongers and declaimers 
to control a government. 

“LAWS THAT FINALLY 
GOVERN FINANCE ARE NOT 
MADE IN CONVENTIONS OR 
CONGRESSES. 

“When all was over with paper 
money, specie began to reappear 
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-first in sufficient sums to do 
the small amount of business 
which remained after the col- 
lapse. Then as the business de- 
mand increased, the amount of 
specie flowed in from the world 
at large to meet it and the nation 
gradually recovered from that 
long paper-money debauch. 

“A thoughtful observer tells us 
that great fears were felt as to 
a want of circulating medium be- 
tween the time when paper 
should go out and coin should 
come in; but that no_ such 
want was severely felt—the coin 
came in gradually as it was 
wanted. 

“Nothing could better exem- 
plify the saying of one of the 
most shrewd modern statesmen, 
that —‘There will always be 
money.’ 

“But though there soon came 
a degree of prosperity—as com- 
pared with the distress during 
the paper-money orgy—convales- 
cence was slow. The acute suffer- 
ing from the wreck and ruin 
brought by paper currency lasted 
nearly ten years. It required 
fully 40 years to bring capital, 
industry, commerce and credit up 
to their condition of the days be- 
fore the catastrophe of irredeem- 
able paper money.” 


A Lesson for All 


Such, briefly sketched in its 
leading features, is the history 
of the most skillful, vigorous and 
persistent attempt ever made to 
substitute for natural laws in 
finance a new national standard 
devised by theorists, and manip- 
ulated by schemers. Every other 
attempt of the same kind in 
human history under whatever 
circumstances has reached simi- 
lar results in kind, if not in de- 
gree; all of them show the 
existence of financial laws as real 
as those which hold the planets 
in their courses. There is a les- 
son in all this which it behooves 
every thinking man to ponder. 

There is little I can add to this 
story of France. I have laid it 
before you to depict the political 
philosophy of an era, the hunger 
and suffering of ordinary people, 
the loss of the working man’s 
job, the destruction of the sav- 
ings of generations, the substitu- 
tion of speculation for work, and 
a complete disintegration of 
moral and physical values, all 
characteristic in a condition of 
inflation. 
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I don’t wish to convey, as I 
have previously said, that we in 
America can rightly expect any 
such cataclysm as befell the 
French of 1790. We should, how- 
ever, be familiar with such a 
history, and keep its failures 
vividly in mind, for the record 
shows that in the 1918-1926 
French inflation, an aroused 
public caused a vacillating, con- 
fused body of politicians—who 
had followed the road of make- 
shift, ill-conceived financial pro- 
grams of soft money—to reverse 
their course of continual yearly 
deficits and forced the political 
financiers to balance the national 
budget and accept a solution of 
a well-nigh impossible financial 
condition. A determined public 
pressure alone accomplished this 
turn to the right. 


1914 to 1926 


The final verse of my talk is 
a sketch of this recent inflation 
in France, from 1914 to 1926. It 
is particularly interesting to 
every American for it is the his- 
tory of a country that failed for 
many years to balance its budget 
and was finally overcome by 
budget deficit financing. In the 
twenty-four years, ending in 
1913, government deficits had al- 
ready occurred in eleven years, 
surpluses in thirteen. France 
was accustomed to red ink, even 
before the war. In 1913 the 
French debt was in round num- 
bers six and a half billion gold 
dollars. At the war’s end in 


1918, it totaled thirty-four bil- 
lion. 


No Effort Made 


Unlike England, who financed 
approximately 20 per cent of her 
war expenditures through in- 
creased taxes, France made al- 
most no effort to augment her 
tax revenue throughout the War, 
but instead borrowed her entire 
war cost through loans. When 
war ended many were of the 
opinion that France, with her 
deep wounds, would take years to 
recover her economic prosperity. 
She had lost 1,400,000 in killed 
and an equal number crippled 
and wounded. Her industrial 
areas had been almost destroyed, 
and the population in these areas 
had been cut to less than half. 
She had lost the main part of her 
enormous foreign investments. 
But the pessimists were wrong. 
An official government report on 
trade in 1927 read—‘“For the 
last five years France has en- 
joyed an unbroken period of 
tense industrial activity.” With 
the exception of 1921, there was 
a swift and steady recovery. By 
1922 foreign trade exceeded pre- 
war volume, and by 1926 was 
almost 80 per cent greater. Loss 
of population was offset by im- 
portation of foreign labor of 
3,000,000 and in addition the 
great productive area of Alsace- 
Lorraine was recovered. 800,000 
farm buildings and dwellings 
damaged by war were recon- 
structed and restocked and pub- 
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lic buildings, factories, roads and 
bridges were restored far above 
their pre-war standard. 

There was one great flaw in 
the French post-war years. The 
rising tide of economic prosper- 
ity was not reflected in national 
finances. Exactly the reverse was 
the fact. Between 1918 and 1926 
the accumulated annual deficits 
of France were greater than her 
total war expenditures. She had 
spent 27% billions on the war, 
and from 1918 to 1926 her defi- 
cits amounted to 32 billions. In- 
cluding a pre-war debt of 6% 
billions, her gross debt was, 
therefore, 66 billions. 


Mismanagement 


The causes of this condition 
were many—but the fundamen- 
tals were political mismanage- 
ment and political financing. 
Stones in the French leaning 
tower were: 

An antiquated tax system, 
long outworn even before the 
War, depending on direct taxa- 
tion, which necessitated accurate 
and fair valuations, foundations 
which the French almost totally 
ignored. Another direct tax on 
securities was riddled with ex- 
emptions. An income tax adopted 
in 1914 after thirty years dis- 
cussion was honeycombed by 
fraud, its yield was negligible 
and reached but 5 per cent of the 
population. Still another example 
of illicit taxation was that of 
125 million acres of agricultural 
land, yielding only .8 of a franc 
per acre (1926). 





Evasion and dishonesty were 
rampant. Accounting methods 
were so unbusinesslike and rec- 
ords of borrowing transactions 
so questionable, allocations so 
crude, and “abuses so monstrous 
as to be scarcely credible.” Even 
the budget was unintelligible— 
divided into many headings — 
normal, ordinary, general, ex- 
traordinary and recoverable, and 
almost at each make-up the same 
items appeared in one division 
one day and in another the next, 
often for different amounts. 

Two strange myths aggra- 
vated the situation, what cor- 
responded to our “New Era” was 
called in France years earlier 
“The Saga of the Millennium,” 
the second—“The Saga of Mil- 
lions’”—was the belief that all 
would be cured by huge repara- 
tions from Germany—the hook 
on which unbalanced budgets, 
borrowings and debt were al- 
ways hung. In 1924 after the 
failure of the Ruhr occupation, 
it was at last evident that rep- 
arations from conquered Ger- 
many were to be far less than 
pictured in both the public and 
political mind. 

One immediate result of this 
sudden realization was the fail- 
ure of a public loan offering of 
the Credit National, a bureau 
corresponding to our R.F.C. The 
Bloc National—the Coalition 
Party elected in 1919—in the 
common interest of national re- 
construction, fell. France then 
turned to the Party of the Left. 
Six finance ministers succeeded 
each other in quick succession. 
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Their only contribution to a solu- 
tion was more borrowing. They 
anticipated taxes by borrowing 
from the taxpayer at a discount, 
they borrowed from private and 
public institutions. They bor- 
rowed illicitly and illegally from 
the Bank of France and they bor- 
rowed from the United states. 

When the supply of finance 
ministers was exhausted a com- 
mittee of experts was appointed. 
In a month they reported their 
findings, which were’ simple in- 
deed; First, France should bal- 
ance her budget, accounts should 
be properly and clearly kept, 
book-entries should be written 
up to date, short-term bonds 
should be arranged, not to fall 
due at the same time in large 
quantities, and finally the franc 
should be supported by a stabil- 
ization fund. 


Fateful Mess 


The committee asked that the 
government be given supreme 
power to carry out its recom- 
mendations. The Deputies re- 
fused, the Briand ministry fell. 
The fateful mess was then laid 
in the lap of Poincaré who firmly 
and courageously adopted and 
passed the common sense recom- 
mendations made by the commit- 
tee of experts. Poincaré’s gov- 
ernment imposed heavy taxation 
all around and the budgets for 
1926, 1927 and 1928 were bal- 
anced—the first time since 1913. 

Economic despair disappeared, 
taxes poured in, securities rose 
in value, the public renewed 
their bonds at maturity, or cen- 
verted them into longer terms, 
note circulation was reduced, 
men stopped talking of inflation 
and went back to work. 

But when the final accounting 
was made, a clear evidence of the 
damage that had been wrought 
was that government bonds, 
valued in 1918 at $1000, had de 
preciated 90 per cent. Such was 
the end of deficit financing. 
France, whose political leaders 
through twelve long years, had 
shown neither the integrity nor 
courage to make income balance 
outgo, made the nation pay this 
frightful price. 

Let us see if there are simi- 
larities between the French pe- 
riod of 1918-1926 and ours of 
1930-40. The French war debt 
was doubled in the post-war 
years—likewise ours. The French 

(Continued on page 120) 
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THESE ITEMS 
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COMFOR 
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HOT WEATHER MERCHANDISE WINDOW 


Merchandise: Electric fans, air conditioning equipment, window fans, thermometers, 
pressure cookers, toasters, ice cream freezers, ice picks, ice cream dippers, glass and 
pitcher scts, iced tea glasses, fluorescent light kitchen fixtures, insulation material. 


Background: Center panel of pink corrugated board or wallboard painted. Side panels 


of spring green material. 


Cut-out letters in lilac corrugated board. 


It’s Time to Feature Hot 
Weather and Vacation Goods! 


Buen now to think 


about hot weather merchandise 
and vacation goods. Displays of 
this merchandise should be in- 
stalled in June and the earlier the 
better. 

Timeliness 


The weather is a most important 
factor, influencing the buying mo- 
tives of most consumers today. So 
when the first really hot day comes 
along install the display on hot 
weather merchandise suggested on 
these pages. The display is not 
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difficult to develop for most of the 
items are fairly bulky. 


Action 


Be sure that the electric fans are 
operating. Oscillating type and 
stationary fans should be demon- 
strated in the windows and also in 
the store. Fasten crepe paper 
streamers on the guards. The ac- 
tion of the streamers when the fan 
is operating gets attention and 
gives notice to the customer im- 
mediately of the action. 


Many items shown in the hot 
weather goods window are major 
items—air conditioners, pressure 
cookers, fluorescent lighting fix- 
lures and insulation material. 
Prospects for this merchandise 
should be called upon when it is 
possible by men in the store who 
are familiar with the lines. Com- 
missions could be paid on sales 
of this type to stimulate efforts 
outside regular store hours. When 
the weather is hot everyone is in- 
terested in his own comfort and 
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they will listen to your story on 
how they can be more comfort- 


able. 
Vacation Business 

More people will be taking va- 
cations this year and will be spend- 
ing more money for them. You 
can get your share of this business 
if you promote sporting goods and 
the other items shown in the vaca- 
tion goods window. This display 
should be installed early in June. 
The vacation period in most busi- 
nesses is apt to cover a longer 
period of time this year, due to 
increases in the number of em- 
ployees. So go after the vacation 
business early. 


Table Displays 
This is the time of year when 
interior table displays in the store 
With changes 
necessary more often than usual, 


must be “tops.” 


modern, easy-to-use equipment is 
mighty important. Proper mate- 
rial to work with makes for better 
selling displays in less time. 

Bulb edge or plate glass dividers 
are the easiest to use. They save 


TRY TO LEARN THE NAMES OF 
YOUR CUSTOMERS AND USE 
THEM IN YOUR GREETING 





NOTHING SOUNDS SO PLEASANT 
TOA PERSON AS HIS OWN NAME 





time in developing displays, and 
add much to the attractiveness of 
the merchandise and, in addition, 
show more of the goods. The ini- 
tial investment is reasonable and 
the material can be used over and 
over again. These strips can be 
cut easily with a glass cutter, and 
fitted to the space quickly, all of 
which saves time. There is some 
breakage but this is not great. 





Metal clips, fillers, and wood 
blocks are all used to secure dis- 
play bins on tables. Metal clips 
probably give the most flexible ar- 
rangement. Both the width and 
length of the bin can be adjusted 
with this hardware. 

When fillers are used there is 
considerable latitude in adjusting 
the length of the bins but the 
widths - are fixed. With wood 
blocks both the width and the 
length of the bin is fixed by the 
size of the wood block. Various 
size blocks are used and the mer- 
chandise to be shown in the bin 


‘will determine the size block to be 


used. 


Card Holders 


At least two card holders should 
be used on each display table. 
These should call attention to the 
feature items shown on the ends 
of the display. Upright card hold- 
ers, 7 by 11 in., or landscape hold- 
ers 514 by 7 in. or 7 by 11 in., are 
suggested. Price ticket holders 
should always be used on indi- 
vidual bins. 








Baus 


Termes 


CAMP STOVE 








ITS TIME TO 
THINK ABOUT 


(on 


OUTBOARD MOTORS 


8) | 


— 


Oo: 


$00°% ii 


4 




















SS SY 





VACATION GOODS WINDOW 
Merchandise: Outboard motors, gasoline cans, motor oil, golf clubs, balls, tees, 
bags, tennis rackets, tennis balls, casting rods reels, lines, plugs and baits, camp 
stoves, grills, picnic forks, vacuum bottles, food jugs, hunting knives, watches, com- 
passes, portable radios, radio tubes, soft balls, soft ball bats, gloves. 


Background: Center panel of primrose corrugated board or wallboard painted. 


Side panels of spring green material. 
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Cut-out letters in dark blue corrugated board. 




















M 15 19 1 prices, only for shipment up to July 1. 
ay : Dd; 4 Late last month one manufacturer ad- 


vanced prices 75 cents per machine. 





* * * 


ADVANCES Drills—Second quality carbon 


and high speed drill prices were ad- 








One line sleds. Awning hardware. Dumbwaiter hardware. 


Grinders. Wooden cork floats. Wood hawks. Wood darbies. vanced 10 per cent, early this month, by 
Some second quality drills. Jack chain. Coil chain. some makers. 
One line bicycles. Galv. over bright lead head nails. * * *@ 


Some pliers. Floor, scrub brushes. Counter dusters, etc. 


Japanned and decorated pantry ware. One line elec. roasters. Electric refrigerators — Ad 














Valves. Plumbers’ spun oakum and jute packing. vances are expected on all sizes of some 
Galv. pipe nipples. Galv. pump chain. One line cotton twines. makes of electric refrigerators. 
Some machinists’, blacksmiths’ hammers. Furniture nails. a. a “a l 
Rigid conduit. Conductor pipe, etc. Some builders’ hardware. 
Prepared asphalt roofing. Gutter, pipe fittings. Some hand saws. Ice skate outfits—Some manu- 
One line combination squares. Building papers, etc. facturers of ice skate outfits are accept- 
Pp 
Wheelbarrows. Some shears. Tinners’ snips, etc. ing orders now, at prevailing prices, but 
only for shipment at their convenience. 
7 * < 
Neke . . > . J . ; . : ar J : ’ ‘ 
Picks, sledges, mm Further 7 Jack chain pre eae Velves—One manufactures has 
advances are expected on picks, sledges, coil chain, ete., were advanced about 5 advanced prices of all types of valves 
ete per cent late in April by some makers. as 
from 7% to 10 per cent. 
* . . 
* * > * am * 
Sleds—One maker of sleds ad ; ; . 
vanced prices about 5 per cent on Bicycles—Some manufacturers Oakum, jute packing 
May ire accepting orders, at prevailing Plumbers spun oakum and jute pack- 


a . . 


Wheelbarrows—Leading mak 
ers have advanced wheelbarrow prices 
approximately 10 per cent. 

. > > 

Awning hardware—Late in 
April one line of galvanized awning 
hardware was advanced about 10 per 





cent. 
* . > 
Dumbwaiter hardware 
Prices were advanced, recently, about 





10 per cent by one maker of dumbwaiter 
hardware. 
. . . 
Grinders—Prices on all types 
of grinders have been advanced about 
10 per cent by some makers. 


Wooden cork floats, ete.—As 
of May 1, one manufacturer, advanced 
prices about 10 per cent on wooden 
cork floats, wood hawks and wood 
darbies. 

* > . 

Combination squares — One 
maker has advanced prices on combina- 
tion squares about 10 per cent. 
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It was a Red-Letter Day for 
me...when I started selling 
SIMONDS “Red Tang” Files 














And it will be a Red-Letter Day for you, too! For 





you sell only one quality... the top...when you sell 
Simonds Red Tang Files. You give your customers 
the only file that has teeth like those on a metal- 


cutting saw...teeth that cut faster, cleaner, easier. 


BRIGHT RED TANG 


is a registered trademark...the 
unmistakable mark of a smoother- 


And you can give your customers immediate de- 





livery on any type or size of Red Tang Files they 
need. Right now, in Simonds ultra-modern window- 


less plant, a streamlined 600-foot production line is 








cutting, longer-lasting file... the 
kind your customers will keep 
on buying. Red says “SIMONDS!” 











geared up to supply Red Tang orders. So don’t put 
off ready profits...get in touch with our nearest 


office today... and get your orders in! 





1350 Columbia Rd. 
Boston, Mass. 
228 First Street 
San Francisco, Cal. 
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520 First Ave., So. 

Seattle, Wash. 

127 So. Green St. 
Chicago, Ill. 








311 S. W. First Ave. 
Portland, Ore. 
31 W. Trent Ave. 
Spokane, Wash. 
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UNITED STATES TOTAL* 
New England 
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States comprising regions in these charts: 


New England—(Conn., Maine, Moss., 


Middle Atlantic—(N. J., N. Y., 


N. H.. R. I.. Vt.) 


Pa.) 
East North Central—<iIll., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fla., 


Ge. BE. N.C. & C.. Va. W. Vad 
East South Central—(Ala., Ky., Miss., 


Tenn.) 


West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacifie—(Calif., Ore., Wash.) 


ing prices were advanced about 10 per 
cent late in April 
* a w 
Lamp cord —Advances are ex 
pected on lamp cord price . 
* * - 
Non-metallic sheathed cable 
Price advances are expected on non 


metallic sheathed cable. 


Oilers Some competitively 
priced types of oilers have been with- 
drawn from production by some manu- 
facturers. 

* 

Galv. pipe nipples. -As of May 
> leading makers advanced prices on 
galvanized pipe nipples 5 per cent. 

= * cod 

Galvy. pump chain--A 10 per 
cent mark up has been announced on 
No. 6 galvanized pump chain. 

¢ « «@ 

Hammers Machinists’ ball 
pein and blacksmiths’ hammers were 
advanced about 12% per cent by lead- 
ing manufacturer 

aa oe e 

Cotton twines—-One supplier 
has advanced prices one cent per pound 
on polished and unpolished twines, as 
of May 5. 

= * . 
Furniture nails—Late in April 


some manufacturers advanced prices of 
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brass head and plated head furniture 
nails about 10 per cent. 


Lead head nails — Effective 
April 8, prices on bright finished Dick- 
son lead head nail« of all types were 
reafirmed, but the price for galvanized 
over bright was advanced from $1.40 
per 100 pounds-—old basis—to $1.50 


new basis. 





ADVANCES 
EXPECTED 


Picks, sledges, etc. Some elec. re- 
frigerators. 

Lamp cord. Non-metallic sheathed 
cable. Cutlery. 

Clocks, watches. 





Pliers, ete.Kraeuter & Co., 
Inc., Newark, N. J., advanced prices, 
recently, on some numbers of tools in 
its line. On the items advanced the 
increases averaged about 10 per cent. 

*” oe a 

Brushes, dusters, etc.—Effec- 
tive May 2 floor and scrub  bru:hes, 
counter dusters, ete., were advanced, 
by some makers, advances ranging as 
high as 10 per cent on some items. 








Enameledware—Advances are 
expected on competitively priced enam- 
eled ware. Advances, approximating 6 
per cent have been announced, by lead- 
ing producers on japanned and deco- 
vated pantry ware—bread boxes, cake 
covers, canisters, etc. 
+ * ae 
Electric roasters—-One maker 
of enameled electric roasters recently 
made some price advances. At the 
same time some changes were made in 
design including the furnishing of 
chrome plated steel covers instead of 
aluminum at the manufacturers’ option. 
# al <. 
Conduit—Late in April leading 
manufacturers advanced prices on black 
enameled and galvanized rigid conduit. 
Advances in sizes up to 3 in. approxi- 
mate 3 per cent. Sizes 3% in. and 
larger were increased about 5 per cent. 
ca ae cad 
Conductor pipe, eaves trough, 
ete.__Some makers have issued further 
advances on galvanized eaves trough, 
ridge roll and conductor pipe, current 
quotations being subject to change or 
withdrawal, without notice. An advance 
of about 3 to 4 per cent has been an- 
nounced on plain ridge roll, conductor 
pipe, eaves trough, formed and _ roll 
valley and roof and box gutter. One 
point advances have been announced 
on Toncan or Armco and long terne 
products of similar nature. 
ee me cal 
Builders’ hardware—Increases 
of about 10 per cent were made in April 
by leading makers of lock hardware. 
Accessories such as push and pull bars 
and kick plates were advanced 10 per 
cent by some makers. On butts and 
hinges and barn and garage hardware 
advances averaging 5 per cent were 
made in April. Some makers have 
withdrawn prices on cupboard turns, 
sash locks and lifts, small hinges, etc., 
and new quotations are expected to be 
about 10 per cent higher. 
a * ~ 
Shears, scissors, tinners’ 
snips—Several weeks ago J. Wiss & 
Sons Co., Newark, N. J., issued a new 
price list. Garden shear prices were 
not altered. Advances were made on 
some numbers of shears, scissors and tin- 
ners’ snips, the average advances being 
from 7 to 9 per cent. Certain slower 
selling numbers were eliminated. 
* ca x 
Aluminum scrap—Leon Hen 
derson, Administrator, Office of Price 
Administration and Civilian Supply, 





DECLINES 


Aluminum scrap. 
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announced on May 3 the lowering from 
12 to 11 cents per pound the maximum 
price at which a maker of the scrap 
may sell old aluminum sheet and alumi- 
num utensils. These prices are for clean 
and dry scrap. No other change was 
made in the maximum prices of any 
grades of aluminum scrap or secondary 
aluminum ingot. 
e & cd 

Prepared roofing. etc. Af- 
fecting its complete line of asphalt roll 
roofings and shingles, The Ruberoid 
Co., New York City, will make general 
advances effective about May 26. Deal- 
ers’ L.C.L. costs are figured at 6 per 
cent off newly established list prices, 
and the net increases average about 6 
per cent on L.C.L. and 5 per cent on 
carload transactions. Similar advances 
affect building papers and felts. On 
reinforced kraft base building papers. 
a much sharper increase, averaging 
about 22 per cent, is noted, both in 
carloads and L.C.L. prices. 

a * + 

Clocks, watches—Practically all 
new orders for clocks and watches are 
being accepted by manufacturers, sub- 
ject to prices ruling at the time of ship- 
ment. Despite the recent advances on 
clocks, particularly low-priced models, 
manufacturers feel certain that other 
increases will be necessary before the 
mid-year. 











PRICES ; 
REAFFIRMED 
Bright finished lead head aails. 





Cutlery — Some _ makers of 
pocket cutlery have warned their dis- 
tributors that price advances must be 


Stock-sales ratios are percentages obtained by dividing the cost value of stocks 


of an identical group of firms. 


MAY 15, 1941 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 


expected within the next 30 to 60 days 

justified not only by scarcity and 
price increases in metals and materials. 
but by the shortage of skilled labor and 
consequent higher wage costs. Kitchen 
cutlery makers are finding it inereas- 
ingly necessary to substitute steel for 


brass and nickel-silver for rivet-, ete. 
* * 


Furniture increases In 
March, and again in April, the sharp 
upward trend of new buying continued, 
as well as the moderate uptrend in 
prices. March orders were reported by 
the industry as 52 per cent ahead of 
the same 1940 month, bringing the 
gain for the entire first quarter to 45 
per cent over a year ago. New orders 
have continued to exceed shipments. 
and at the close of March, furniture 


menufacturer: had 87 per cent more un- 





filled business on their books than at 


the same time last year. 





by sales 


PRICES 
WITHDRAWN 


Some cabinet hardware, etc. 





Gutter and pipe fittings 

Late last month galvanized conduc- 
tor cut-offs were advanced 5 points, 
approximating 7 per cent; 28 gage 
miters were advanced from 63 to 60 per 
cent, and 26 gage miters were raised 
from 58 to 54 per cent by leading mak- 
ers. Eaves trough ends and outlets 
were advanced from 37 to 30 per cent 
on 28 gage, and from 16 to 10 per cent 
on 26 gage. Globe finials were marked 
up 5 points (about 10 per cent). Metal 
building cogners and steel conductor 
hooks are unchanged. New list prices 
were announced on wire hangers, now 
subject to 35 per cent trade discount, 
and eliminating the former “list plus” 
method of quoting. . 


% % oa 


Hand saws—Prices, to the 
dealer, on Keystone handsaws were ad- 
vanced, as of April 23 by Henry Diss- 
ton & Sons, Ine., Tacony, Philadelphia, 


Pa. Old and new prices, per dozen, are: 


Former New 
K-1 $8.00 $10.00 
K-2 10.00 12.00 
K-3 (26 in.) 12.00 14.00 
K-4 14.00 16.00 
K-5 (26 in.) 16.00 18.00 
K-6 (26 in.) 18.80 20.00 
K-6% (26 in.) 18.80 20.00 


Prices to the consumer on Disston 
handsaws have been increased to show 
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a margin of 331/3 per cent on the 
selling price for the dealer. Dealer and 
wholesaler costs on the Disston line 
remain unchanged. 


* * * 


The zine problem—Recent 
price changes in steel lines have been 
almost exclusively on galvanized fin- 
ishes, and no apparent easing of the 
zine scarcity is in sight for many months 
to come, although zinc production has 
been stepped up very sharply. From a 
total of 478,000 tons, produced in 1938, 
zinc output last year reached 724,000 
tons. By late this year, or early next, 
an annual production rate of a million 
tons is expected to be reached. Zinc 
has many important uses in the defense 
program, including the making of brass 
cartridges, shells and fuses, and parts 
for airplanes, tanks and ships, as well 
as entering into fire extinguishing ap- 
paratus, and many similar miscellane- 
ous applications. 


« hd * 


The latest controls—The Of- 
fice of Production Management has 
imposed a rigid system of inventory 
control on 16 metals, to prevent ac- 
cumulation of excess stocks in indus- 
try’s or in distributors’ hands. Each 
customer and supplier will be required 


to certify monthly to the status of its 
inventories. Affected by this announce- 
ment are antimony, cadmium, chromi- 
um, cobalt, ferro-tungsten, ferro-man- 
ganese, iridium, iron and steel products, 
lead, manganese, mercury, molybdenum, 
brass and bronze, tin, vanadium, and 
secondary metals or scrap containing 
any of the metals listed. Especially 
with relation to copper Leon Hender- 
son, Administrator, Office of Price Ad- 
ministration and Civilian Supply, has 
asked cooperation of sellers for the 
maintenance of a 12 cent top (whole- 
sale) price, with a formal order to this 
effect sure to follow unless voluntary 
observance is attained. In other lead- 
ing metals, May 1 wholesale basing 
point quotations compared with a year 
ago as follows: 


Last Year 
Tin $0.52 perlb. $0.4725 per lb. 
Lead .057 per lb. .0495 per lb. 
Zine .0725 per Ib. .0575 per Ib. 


In commodities other than metals, 
wholesale quotations at the opening of 
this month on cotton, rubber, hides, silk 
and wool stood at, or near, this year’s 
“high” to date. Among the foodstuffs, 
sugar and coffee have made a very sharp 
rise, and butter and eggs have touched 
new levels extremely high for this sea- 
son of the year. 
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Source: The President's Gedget Message and “a. a.m. Cotimete 








(Courtesy National Association of Manufacturers) 


This chart, prepared by the National Association of Manufacturers, New 
York City, shows the relative amounts of spending for non-military and 
national defense purposes for the fiscal period ending June 30, 1940, 1941 
and 1942. Figures for 1940 and 1941 were taken from the official “Budget 
Message of the President”. Estimates for 1942 are based on the latest 
available facts concerning the amount contemplated for civil expenses 
and the likelihood that increased spending for military and naval pur- 
poses will be at the rate of more than $1,000,000,000 a month. All indi- 
cations point to a rise of civil expenditures in the next fiscal year. This 
continued high level of non-military spending, despite the tremendous 
costs of national armament and the very substantial improvement in 
business conditions throughout the nation, has raised the question of 
possible economies in the civil expenditures. A recent factual study of 
non-military federal spending over the period 1932-1942 made by the 
N.A.M. showed that the amounts budgeted under 114 separate categories 
of civil expenditures in the fiscal year 1942 represented an aggregate 
growth of $3,665,197,000 over this period. Against $22,000,000,000 total 
of combined outlays for civil and military purposes, next year’s official 
estimate of offsetting revenue is somewhat over $12,000,000,000. On this 
basis non-military spending will absorb almost 60 per cent of federal 
revenues. 
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Tin—More than 15 per cent of 
the tin now used by can manufacturers 
may be saved without discriminating 
against any single group of can users, 
Ferris White, vice-president of the Can 
Manufacturers’ Institute, Inc., recently 
declared. This can be achieved, accord- 
ing to Mr. White by reducing the weight 
of the coating of tin on cans by 10 
per cent (such a reduction could be 
effected on 95 per cent of the present 
food containers), and by the savings 
which could be effected by switching 
from tin plate to other types of coated 
steel. The Institute is now calling to 
the attention of its members such pos- 
sible tin savings because can manufac- 
turers use about half of the tin con- 
sumed in the United States. 


« * * 


Paint factories busy—With 
the tremendous cal! from the govern- 
ment and industrial building fields, 
paint manufacturers are very busy, and 
their deliveries to trade distributors are 
slowing noticeably. Factories report 
continued trouble in supplies of cer- 
tain imported materials, including gum 
shellac from India, and important var- 
nish remover ingredients. During re- 
cent months, there has been ample rea- 
son, in rising costs, for higher prices in 
paint lines, and an increase at almost 
any time would not surprise buyers. 

7 7 7 


Sporting goods — Buyers re- 
port that deliveries on fishing rods and 
reels are becoming progressively slower, 
with some numbers which require quan- 
tities of aluminum and brass, no longer 
available. New reel business from im- 
portant customers is, in some cases, be- 
ing refused because factory capacity is 
completely engaged for government 
work, for many months ahead. Some 
manufacturers have advised customers 
to order their supplies as far in advance 
as possible, because passage of the pro- 
posed 10 per cent tax would apply on 
all unshipped orders, in the hands of 
manufacturers, on the date the tax 
becomes effective. 


- * * 


Ironrite ironer sales—The 
Ironrite Ironer Co., Detroit, Mich., has 
announced that Ironrite sales increased 
120 per cent for the first quarter of 1941. 


* * * 


Refrigerator sales—Domestic 
sales of electric refrigerators totaled 
393,425 units in March, according to 
figures released by the National Elec- 
trical Manufacturers Association, an in- 
crease of 41.8 per cent over the same 
month last year. A total of 1,076,661 
units were sold during the first quarter 
of this year, an increase of 42.2 per 
cent over the 756,957 units sold in the 
first three months of 1940. 


HARDWARE AGE 





























won tow Me 
ACAT 


N your counter or island display or in your window, 
this new Winchester merchandiser will be a super 
salesman for you on vacation flashlight and battery sales. 
There can be no out-of-sight, out-of-mind when this dis- 
tinctively new style display is working for you. It sets off 
the buying impulse like a powder fuse. 

With color that arrests the eye—full view presentation 
of the handsome cases at their best — uniquely-designed 
three-face display that your customers cannot miss, from 
whatever angle they approach—this merchandiser con- 
denses a complete flashlight and battery department into 
1% square feet of space. It is built on the same principle, T7171 .15) GHTS 
so enthusiastically received, as our famous Floor Mer- with PLASTIC SUPED SEAL BATTEQUES 
chandiser of which more than 40,000 are already in use. 

This new Vacation Merchandiser is yours FREE with 
each purchase of a No. 14 Winchester Merchandiser As- 
sortment. No. 14 consists of a profit-bearing condensed line 
of only 14 focusing and fixt-focus spotlights of drawn 
brass or solid 22k copper (retailing from 59c to $1.20 
each complete) and 2 cartons (96 only) No. 1511 Win- 
chester Hi-Power batteries. Merchandiser displays 9 spot- 
lights—¢with 5 in reserve)—in specially designed PILFER- 
PROOF sockets. Full display with full protection. 


WIN CHESTER 





Retail 





Consists of: ome 
3—No. 5411 2-cell focusing spotlights 59 
2—2-cell focusing spotlights (1—No. 9810; 1—No. 9818) 79c 
2—No. 1510 Junior 2-cell Fixt-focus spotlights 79 
3—Power Chief 2-cell Fixt-focus spotlights (I—No. 0410; 
2—No. 0414) 89c 
2—2-cell de luxe Hi-Power Fixt-focus spotlights (1—No. 
1814; 1—No. 1818) 98c 
2—Power Chief 3-cell Fixt-focus spotlights (1—No. 0420; 
1—No. 0424) $1.20 
And 96 No. 1511 Winchester Hi-Power Super Seal batteries. 
Total Retail value $18.56 ; 


Suggested dealer cost 12.37 


$6.19 DEALER PROFIT 


WINCHESTER REPEATING ARMS CO. FRE = 
f f Western Cartridge C H Lo ve icy Le E ' 


NEW HAVEN, CONN., U. S. A. Lastic 4 / Aeap BATTFoice 


SERVICE WAREHOUSES 





Reversible top display panel provides for 
continued year-'round use after vacation 
season is over 


Chicago, III San Francisco, Cal 


Houston, Texas East Alton, Ill 
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OPM PLAN MAY ENABLE MANUFACTURERS TO RELIEVE 
INDUSTRIAL DISTRIBUTORS’ STOCK PROBLEM 


Industrial supply unit of OPM offers plan 
whereby manufacturers’ shipments of priority 
orders would be assured while still permitting 
manufacturers to replenish distributors’ stocks. 


(Washington 
of HARDWARE 


Bureau 

AGE) 

A memorandum emphasizing 
the importance of the industrial 
supply distributor under the de- 
fense program is understood to 
have been prepared by the in- 
dustrial supply unit of the Office 
of Production Management for 
the consideration of the priorities 
division. In addition, the 
munication is said to have 
stressed the point that a manu- 
facturing company attempting to 


com- 


buy supplies direct from the 
producer would have extreme 
difficulty in normal times and 


| since under other circumstances | conferences 


would find it impossible today in | 


the face of the defense program. | 


‘TOUSSAINT NAMED GENERAL MANAGER 
AMERICAN IRONING MACHINE CoO. 


In an effort to assure an 
adequate supply of equipment 
for distributors, the memorandum 
is understood to have advocated 
a system whereby it 
possible for the manufacturers 
of industrial supplies to obtain 
sufficient raw material to produce 
the finished product in quantities 
sufficiently large to take care of 
the defense requirements and re 
place distributors’ stocks as they 
are sold. 

Distributors, it was said, can 
give prompt service on emergency 
and normal orders 


would be 


from indus 
trial consumers if manufacturers 
are given the raw materials to 
permit them to keep the dis 
tributors’ stocks adequate. 

It was suggested that distribu 
tors and manufacturers be placed 
on their honor to respect the 
spirit of the defense program by 
the efficient distribution and 
manufacturing of essential items. 
Briefly, the recommendation of 
the industrial supply unit directed 
attention to 
crux of the 


what it called the 


problem—assuring 


shipments of manufacturers’ 
priority orders and still allow 
distributors to replenish their 
stocks. 

Industrial supply distributors 


were described as “the sales de- 
partment of these manufacturers,” 


o4 


manufacturers would of necessity | 
have to maintain warehouses plus 
a large sales force in order to 
contact consumers in all parts 
of the country. The memoran- 
dum called it obvious that such 
a practice would add greatly to 
the cost of selling and distribu- | 


tion, as well as reduce the ef- 
ficient service to consumers cur- 
rently being rendered through 


the existing system of distribu- 

tion, 
Since transmission of — the 

memorandum, the priorities divi- 


sion has sponsored a series of 


Monroe A. Tou:saint, asso- | 
ciated with Barlow & Seelig Mfg. | 
Co., Ripon, Wis., for the past 12 





MONROE A. TOUSSAINT 


years, has been named general 
manager of the subsidiary firm, 
the American Ironing Machine 
Co., located at Algonquin, IIl. 
His appointment followed the 
resignation of A. C. Peters. 

This will not be an entirely new 


field for Mr. Toussaint. For the | 


‘ 





with manufacturers | 
of portable tools, hack saws, 
lathe tools, socket screws and 


other products for the purpose 
of receiving suggestions to a pre- 
liminary draft called 
“percentage priority plan” under 
which the manufacturers could 
acquire raw materials in advance 
without knowing whether the ma- 
terials eventually would be for 
defense production. Details of 
the plan, after adoption, are ex- 
pected to be made public. It 
is understood to contemplate a 
purely voluntary arrangement at 
least for the present. 


of a so 


past two years he has been a 
member of the board of directors 
of the American Ironing Ma- 
chine Co., serving as liaison of- 
between Barlow & Seelig 
and its subsidiary. During 1940 
he was elected a vice-president of 


ficer 


the ironer firm. 

Other officers of the American 
Ironing Machine Co. are H. A. 
Bumby. president; W. 
treasurer, and H. G. Carles, sec- 
retary. Additional directors are 
R. C. Labisky, R. C. Stuart and 
D. W. Geer. 


G-E TO PLAY HOST TO 
NEW YORK ASSOCIATIONS 

The Brooklyn Hardware Asso- 
ciation Manhattan & 
Bronx Hardware Association will 
hold a joint meeting, Thursday 
evening, May 22, as guests of 
the General Electric Co. The 
meeting will be held in the Gen- 
eral Electric Building, New York 
City, and the program will ‘in- 
clude a talk on fluorescent light- 
wel- 


and the 


ing. All hardwaremen are 


come, 


A. Royce, | 





HARDY B. PAYOR 


PAYOR ASSISTANT SALES 
CHIEF FOR “UNIVERSAL” 
RANGES—WATER HEATERS 
Landers, Frary & Clark, New 
Britain, Conn., announce the ap- 


| pointment of Hardy B. Payor as 





| 





assistant sales of the 


range and water heater division 


manager 


of the company. 

Mr. Payor has been associated 
Landers, Frary & Clark 
1925 and brings to the 
which he has been 


with 
since 
division to 
appointed 
and general 
not only at the factory but by 
field pro- 


technical experience 


knowledge gained 
and 


actual selling 


motion. 


EASY WASHER APPOINTS 


ACTING SALES MANAGER 
J. C. Nelson, president of the 
Easy Washing Machine Corp., 
Syracuse, N. Y., has announced 
the appointment of W. Homer 
Reeve as acting sales manager to 
take duties of J. J. 
Nance, vice-president in charge 


over the 


of sales, who recently resigned to 
take an executive sales position 
with the Zenith Radio Corpora- 


tion. 

Mr. Reeve was formerly sales 
executive with the Frigidaire 
corporation in the household 


division and for the past two 


years has been in charge of the 


major dealer development pro- 


| gram at Easy. 
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MAY 15, 1941 


SAMUEL H. HARPER ELECTED PRESIDENT 
HARPER & McINTIRE COMPANY 


W. P. Myers to retire after 57 years of service. 


J. Rayner Harper, 


elected a 


vice-president. 


Arthur R. Carlson is vice-president in charge of 
merchandising and L. L. Johnson is sales manager. 


At a recent election, Samuel H. 
Ilarper, vice-president and secre- 
tary of Harper & McIntire Co., 





SAMUEL H. HARPER 


Cedar Rapids. 
hardware 


Ottumwa and 
Iowa, wholesale con- 
cern, was elected president. He 
succeeds W. P. Myers. Mr. 
Myers plans to retire from busi- 
ness after 57 years of active ser- 
vice. He is a member of the 
Harpware Ace Fifty-Year Clu). 

The newly elected president of 
the firm is a brother of J. Rayner 
Harper who was advanced from 





W. P. MYERS 


MAY 15, 1941 


general manager of the Cedar 
Rapids branch to the post of 


vice-pre ident in charge of the 
Cedar Rapids division. 
R. Carlson of 
elected vice-president in charge 
of merchandising; and Frank G. 
treasurer; Russell W. 
Harper, Jr.. a cousin of Samuel 
Hl. and J. Rayner Harper, was 
elected secretary. 

Lester L. Johnson was ap- 


Fielder, 


| pointed sales manager in Cedar 


Rapids and C. A. Andrews, for- 





L. L. JOHNSON 


merly manager in Cedar Rapids 
is now manager of operations in 
John A. Geiger heads 
department of both 
headquarters at 


Ottumwa. 
the credit 
branches, with 


Ottumwa. 


SALES EXEC. CHANGES OF 
OWENS-ILLINOIS GLASS 


Garland Lufkin, who ha: been 
general manager of the closure 
and plastics division of the 
Owens-Illinois Gla s Co., Toledo, 
Ohio, has been named general 
manager of the glass container 
division. Smith L. Rairdon, 
formerly vice-president and gen- 
eval sales manager of the Owens- 


Iiinoi: Can Co., will be general 


Arthur | 


tainer division. 
| plant 
rh. By 


sales manager of the glass con- 
manager at Glassboro, 


now manager of the 


| closure and plastics division at 


Lufkin. 


general 


Toledo, succeeding Mr. 
Stanley J. McGiveran, 


| manager of the Insulux products 


Co., Newton, 


division, will become vice-presi- 


| dent and general sales manager 
Hugh Paul | 
| will become manager of the In- 


Ottumwa” was | 
| sulux 


of the can company. 


divi-ion, and Edward P. 
Lockart will be its sales manager. 


EXPORT SATES MANAGER 
WICKWIRE SPENCER STEEL 


William Lynn has 
been appointed export sales man- 
ager of the Wickwire Spencer 
Steel Co., New York City.  Be- 
fore joining the company in 
1939, Mr. Lynn was for six years 
veneral manager of the Meddo 
Steam hip Corp. and was also em- 


Harcourt 


ployed in the shipping and pur- 


chasing departments of the In- | 


ternational Railways of Central 


America. 


Ray R. Wa-hing, 








BURHANS & BLACK, INC., 
OUT OF RECEIVERSHIP 


.Burhans & Black, Inc., whole- 
sale hardware concern of Syra- 
cuse, N. Y., has discharged all 
obligations of its receivership. 
The company went into receiver- 
ship (77B) in April, 1935. 

The following — officers 
elected when the 


were 
receivership 
was di missed: Haight, 
president; “Keith Driscoll, vice- 
Damon, trea- 


George 


president; E. A. 
surer, and Gordon Costello, sec- 
G. Ralph is general 
Directors include Mr. 
Haight, Mr. Driscoll, Mr. 
tello, Leopold Joh, Lawrence 
Sovik, Paul Kelly, E. C. Kruger, 
and Frank Leisch. 

The company is concentrating 
hardware and 


retary. C. 
| manager. 
Cos- 


on its wholesale 
industrial supplies business, hav- 
ing given up all retail hardware 
operations. It covers 30 coun- 
ties in upper New York 
with 12 outside salesmen, four of 
| which handle industrial accounts 


state, 


| exclusively. 


W. NEAL GALLAGHER ELECTED 
PRESIDENT, HOUSEWARES ASSN. 


At the annual meeting of the 
April 29, of 
the Housewares Manufacturers 
Inc., 628 Palmer 


hoard of directors, 


Association, 
Chicago, 
Automatic Washer 

lowa, was elected 
Other officers elected 
S. Tuerk, 

Racine, 


Carl-on, 


House, 
Gallagher, 


president. 
were: vice-president, F. 
Hamilton Beach Co., 
Wis.: treasurer, C. G. 
Chicago Curtain Stretcher Co., 
Chicago, Ill.; board of directors, 
A. W. Buddenberg, Lisk Mfg. 
Co., Canandaigua, N. Y.: George 
Fritz, Jr., The F. H. Lawson Co.. 
Cincinnati, Ohio; H. M. Ham- 
mond, National Washboard Co., 
Chicago, Ill: S. L. Hanssen, 
Hanson Seale Co., Chicago, Il.: 


R. R. McReynolds, Bis ell Carpet 


Sweeper Co., Grand Rapids, 
Mich.; executive committee, H. 
M. Hammond; W. Neal Gal- 


lagher, S. L. Hannsen, and F. S. 
Tuerk. 

Mr. Buddenberg will continue 
promotional manager 


Irene Setzke was ap 


as active 
and Miss 


pointed secretary by the koard. 


The board also voted to hold 
the January housewares and ma 
jor appliance exhibit at the 
Palmer House, Chicago, HL, dur- 


ill., W. Neal f 





W. NEAL GALLAGHER 


ing the first week of the Chicago 
market, which will probably open 
on Jan. 4, 1942. 











CARPENTER MADE A VICE-PRESIDENT 
OF REMINGTON ARMS COMPANY 


Donald F. Carpenter has been , Carpenter will continue in charge 
elected a vice-president of the | of all manufacturing and tech- 
Remington Arms Company, Inc., | nical activities of the company, 
as vice-president and director of 
| manufacture, reporting to E. E. 
Handy, vice-president and assis- 
tant general manager. 

After graduating from the 

M.LT. in 1922, Mr. Carpenter 
was employed by the Du Pont 
Company as an apprentice in the 
Arlington, N. J., works. In 1924 he 
became vice-president and gen- 
eral manager of the B. G. Car- 
penter Company of Wilkes-Barre, 
Pa. Mr. Carpenter returned to 
the Du Pont organization in 1927 
as superintendent of the Leomins- 
ter, Mass., works of the Du Pont 
Viscoloid Company, later becom- 
ing works manager. In 1929 he 
; was appointed general manager 
é \\ of the Pyralin products depart- 
ment of the company. 
DONALD F. CARPENTER Mr. Carpenter’s service with 
the Remington Arms Company 
Bridgeport, Conn., it is an-| began in July, 1933, when he 
nounced by C. K. Davis, presi- | was appointed director of manu- 
dent and general manager. Mr. | facture. 


















Mr. Caveny of the Union Pacific 
of | R-R. who presented a_techni- 


POT AND KETTLE NEWS 

At the April 15 meeting : ; os 
the Los Angeles Pot and Kettle color motion picture, Utah 
Club held at the Clark Hotel, 





Parks.” Visitors atiending the 
meeting were Harold McDonald, 
Standard Oil Co. of California; 
E. P. Haphold and M. H. Part- 
rige, sales manager of the Ox 


Fibre Brush Co. 


BEESON HEADS SALES 

PITTSBURGH STEEL CO. 

J. K. Beeson has been elected 
vice-president in charge of sales 
for the Pittsburgh Steel Co., 
Pittsburgh, Pa. He was formerly 
assistant general manager of 
sales. 

Mr. Beeson has been employed 
by the company since 1930, both 
in the operating department, 


where he attained the position | 


of assistant general superin- 
tendent and in the sales depart- 
ment, where, through a series of 
promotions, he has risen to his 
present position. Mr. Beeson is 
the son of Charles E. Beeson, 
one of the founders of the Pitts- 
burgh Steel Co. 

G. W. RUSSELL RESIGNS 
AS SENTINEL SALES HEAD 

G. W. Russell of the Sentinel 
Radio Corp., Evanston, Ill., has 
resigned as sales manager and 
will handle the sales representa- 
tion for Sentinel Radio in nine 
southeastern states with head- 
quarters in Birmingham, Ala. 





Jack Badham, as chairman of a 


BUILDERS’ HARDWARE 
CONVENTION, SEPT. 15-19 
The National Contract Hard- 

ware Association and American 
Society of Architectural Hard- 
ware Consultants will hold their 
annual convention and exhibit. 
Sept. 15-19, 1941 at the Palmer 
House, Chicago, Ill. Frank H. 
Sherwood is executive secretary 
of the National Contract Hard. 
ware Association with headquar 
ters at 441 Lexington Ave., New 
York City. Carl D. Himes is 
secretary-treasurer of the Archi- 
tectural Hardware Consultants 
with headquarters at 315 S. Main 
St., Dayton, Ohio. 


BOOSTERS’ MAY MEETING 
WILL BE A SMOKER 


The Hardware Boosters will 
hold their last meeting, until the 
fall, on Friday evening, May 23, 
in the Washington Room of the 
George Washington Hotel, Lex- 
ington Ave. and 23rd St., New 
York City. Supper will be served 
to members and guests at 6.30 
p. m., after which there will be 
a brief business meeting. The 
balance of the evening’s program 
will be in the form of a smoker. 
with professional entertainment 
| and a quiz program on hardware 


| . 
| and general subjects. 





omy Packages will be packed ten 


the day, introduced George M “ALLIGATOR” MEN HOLD SALES CONFERENCE 
French, supervisor-forecaster of | | Sal : : 
the United States Weather Bu- | The sales organization of the | salers and retailers, are shown in 


' . . . 
Stee . 
reau, who gave a timely talk on | Flexible Steel Lacing Company 


the always controversial subject, | of Chicago, manufacturer of “Al- 
the weather. Mr. French out- | ligator” steel belt lacing, held a 
lined in an interesting manner, | sales conference at the Graemere 
the many modern innovations in | Hotel in Chicago on March 17th 
predicting the weather and the | '© 2Ist. The field salesmen and 
means by which that data is | company officials, all of whom 
gathered. | have a wide acquaintance among 

Bill Hitt, acting as chairman | hardware and implement whole- 
of the April 22 meeting, pro- 
vided an unique program in the 
form of a transcribed play-back 
of the annual Pot and Kettle 
Club installation stag held last 
Dec. 28. The unrehearsed re- 
cordings, made under the _per- 
sonal supervision of Norman B. 
Neely, president of the Norman 
B. Neely Radio Enterprise of 
Hollywood, captured the many 
highlights of one of the club’s 
most outstanding events. It is 
planned to place the recordings 
in the archives of the club. Vis- 
itors at the meeting were: Fred 
Wood, Continental Sales Co., San 
Francisco; William Schrader, 
All-Right Co.; Roger Werner, 
Wooster Rubber Co.; E. P. Hap- 
hold, Ox Fibre Brush Co.; Arthur 
J. Hitt, W. C. Hitt Co., Al Auger; 
Pete Sullivan, and Gordon Wil- 
liams. 

At the April 29 meeting, Bill 
Smith, as chairman, introduced | 
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| 


are; beginning at left and around the table: 


the accompanying view taken at 
the conference. 

At the conference it was de- 
cided to continue the new “Econ- 
omy Package” of “Alligator” 
steel belt lacing which contains 
one set of lacing for a 12 in. belt 
or it can be broken to length for 
narrower belts. The new Econ- 


i ALLIGATOR 


BH STEEL BELT LACING 
et mans tly bed 


of one size lacing to a carton. 
The 15, 20, 25, 27 and 35 sizes 
will be put up in this new pack- 
age. The No. 410 Display Unit 
is an assortment of four popular 
sizes consisting of three Econ- 
omy Packages of 15E, two of 





20E, three of 25E and two of 27E. 





Field salesman and officials of Flexible Steel Lacing Co. in session at Chicago sales conference, 

J. W. Gillespie, S. J. Baker, G. W. Gramer, A. F. 

Wydeen, C. L. Garesche, R. H. Bacon, P. S. Rinaldo, Jr.. H. J. Beach, H. 1. Reinhorn, H. L. 
Coats, M. B. Beach, H. J. Racette, Austin Webster, R. A. Beach, W. P. Paulson. 
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“Red Devil’ Buys Chicago Roller Stippler 
To Continue Standard, Deluxe Lines 


Landon P. Smith, Inc., Irving- 
ton, N. J., manufacturer of “Red 
Devil” roller stipplers and other 
painters’ and glaziers’ tools, has 
purchased the entire stippler 
business of the Chicago Roller 
Stippler Co., Chicago. All tools, 
dies and machinery are being 
moved to Irvington, N. J., and the 
entire line will be available, in 
both standard and deluxe models, 
along with other “Red Devil” tools 
for combination shipments from 








the company’s Irvington plant. 
The Chicago Roller Stippler 
Co. was the originator and 
pioneer in the roller stippler 
business, one of the fastest grow- 
ing painters’ equipment lines 
during the past five years. Lan- 
don P. Smith, Inc., will be glad 
to supply full information on 
roller stipplers as well as other 
“Red Devil” products to the 
many former customers of the 
Chicago Roller Stippler Co. 








BUILDERS’ HARDWARE MEN 
HEAR LABOR DISCUSSION 


With construction of all types 
of building surpassing all pre- 
vious California records, plus the 
demands of labor, the action of 
the California Builders’ Hardware 
Association in presenting Van 
Nostrand, member of the Public 
Relations Council of the Mer- 
chants and Manufacturers Asso- 
ciation at its last meeting was a 
master stroke. A capacity crowd 
closely followed the speaker as 
he dwelt on the labor problem 
as it applies to the many rami- 
fications of the building business 
of which the Builders’ Hardware 
Association is a highly important 
factor. 

Recently elected directors of 
the association are President Hal 
Roach, Glendale Hardware Co.; 
Secretary Frank L. Seabott, Sea- 
bott Hardware Co.; Treasurer 
Archie MacKeller, Harvard Hard- 
ware & Paint Co.; Past Presi- 
dent James C. McAleer, Builders’ 
Hardware & Supply Co. who is 
also chairman of the board of 
directors; Byron Kyser, Western 
Co.; Harold Hucke, Van Nuys 
Hardware Co. 


FAIRBANKS, MORSE IN 
NEW CLEVELAND HOME 


Announcement comes from 
Harry E. Brown, manager of the 
Cleveland Branch of Fairbanks, 
Morse & Co., Chicago, that it 
has moved into a new location at 
the corner of 30th and Superior 
Streets, not far from the center 
of the downtown section of 
Cleveland. In addition, the com- 
pany has equipped its new mod- 
ern and large repair department 
with thousands of parts for the 
various Fairbanks-Morse _ prod- 
ucts sold throughout the Cleve- 
land territory in order to render 
the best possible service. 

The new building has a large 
individualized sales office sepa- 
rated from the accounting and 
credit departments by an attrac- 
tive display room located in the 
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center of the building. F. J. 
Kluempers, formerly from the St. 
Louis office of the company, is 
manager of the dealer depart- 
ment. 


REPRESENTS CLEMSON AND 
CLAYTON & LAMBERT MFG. 


A. P. Henricks Co., manufac- 
turers agents, 78 Reade St., New 
York City, has been appointed 
to represent Clemson Bros., Inc., 
Middletown, N. Y., lawn mower, 
hack saw and hack saw frame 
manufacturers and Clayton & 
Lambert Mfg. Co., Detroit, Mich., 
manufacturers of torches and 
firepots, in the metropolitan New 
York district. The two lines had 
previously been handled by the 
former firm of Henricks & 
Howell. 


NEW OFFICERS OF PAINT. 
VARNISH, LACQUER ASSN. 


At the May 8 meeting of the 
New York Paint, Varnish and 
Lacquer Association, the follow- 
ing officers were elected for the 
ensuing year: president, Leo 
Roon, Roxalin Flexible Lacquer 
Co., Inc.; vice-president, C. Fran- 
cis Beatty, Socony Paint Products 
Co., Inc.; secretary, Louis Gilles- 
pie, Gillespie-Rogers-Pyatt Co., 
Inc., and treasurer, Hendrick E. 
Hendrickson, S. Winterbourne & 
Co.; members of the executive 
committee, to serve two years, 
James H. Abraham, Clover Leaf 
Paint & Varnish Corp., and Ralph 
M. Neumann, The New Jersey 
Zinc Co. 


HEADS GOODRICH’S SALES 
OF RUBBER HEELS, SOLES 


F. A. Lang, operating manager 
of the mechanical division of The 
B. F. Goodrich Co., Akron, Ohio, 
has assumed the responsibility for 
rubber heel and sole sales, for- 
merly carried by M. D. Maskrey, 
resigned, it is announced by W. 
S. Richardson, general sales man- 
ager of the mechanical division. 





Exclusive 


With LUCAS Dealers 





12 PAGE 
FULL COLOR 


ROTO HANDBILL 
BIGGEST MOST 
ELABORATE IN 

ENTIRE INDUSTRY 


Beautiful professional models! 
All pictures specially posed! 
Packed with selling ideas! 
Looks like a class magazine. 
It's great! And only Lucas 
has it! 








NAME 
ADDRESS 
CITY 





SEND COUPON TODAY 


JOHN LUCAS & CO., 41-H5 

322 Race St., Philadelphia, Penna. 
Please send me complete information about the Lucas Paint Pattern 

merchandising program, and about the 12-page Rotogravure Handbill. 


JOHN LUCAS & COMPANY, inc. 


ADMINISTRATIVE OFFICES, PHILADELPHIA, PENNSYLVANIA 






Here’s a tremen- 
dous sales help 
that can be yours 
exclusively in your locality. LUCAS 
PAINT PATTERNS is the newest idea 
in Paint Merchandising and is proving 
one of the greatest “sales helps” ever de- 
vised. 

Scores of beautiful painted patterns of in- 
teriors in true paint colors. Thrilling, col- 
orful patterns that show exactly dow the 
finished job will look. ° 

A complete program — books for the 
counter, books for painters, patterns for 
consumers, counter displays, window 
displays, handbills, newspaper ads — 
everything it takes to sell PAINT PAT- 
TERNS—and Paint for you. 


Why not get all the story? Mail the 
coupon today! 







STATE sical 


OFFICES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 
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Quikwerk Extra Durability 











UIKWERK TOOLS are just 
right, not too hard nor too 
soft. Your customers receive 
more for their money in these 
tools which have longer life and 
greater safety. The striking 
faces and cutting edges of no 
other Heavy Hardware Tools 
will stand up with Quikwerk 
when put to the severe test of 
driving steel or cutting rock. 
They are made under close 
laboratory supervision of chem- 
ical AND physical properties. 
Your jobbers offer you the 
biggest value possible when 
they show the Quikwerk Line. 
Accept no substitutes. 
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NO. 20 


PICK MATTOCK 


WARREN TOOL CORP. 








HARDWARE BRIEFS 





Name and Address 
ALABAMA 


Andalusia, 
S. Dd. Brooks Hdwe. 
Co. 


Ford-Maloy Hdwe. 


Sylacauga, 
Dean & Carothers 


Hdwe. 


Tuscumbia, 
E. C. Richardson 
Hdwe. Co. 


{RKANSAS 

Fort Smith, 

O’Shea-Hinch Hdwe. 
Co. 


IOWA 

FE ldora, 

Stauffer-Van Avery 
Hdwe. Co. 


Hardy, 

Anliker Hdwe. 
KANSAS 
Horton, 
Kennedy Hdwe. 


Caldwell, 
Terwilliger Hdwe. & 
Appliance Store 

Ellis, 
Ruttan Hdwe. 


LOUISIANA 

Haynesville, 

Haynesville Hdwe. & 
Furniture Co. 


VASSACHUSETTS 
Canton, 

Canton Supply Co., 
516 Washington St. 


MICHIGAN 


Tonia, 
Young’s Hdwe. 


Pontiac, 

Art’s Hdwe., 37 N. 
Saginaw St. 

St. Louis, 

Wvilys Hdwe., Mill 


St. 


VISSOURI 


} Cassville, 
| Cassville Hdwe Co. 





VEW YORK 
Burnt Hills, 
Burnt Hills Hdwe. 


Rego Park, Long 
Island, 
Booth Supply Co. 


NORTH CAROLINA 
Wadesboro, 
James A. Leak Co. 


Feature 


Moved to new quarters, for- 
merly occupied by the Ford- 
Maloy Hdwe. 


Business dissolved by S. O. 
Maloy and Herbert Ford, 
partners. Most of stock moved 
to store owned by Mr. Maloy 
in Opp, Ala. 


Interest of R. Dean purchased 
by A. D. Carothers. 


Now the C. W. Hardware C». 
since purchase by Curti: 


Walker. 


Purchased by Pink Shaw. 


Business sold to Roy 0. 
Youngerman. 


Sold to Lee Wilson and O. J. 
Kayou. 


J. R. Kennedy has sold his 
building and liquidated his 
business. 


A new business there. 


Now the Ellis Hdwe. since 
purchase of business by I. J. 


Rupp and C. J. Wolf. 


Stock has been purchased by 
1. C. McEachern, owner of the 
Home Furniture Co. and com- 
bined with his business. 


New business with paint and 
hardware lines. 


Business closed and stock sold 
to John Schlosser, who is 
moving the stock to his farm 
in Orange township. 


A new business owned by Art, 
Morris, and Samuel Moss. 


Business reopened. 


D. D. Roller has purchased an 
interest in the business and 
is now a member of the firm. 


Is building a one-story addi- 
tion. 


Has expanded its quarters 
and now occupies 93-11 to 
93-15 63rd Drive. Seeking ad- 
ditional lines and wants 
manufacturers’ catalogs. 


Has installed a complete gen- 
eral hardware and farm sup- 
ply department. 


Owner or 
Manager 


James Ward, 
mer. 


Roy Wier, 
mgr. 


Lee Wilson, 


mer. 


B. B. Terwil- 


liger, owner. 


H. Linwood 
Chandler, 


president. 


Samuel Moss, 
mer. 


Frank T. 
Wyllys 


HARDWARE AGE 
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OHIO” 


Marion, Name of company has been Russell D. 
Van Atta Hdwe. Co., changed to The R. D. Luke Luke, presi- 
181 W. Center St. Hdwe. Co. dent, general 
manager. 
OKLAHOMA 
Sayre, Moved into new and beiter Ben Lewis, 
Sayre Hdwe. Co. quarters. J. H. For- 


syth, owners. 
PENNSYLVANIA 
Waynesburg, Under new ownership. B. F. Patton. 
King, Hoge & Co., 78 
E. High St. 


OREGON 
Portland, Ilas completed its enlarged D. B. Chown. 
Chown Hdwe. and remodeled store at S. W. 


th Ave., new Alder St. 


SOUTH CAROLINA 


Lexington, New business with lines of Rob Monts, 
lexington Supply Co. hardware, farm supplies, and Chris Corley, 
groceries. owners. 


TENNESSEE 





Lawrenceburg, A new. hardware — business 
opened there by Jim A. Kim- 
brough. 

TEXAS 

Orange Grove, Is building an addition to 

Neumann Hdwe. Co. serve as a warehouse. 

Hillsboro, Expanded store to twice its 

Buie Hdwe. & Furn. size. 

Co. 

Overton, Now operating a seed and 

Pope Hdwe. Co. feed department in a recently 
constructed addition to it- 
quarters, 

San Juan, Stock and fixtures purchased 

Valley Hdwe. Co. by W. B. Borman. 

Winters, John Shipman has opened a 
hardware business there. 

UTAH 

Monticello, New business. 

Richey Hdwe. & Bldg. . Lee Richey, 

Supply Store owner. 

VIRGINIA 

Norton, Building destroyed by fire is 

Wise Hdwe. & Furn. being rebuilt. 

Co. 

Rocky Mount, B. B. Angle has purchased 

Angle Hdwe. Co. the entire stock of the com- 
pany. 





TO GEORGE A. MARTIN FOR PUBLIC SERVICE 


The Cleveland Chamber of Commerce members recently bestowed 
their annual Award for Public Service on George A. Martin, 75- 
year-old industrial who is chairman of the board, The Sherwin- 
Williams Co., Cleveland, Ohio. The citation reads, in part, 
“George Abraham Martin, distinguished and outstanding business 
administrator, humanitarian, patron of the arts and culture, for 
many years active in civic affairs, generously contributing to 
the betterment of business and living conditions in Cleveland”. 
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IN SIGHT— 
IN MIND 


All cotton yarn, firmly braided, 50% 
stronger than soft roving lines, yet low 
priced. Whale is value to your customers, 
and to you—it has extra sales value, be- 
cause it is packaged to be se/f-selling, in 
brightly printed transparent wrap and 
effective counter display carton. You can 
sell clothes line even though you hide it 
away—you can se//] far more when it is 

















properly displayed 






Clothes line is a necessity—people have 
to buy it—-but not necessarily from you 
Stock Whale Clothes Line and let the 
effective Whale packaging say, 

buy here and now 















Ask your jobber for Whale Clothes Line- 
quality to satisfy—packaged to sell 






We make a wide variety of braided cotton 
clothes line and sash cords, to meet al/ 
requirements for price and quality. 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 
































Step Up Sales... SELL COMPLETE SETS 


AS ADVERTISED EVERY MONTH IN 


LADIES’ HOME JOURNAL 


(Left) NUT MEAT CON ” 
TAINER - CHOPPER - DIS 
PENSER to retail for 25¢ 
Serves as a container for whole 
nuts; then chops and dispenses 
in same operation Steel con 
struction, nickel plated Red 
steel cover, red wooden knob, 
14-oz. clear glass container 


* 
(Right) PLASTIC TOP 
DRIPLESS SERVER to re 
tall for 25¢ Smart; a popu- 
lar seller Has red or green 
all-plastic top and slide, stain 
less steel spring, 14-02. clear 
glass container 





No. 572 





MATCHED RANGE SETS 
in 2 COMBINATIONS of 
29c and 59c 


New, different; for salt, pepper, flour, 
sugar. Sell in sets of 2 or 4 Match- y 
ing crystal glass, 14 oz. capacity, 6” } ) : 
high: red Tenite shaker tops; lam- = f = 


inated labels. ¢ 








No. 130 


Ne 610 





No 382 





No. 620 





es 


Easy to win extra sales if you suggest ... and feature... com- 
plete sets of Househo!d Handies as practical gifts for showers, wed- 
dings, birthdays, etc. Especially popular will be No. 382 Household 
Sprayer at 25¢; also No. 130 deluxe Batter Server at $1.00 which 
does double duty for cooling drinks. Then, of course, there is No. 
610 Cocktail Shaker (14 oz. size; large enough for 4 cocktails) at 
15¢, and No. 620 deluxe Cocktail Shaker (1% qt. capacity) at 40¢. 
Another favorite is No. 294 Onion Chopper at 25¢. For a deluxe 
Dripless Server, include No. 110 at 50¢. 


SEE YOUR JOBBER 


FEDERAL TOOL CORP. 


400 WN. LEAVITT ST., CHICAGO, ILLINOIS 








Twenty-five-year veteran, E. G. 


Biechler, general manager and 


toastmaster; D. K. Banker, assistant comptroller, Frigidaire Divi- 
sion, General Motors Sales Corp. 


“FRIGIDAIRE” 25-YEAR MEN HONORED 


Twenty-five “Frigidaire” em- 
ployees, each with an unbroken 
service record for a quarter of 
a century, were honored by a 
testimonial dinner given by 
“Frigidaire” executives and de- 
partment heads. Each of these 
men has been continually em- 
ployed since 1916 when Delco- 
Light, the parent company of the 
Frigidaire Corp., and later the 
Frigidaire Division of General 
Motors Corporation, Dayton, 
Ohio, was formed. Special sig- 
nificance was lent to the occa- 
sion by the fact that it coincided 
with the 25th anniversary of the 
association of E. G. Biechler, 
“Frigidaire’s” general manager, 
with the organization. R. H. 
Grant, sales manager of Delco- 
Light of 1916, and now vice- 
president of General Motors 
Corporation, was a special guest. 

The 25-year veterans honored 
were representatives from all 
phases of the organization—pro- 
duction, engineering, sales, and 
management. The oldest, in point 





of years, is Geo. H. Yehle, who 
is 80. The youngest, Geo. M. 
Troup, is 41 years old, and be- 
gan with Delco-Light at the age 
of 16. A pleasant evening was 
spent reminiscing and recalling 
“the good old days.” Mr. Biech- 
ler was presented with a scroll 
with the signatures of all present, 
commemorating his 25th anni- 
versary. All of the 25-year men 
were presented sterling silver 
cigarette boxes by their asso- 
ciates. 

The 25-year veterans present 
were: E. G. Biechler, general 
manager; R. H. Grant, vice-presi- 
dent, General Motors Corpora- 
tion; P. M. Bratten, general 
sales manager, appliance divi- 
sion; ‘E. J. Barney, purchasing 
agent; H. C. Bahl, supervisor of 
cafeterias; W. E. Bailey, service 
organization department; R. S. 
Bryan, budget director, sales 
division; H. P. Braeutigan, engi- 
neering drafting department; A. 
Brentlinger, production control 





Among those attending the 25-year testimonial dinner were H. F. 
Lehman, manager commercial and air conditioning sales; C. A. 
Copp, vice-president; F. L. Meachem, manager household engi- 
neering; I. C. Hartzell, manager production control; M. M. 
Roberts, manager of plants; G. R. Ault, manager ordnance plant; 
P. M. Bratton, general sales manager appliance division; D. K. 
Banker, assistant comptroller; E. R. Godfrey, assistant general 
manager, and seated, W. E. Kreitzer, purchasing agent, ordnance 
plant. 
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department; C. A. Copp, vice- 
president; R. P. Carr, manager, 
order department; C. O. Euchen- 


hofer, tool division; M. L. 
Fischer, purchasing department; 
W. I. Gottschall, comptroller 


division; J. E. Houser, super- 
visor, service manufacturing; J. 
S. Kemper, machine repair de- 
partment; Charles Mentel, order 
department; Harry McKnight, 
tool division; George Nauman, 
business management de part- 
ment; F. O. Pansing, assistant 
treasurer; R. V. Polen, assistant 
manager of plants; G. Puls, 
credit manager; L. C. Shannon, 
manager, foreign department; G. 
M. Troup, standards division; 
F. D. Wark, production control 
department; S. L. Weusthoff, 
office and field service depart- 
ment, and Geo. H. Yehle, adver- 
tising display department. 

In addition to the men in the 
home office, there are many men 
in the field in Frigidaire’s distrib- 
utor and dealer organizations who 
started with Delco-Light in 1916, 











and among them are: J. L. Fahey, 
Nashville, Tenn; H. C. Moore, 
Louisville, Ky.; Geo. H. Myers, 
Richmond, Ky.; Wm. H. Griffin, 
Owensboro, Ky.; Henry Porter, 
Allen, Ky.; R. C. Andrews, Ful- 
lerton, Nebr.; T. H. Vinyard, 
St. Louis, Mo.; E. L. Calverd, 
Carlinville, Ill.; J. G. Lundholm, 
Osage City, Kans.; W. A. Fent- 
ress, Dunreith, Ind.; R. J. Rich- 
ards, Indianapolis, Ind.; D. H. 
White, Indianapolis, Ind.; F. L. 
Riehle, Buffalo, N. Y.; J. W. 
Condon, Jr., Seattle, Wash.; T. 
A. Stewart, Portland, Conn.; Dale 
S. Ervin, Toledo, Ohio; John E. 
Watson, Woodstown, N. J.; Jo- 
seph E. Fahey, Syracuse, N. Y.; 
H. H. Bristol, Syracuse, N. Y.; 
H. A. Foster, Syracuse, N. Y.; 
E. W. Hall, Pocatello, Idaho; S. 
A. Long, Wichita, Kans.; R. L. 
Wood, Wichita, Kans.; E. A. 
Cox, Houston, Texas; E. A. 
Blackburn, Houston, Texas; B. 
C. Duffie, Houston, Texas; D. B. 
Charles, Detroit, Mich. 


National Amateur Bicycle Championships 
Set for Pasadena, Calif., Aug. 23 to 24 


The 1941 National Amateur 
Bicycle Championships will be 
held in Pasadena, California, on 
August 23 and 24. This decision 
was reached at a recent meeting 
of the National Championship 
Committee at the Hotel Commo- 
dore, New York City. The Na- 
tional Championship Committee, 
is comprised of virtually all the 
directors and officials of the 
Amateur Bicycle League of 
America, 2037 Hughes Ave., New 
York City. 

There will be a total of 11 
races, all to be held at the Rose 
Bowl course, Pasadena. The 
schedule: senior men, three, ten, 
fifteen and thirty mile races; 
junior men, three, six, nine and 
fifteen mile races; women, one, 
three and six mile races. Club 
and district eliminations are to 
be held during the months of 
May and June, with the state 
championships slated for July. 
Three riders in each state will 
be eligible for each class of 
competition. 

State championship medals of 
gold, silver and bronze will be 
awarded by the Amateur Bicycle 
League of America, while Na- 
tional Championship medals, of 
the same metals, as well as 
numerous added trophies, have 
been donated by the Pasadena 
Junior Chamber of Commerce 
and other Southern California 
business interests. 

Transportation and hotel ex- 
penses for the state champions 
will be advanced by the sponsor 
organization, the Amateur Bicycle 
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League of America. The annual 
meeting and convention of the 
A.B.L. of A. will be held in 
Pasadena at the same time as 
the races. 





Son Takes Over Father’s 
Territory 





George E. Rahing, pictured | 


with his father, Charles H. Rah- 
ing is now covering the terri- 
tory formerly traveled by his 
father for the Witte Hardware 
Co., wholesale firm of St. Louis, 
Mo. Mr. Rahing, senior, retired 
from business in December, 
1940, following a serious auto- 
mobile accident. He had been 
associated with the Witte com- 
pany since 1890 and had 
traveled the West Central Mis- 
souri territory for almost 51 
years. He was also a vice-pres- 
ident of the company. 














It’s Profitable to Sell 
TRIPLEX NUTS 


for Fast, Low-Cost Assembly 


Increase your Nut profits—cut down 
losses from misfit complaints. Smart 
buyers give you more business when 
they’ve tried customer - winning 
TRIPLEX Nuts. 


Accurate to size, full threads for a 
smooth fit and a tight grip, 100% 
bearing surface. Your trade likes a 
product that holds assembly costs 
low—avoids time-wasting misfits and 
throwouts. Complete range of sizes 
in square, hex and castellated—semi- 


finished, H.P., C.P., C. & T. 


Get ready now to serve your customers well 
with profitable TRIPLEX Nuts. Write today 
for samples and prices. 


THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue ~- Cleveland, Ohio 





CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Usedin Every Industry * 
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Mode! 111— Reciprocating Pump 











From shallow-well centrif- 
ugal pumps that deliver up 
to 400 gallons an hour, to 
standard deep-well systems 
pumping upwards of 4000, 
the F&W line is complete. Sell 
F&W and you'll never have 
to pass up a sales opportunity 
—there’s an F&W system 
for every water need... 











Model C-8010—New Centrifugal Pump 


FOR SHALLOW WELLS 
FOR DEEP WELLS 


* 
Reciprocating Pumps 
Centrifugal Pumps 
Sump Pumps, Pump Jacks 

* 


Star*Zephyr Windmills, Streamlined, 
Pump 30% more water! 


WRITE TODAY for complete information 
about F&W Water Systems for every type 
of power...every kind of well...every rural 
and suburban water requirement. You'll 
make money with the F& W line. 


FLINT & WALLING MFG. CO., INC. 


588 Oak Street, Kendalivilie, Indiana 











OUR 75TH ANNIVERSARY YEAR 
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OBITU 


ARIES 





EMIEL FOX | 


Emiel Fox, 72, inventor of the 
Fox police lock and president of | 
the Fox Police Lock Mfg. Co., 46 | 
W. 21st St., New York City, 
passed away recently of a heart 
attack. Mr. Fox came to this 
country at the age of 21. In| 
1918 he invented the police lock | 
which is used extensively through- | 
out the United States. He leaves | 
a son, Richard E. Fox. 





ALEXANDER GLASS 


Alexander Glass, 81, chairman 
of the board of directors of the 
Wheeling Steel Corp., Wheeling, 
W. Va., passed away recently. 
After graduation from the Iron 
City College, Pittsburgh, Pa., Mr. | 
Gloss was employed as a post 
«fice clerk, then became a book- 
keeper and secretary of the 
Laughlin Junction Steel Co.,| 
Mingo Junction, Ohio. In 1902 
he became president of the Ports- 
mouth Steel Co., was made presi- 
dent in 1910, and in 1920 merged 
it with the Labelle Iron Works, 
a firm which had been founded 
by his father, and the Wheeling 
Steel & Iron Co. to form the 
Wheeling Steel Corp. At that 
time he became chairman of the 


hoard, a position he held until 
his death. 


RICHARD H. FRIEND 
Richard H. Friend, 77, presi- | 


ly. Mr. Friend had been a hard 
ware merchant for 50 years. Hi- 
widow and two daughters su 
vive. 


E. D. WHITNEY 
E. D. Whitney, 77, a traveling 
representative for the Robeson 
Cutlery Co., Inc., Perry, N. Y., 
passed away at his home in Ful- 
ton, N. Y. Mr. Whitney had 
travelled for the Robeson organ 
ization for more than 40 year- 
and was widely known in the 
northern New England and north 

ern New York sections. 


C. G. CALBERT 


C. G. Calbert, 45, hardware 
merchant of Warsaw, Mo., passed 
away recently. He had been 
manager-owner of the Calbert 
Hdwe. Co. since 1915, when his 
father, founder of the firm, passed 
away. 


FREDERIC J. KLAGES 


Frederic J. Klages, a friendly 
old gentleman known to many 
hardwaremen in New York City, 
passed away suddenly May 5, 
following a heart attack. He had 
been affiliated with the hardware 
business for approximately half 
a century, and at the time of his 
passing represented the Searls 
Mfg. Co., Chester, Pa., manufac- 


| turers of bathroom fixtures. As 


a young man he worked in vari- 


dent of the Friend-Pike Hdwe. | ous capacities for theatrical com- 


Co., and the Friend-Pike Sheet 


panies and cherished a collection 


Metal and Roofing Co., Sioux | of programs of theatres famed 


City, lowa, passed away recent: | 


before the turn of the century. 


MEWA ISSUES STATEMENT ON 


FTC CE 


ASE AND DESIST ORDER 


The Motor and Equipment | agreed stipulations of fact upon 
Wholesalers Association, 309 W.| which the commission based its 


Jackson Blvd., Chicago, — IIl., 
through its general manager, B. 
W. Ruark, has issued a statement 
as follows in reference to the re- 
cent cease and desist order of 
the Federal Trade Commission 
against the Association. 

“The Federal Trade Commis- 


finding of fact and this order. 
| The Association felt that the is- 
| sue between the government and 
the Association was not such as 
to justify the expense of pro 
longed litigation. 

The order is directed against 


| Motor and Equipment Whole 








sion order against the Motor and | salers Association, which is an 
Equipment Wholesalers Associa- Illinois corporation, acting 
tion directing the Association to| through its officers and agents. 
cease and desist from practices | No individual member is named 
alleged by the commission to| nor are the members named gen 
have been engaged by the Asso-| erally in the order. It is the 
ciation disposes of a complaint | opinion of the Association that 
issued in 1936 against the As-| the order will not interfere with 
sociation and three local associa-| any of the present or contem 
tions.” | plated activities of the Associa 
The Association executed | tion. 
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PRICE, CIVILIAN SUPPLY AND PRIORITIES 


DIVISONS TO 


Plans designed to coordinate 


COORDINATE ACTIVITIES 


| ply and the Division of Prioritie- 


closely the operations and activi-| of the Office of Production Man- 


ties of the Office of Price Admin- 


istration and Civilian Supply and | 
the Priorities Division of the Of- | 


fice of Production Management 
are now being worked out by 
officials of the two agencies. A 
joint statement on the subject 
was issued by E. R. Stettinius, 
Jr., director of Priorities and 
Leon Henderson, head of the 
Office of Price Administration 
and Civilian Supply. Their state- 
ment said: 

“We recognize military defense 
needs as our first and most im- 
portant consideration and respon- 
sibility. Without conflicting with 
the production of military de- 
fense needs, we must provide the 
necessary supplies of materials 
and commodities required for 
civilian use and for protection 
of public health, welfare and 
safety. 

“To assure efficiency, and to 
increase the effectiveness of those 
programs, it is essential that we 
coordinate most closely the ac- 
tivities of the Office of Price 
Administration and Civilian Sup- 


| agement. 

“Presidential orders 
these offices directed the use of 
the services and facilities of all 


creating 


agencies and departments to the 
| fullest extent compatible with ef 
| ficiency. The director of the 
Division of Priorities of OPM 
|and the administrator of OPACS 
|are in complete agreement on 





policies and objectives, and both 
intend to make full joint use of 
the services and facilities of the 


two agencies without duplication 
of effort or activities. 

“We expect all staff members 
to reflect this agreement through 
full cooperation in the use and 
the facilities and 
services of the two agencies. 

“Blackwell Smith, as assistant 
director of priorities, and Joseph 
Weiner, as assistant administrator 
of OPACS, will develop plans 
and procedures to make the co- 
of activities efficient, 


exchange of 





ordination 
|and later directives to the staffs 
| of the divisions will make those 
plans and procedures effective.” 





1941 INVENTORY SHOWS WATERFOWL’'S 
STATUS “GENERALLY SATISFACTORY” 


The status of North American 
waterfowl is generally satisfac- 
tory. That is the substance of 


a report made now by Dr. Ira | 


N. Gabrielson, director of the 
Fish and Wildlife Service. The 
report is based chiefly on data 
obtained from a nationwide in- 
ventory conducted in January. 


This inventory, Dr. Gabrielson, | 
reported, indicated that the con- | 


tinental waterfowl population is 
about 70,000,000, or more than 
double the numbers estimated in 
1935 but only slightly larger 
than the 65,000,000 total re- 
ported last year. 

While describing duck and 
goose conditions as “generally 
satisfactory,” Dr. Gabrielson 
pointed out that there has been 
a marked leveling off in the up- 
ward trend that was conspicuous 


in the waterfowl increases during | 
the early years of the restoration | 


program. “This,” he continued, 
“indicates that under the regula- 
tions in effect for the shooting 
season of 1940 the sportsmen 
came perilously close to a com- 
plete harvest of the year’s crop 
of wild fowl.” 

Dr. Gabrielson speculated that | 
this conclusion would be surpris- | 
ing to hunters in areas where 
“bluebird weather” kept the 


| 
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| waterfowl quiet on feeding and 
| resting grounds. He viewed the 
increased harvest as “probably 
due to the growing numbers of 
| shooters,” pointing out that the 
sales of duck stamps, which are 
required of all waterfowl hunters 





over 16, have increased from 
| 635,000 in 1934 to more than 
1,200,000 in 1940. 

With nearly twice as many 


| 

| hunters in the field, he explained, 
|the total bag for the country 
| would be materially increased 
|even though individuals took 
| fewer birds. 
| Referring 
| hunting regulations had 
somewhat liberalized in 1938 and 
still further in 1940, Dr. Gabriel- 
son said: “It appears that we 
have reached the limit of such 
if we are to continue 


to the fact that 
been 


action 
steadily toward a goal of ade- 





quate restoration of this most 
highly important natural re- 
| source.” 


“Furthermore,” he pointed out, 
“there are plenty of headaches, 
as the 194] 
that there are some species, such 
as the redhead, that continues to 


inventory showed 


be in a decidedly precarious con- 


| dition.” 


Dealers! You are missing a good bet. A good many of 
your women customers would buy SHELF PAPER if 
you SHOWED it to them! Put the colorful MILAPACO 
Display Rack in a prominent spot on your counter and 
waich it PROVE this fact. 

FAST-SELLING 
gives you a 


Includes: 


6 dozen °-foot Lengths of Milapaco PANTRY PRIDE Shelf Paper 
in 6 popular Designs at only 5¢ each. 





40% Profit on Minimum Investment! 


PANTRY PRIDE 


PAPER... 


Milapaco DISPLAY DEAL No. 240 


One “Self-Service” 

Rack FREE 

(It does most of the selling 
for you) 


Display 


Milapaco PANTRY PRIDE Today's 
BIG Value in 5¢ Shelf Poper.. . 


PANTRY PRIDE sells on sight! 
Artisti® new designs, brilliant 
new colors, Patented Scored Edge 
(Pat. No. 2.166,352). new 
Hi-Gloss finish, and many other 
features make it practically irre- 
sistible to the housewife. Prove 
this in YOUR Store. 








* Return the Coupon for YOUR DISPLAY DEAL TODAY! 


SSS ST TO ee 
Milwaukee Lace 
1302B East Meinecke Avenue 
Milwaukee, Wisconsin 

Please send me RUSH the new Milapaco DISPLAY DEAL No. 240—con- 
taining 6 dozen 5¢ lengths of PANTRY PRIDE Shelf Paper, plus the FREE 
To be billed through my Jobber. 


Display Rack. 
Name 


Address 


Jobber Name 


Paper Products of Character 


Paper Company 


State 





MILWAUKEE LACE 
PAPER COMPANY 
1302B East Meinecke Avenue 
Milwaukee, Wis. Est. in 1898 
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Because it Fortifies the 
Oil Value of Paint 


Most of your painter customers know that Pol-mer-ik 
Linseed Oil contains 10% of polymerized linseed 
oil. They refer to it as “cooked oil’’ — oil that has 
been heat treated to a heavy viscosity. 


Pol-mer-ik, because of this 10% of heavy-bodied 
cooked oil, fortifies the oil value of the paint film. It 
makes paints brush out better, level better, gives the 
paint better gloss and greater durability. That's why 
painters prefer Pol-mer-ik over regular linseed oil. 


GREATER PROFITS FOR DEALER 


By featuring Pol-mer-ik in Cans dealers have elimi- 
nated the old linseed oil drum with all its waste, 
mess, and bother. Drum selling is loss selling. Selling 
Pol-mer-ik in packages is profitable selling. There 
are no losses when you feature cans. You buy 
a can. You sell & can. There's a profit on every 
sale. Mail the coupon below for details on Pol- 

mer-ik and the moder way to 
merchandise linseed oil at a profit. 
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Technical Manual Is Feature of 


Electric Water Systems Campaign 


Encouraged by the consistent 
yearly gain in the sale of electric 
water systems, the Electric Water 
Systems Council, 420 Lexington 
Ave., New York City, has launch- 
ed a promotional program for 
1941 which is claimed to be the 
most comprehensive ever offered 
to aid dealers, distributors, manu- 
facturers, and power companies. 
The Council announces the pub- 
lication of a comprehensive tech- 
nical manual for dealers; a dealer 
folder; a consumer booklet; and 
an envelope stuffer for use by 
power companies and manufac- 
turers. 

While the basic objective of 
the consumer literature is to in- 
duce the prospect to go to the 
dealer, the purpose of the tech- 
nical manual is to provide the 
dealer with all the information 
he needs on the selection, instal- 
lation and maintenance of every 
type of pump used for domestic 
purposes. 

The technical manual entitled 
“Standard Manual of Water Sup- 
ply Systems,” represents not 
merely the views of a few manu- 
facturers but all of the manu- 
facturers participating in the pro- 
motional activities of the Electric 
Water Systems Council. The 
manual is illustrated and the 
material is interestingly present- 
ed in seven chapters; Purpose 
and Operation of a Water Sys- 
tem; Application of a Water 
System; Source of Water; De- 
scription of Equipment; Select- 
ing the Right Equipment for the 
Job; Installation, Starting, and 
Operation, and Maintenance and 
Service. 


JULY HOUSEWARES SHOW 
ALMOST SOLD OUT 


Setting a record far ahead of 
the corresponding period for last 
year, already over 91 per cent of 
the booths at the Atlantic City 
Housewares Show, to be held, 
July 13-18, under the sponsor- 
ship of the New York House- 
wares Manufacturers Association, 
have been reserved by exhibitors. 
Usually the show attracts over 
5000 buyers from all over the 
country. This year because of 
complicated manufacturing con- 
ditions many more buyers are ex- 
pected to go to Atlantic City to 
place their advance fall and win- 
ter requirements. 

A feature of this year’s exhibi- 
tion will be the special, separate 
double-aisle section of the audi- 
torium which will be devoted ex- 
clusively to the showing of ma- 
jor appliances. 








Sounding a new theme for 
1941, the dealer folder features 
the thought: “Sell running water 
with this idea in mind—one fau- 
cet where needed most—more can 
be installed later.” 

A three-fold plan of action for 
the dealer, the manufacturer, and 
the local electric service com- 
pany is outlined in the folder. 

These suggestions are offered to 
the dealer: Cooperate with your 
local electric service company; 
attract customer’s recognition 
with window and store displays; 
do some advertising in your local 
newspaper; visit prospects regu- 
larly and circularize them with 
broadsides and similar material 
furnished by your manufacturer; 
recommend adequate capacity; 
sell at fair prices that carry satis- 
factory profits; give personal fol- 
low-up and service after sale. 

The 1941 promotional program 
includes two new pieces of litera- 
ture for consumers. One is an 
attractive two-color, 12-page book- 
let “Now You Can Have Run- 
ning Water” and the other is an 
envelope stuffer which power 
companies will send out with 
their monthly statements. This 
is headlined “Why Wait Longer? 
Start Now With Running Water 
Where You Need It Most. If 
Only One Faucet . . . Then Add 
More Later.” 

The consumer booklet is illus- 
trated in modern caricature style 
with “Handy” Faucet and “Able” 
Water System. In this booklet, 
too, the theme of starting with 
one faucet where you need it 
most is featured. 


To accommodate the smaller 
metropolitan New York City 
housewares and hardware deal- 
ers, special arrangements have 
been made to run a one-day ex- 
cursion train on Sunday, July 13, 
at a reduced rate of $3.00 for 
the round trip. 


NATIONAL TENNIS WEEK 
DISPLAY CONTEST 

National Tennis Week will be 
observed from Saturday, May 24 
through Saturday, May 31 and is 
sponsored by The Sporting Goods 
Dealer, St. Louis, Mo. Cash 
awards and trophies are being 
offered for outstanding window 
displays which tie-in with the 
promotion. Any store in the 
United States and Canada sell- 
ing tennis equipment at retail is 
eligible. 
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F. H. Lawson Company Celebrates 
125th Business Anniversary 


As The F. H. Lawson Com. | 


pany, Cincinnati, Ohio, manufac- 
turer of sheet metal products, 
celebrates its century and a quar- 
ter anniversary, research insti- 
tuted by Frank H. Lawson, rep- 
resenting the fifth generation of 


Lawsons, has disclosed many in- | 
teresting facts about its early | 


history. 

Cincinnati was only an outpost | 
in the wilderness, in 1816, when 
Thomas Lawson arrived from | 
Pittsburgh on a flatboat, built a 
crude log cabin and opened shop | 
as a “Tin-Plate Worker, Brazier 
& iad Monger.” Thus started 
The F. H. 


Observes 92nd Birthday, 


In Hardware, 36 Years 





Courtesy. Louisiana Press-Journal 


J. P. WOOTEN 


Who recently celebrated his 
92nd birthday and who has the 


distinction of being the oldest | 
citizen of Louisiana, Mo., where | « 


he resides and conducts his 
hardware business. Mr. Wooten 
has been a hardware man since 
1905 and his store is one of 
the best in that section of Mis- 
souri. At present the business 
is actively managed by Mr. 


W ooten’s son, J. C. Wooten, | 


who has been a member of the 
firm almost since it was started. 
Mr. Wooten enjoys farming and 
now spends most of his time on 


his farms, which total 800 acres. | 


At 92 he is still able to drive a | 
car or truck and reads without | 
glasses. 





HANDBOOK TELLS ABOUT 
PRIORITIES SYSTEM 


A handbook on the operation 
of the priorities system has been 
made available at no cost for 
general distribution upon appli- 
cation to the Division of Informa- 
tion, Office of Emergency Man- 
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Lawson Company, | 


which has grown steadily until 
today, for example, it is one of 
the largest manufacturers of steel 
bathroom cabinets in America! 
|In addition, the company is a 
|leading manufacturer of galva- 
nized ware, decorated kitchen 
ware and many other types of 
|metal products. New catalogs 
are available on all these various 
| products and will be sent upon 
request. 

Franklin H. Lawson, represent- 
ing the fifth generation, is secre- 
tary and treasurer of the com- 
pany, and in a statement to cus- 
| tomers has promised the continu- 
lation of those policies in force 
for 125 years. 


Se ment, new Social Security 

| Building, Washington, D. C. 
| Called “Priorities and De- 
fense,” the booklet includes a 
general statement on the theory 
and administration of the priori- 
ties system, a question and an- 
swer section, a copy of the Priori- 
ties Critical List, the official in- 
structions on priorities to Supply 
Arms and Services of the Army 
and Bureaus and Offices of the 
Navy Department, reproductions 
of preference rating forms, and 
other material. 

The handbook can be made 
available in quantities to trade 
afsociations or other agencies 
which want to distribute the 
material to members. 





BOOSTERS HEAR TALK 
ON U. S. CONSTITUTION 


William Berg, attorney, and 
former U. S. attorney for the 
New York district, spoke on, 
Our Constitution,” at the April 
25 meeting of the Hardware 
Boosters, held in the Washington 
Room, George Washington Hotel, 
Lexington Ave. and 23rd St., 
New York City. Reviewing the 
constitution and the _ various 
amendments, and quoting various 
legal decisions concerning its in- 
terpretation, Mr. Berg declared 
that government is the most im- 
portant thing in our lives. It is 
| up to us to see that we have the 
kind of government we should 
| have. The Constitution, in its 
| original form, he said, had no 
Bill of Rights, but this was taken 
care of by the first 10 amend- 
| ments. The meeting was pre- 
| sided over by Harry Fox, Star 
Expansion Bolt Co., president of 
| the Boosters. 
| Thomas Hogben, the L. S. 
Starrett Co., and W. Robert 
Goepel, United States Plywood 
Corp., were elected members. 





KLEINS-=- 


Your copy of 
the Klein Pock- 
et Tool Guide 
will be sent on 
request. 














FOR THE MAN 


WHO KNOWS PLIERS 


SK the old timer who has been up on the 
A sticks since the turrt of the century. Ask 
the grunt who wants to be up there, too. Ask 
he'll tell 


you that only one kind of plier is good enough 





any lineman or electrician anywhere 


for him—the kind that carries the Klein trade- 
mark. Such universal recognition of quality by 
the men who know will help you make sales 
when you carry Klein pliers. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp., New York 


KLEIN=m & Sons 


MON Vv CHICAG 
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Test Yourself 


on your knowledge of the basic 
principles of buying and selling 


1—-For profitable operation the av- 


erage hardware retailer should se- 


cure a margin percentage (differ- 


ence between net sales and cost of 

goods sold expressed as a percent- 

age of net sales) of 
(a) = 5 per cent. 
(b) 28.2 per cent. 
(ec) 25.6 per cent. 
(d) 33.0 per cent. 

2—A merchant buys two lots of 

merchandise: Lot A amounts to 

$300 with a markup of 45 per cent. 

Lot B amounts to $100 with a 

markup of 34 per cent. What is the 

average markon percentage on the 
entire purchase? 

(a) 44.0 per cent. 

(b) 39.5 per cent. 

(c) 42.25 per cent. 

(d) 38.25 per cent. 

3—If the market value of an in- 

ventory at the end of a period is 

mistakenly reported as $300 less 
than its actual worth, the profit for 
the period will be erroneously 

(a) Increased by $300. 

(b) Reduced by $300. 

(c) Not affected in any way. 
4—-Under the Robinson-Patman Act 
a wholesaler may grant quantity 
discounts to a retailer 
(a) In all cases. 

(b) Under certain conditions only. 

(c) Not at all, since they are pro- 
hibited. 

5—A store receives on Friday a lot 
of merchandise which had not been 
ordered. The retailer places the 
goods on the counter for Saturday 
selling. None of the goods are sold, 
and on Monday the storekeeper 
packs up the goods and returns 
them. The shipper, however, refuses 
to accept the return and demands 
payment. 

(a) The shipper is right in his con- 
tention. 

(b) The storekeeper has a legal 
right to return the goods since 
they were not ordered. 

6—An invoice dated August 15 

bears terms of 2 per cent—1l0th 

prox., net 30. When does the dis- 
count period expire? 

(a) Sept. 4th. 

(b) Sept. 10th. 

(c) Sept. 30th. 

(d) Sept. 24th. 

7—The list price of an article is 

subject to a trade discount of 10 

per cent, 5 per cent, 2 per cent and 
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a cash discount of 2 per cent. When 
computing the amount of the remit- 
tance, which should be deducted 
first ? 

(a) The cash discount. 

(b) The trade discount. 

(c) Either one. 
8—It is a well-established practice 
to consider freight and express 
charges (not paid by the whole- 
saler) as 


a) Added cost of the goods pur- 
chased. 

(b) An operating expense. 

(ce) Reduction of the cash discount 
received on the purchase. 

—-A hardware retailer purchased 
a lot of goods at a special price, but 
did not take time to inspect the 
goods. When the merchandise ar- 
rived in the store, the merchant was 
disappointed in some of the goods, 
and returned them claiming that 
they did not live up to the whole- 
saler’s representations. 

(a) The retailer has no legal right 
to return the goods. 

(b) The retailer is within his legal 
rights in returning the mer- 
chandise. 

(Continued on page 144) 
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“Lacy / WE ONLY GUESS WHO,——WITH ORDERS 
OF TWO DOLLARS OR MORE 
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by M°KINNEY offers 
Rustic Beauty and Endurance 


' 


FOR EVERY TYPE 
HOME IN ANY 
PRICE RANGE 


Designed right ... Priced right 


Attractively priced to 
meet the new trend of 
low cost housing—at- 
tractively designed to 
lend charm and beauty 
to any style home. 
Write for Forged Iron 
Design suggestions for 
Pennsylvania Farm, Cape 
Cod, Dutch Colonial, 
French, English and 


Mediterranean. 


McKINNEY 


MANUFACTURING CO. 


PITTSBURGH 



















It is easy to understand why Lowe 
Brothers dealers everywhere are 
sold on The Stylizer. It helps close 
sales for them, and here’s why— 

This new and efficient paint 
fashion selector shows their cus- 
tomers how to restyle a room in 
harmony with existing floor cover- 
ings, draperies or furniture. That’s 
why it selects correct colors easily 
and accurately and he!ps dealers 
close sales quickly. Exclusively 
available to Lowe Brothers dealers, 
of course. 

For details about The Stylizer 
and Lowe Brothers traflic-tested 
sales program, write today to: 


THE LOWE BROTHERS CoO. 
DAYTON, OHIO 


STAY OUT FRONT IN 4] WITH 


Lows Brothers 


Traffic-Proved 


SALES CAMPAIGN 


MAY 15, 1941 


1h SOLD ON 


THE STYLIZER 


OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 
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SALES OF 1,607 INDEPENDENT RETAIL HARDWARE DEALERS IN UNITED STATES ; 
March, 1941 
Dollar Sales Cumulative Sales F 
Percent Change b 
Mar., Mar., 
Number 1941 1941 
of vs. vs. Per- ; a 
Firms Mar., Feb., Var., Mar., Feb., cent 3 months 3 months 
States by Regions Reporting 1940 = 1941 1941 1940 1941 Change 1941 1940 ‘ 
New England 86 +24 +21 $ 689,566 $ 557,393 $ 568,733 +16 $2,072,080 $1,779,452 
Maine 10 +30 +21 43,802 33,576 36,070 +12 137,613 122,832 
Vermont & N. H. 13 +14 +23 135,864 119,570 110,238 + 8 381,391 351,827 
Massachusetts ori + 26 +20 424,619 337,141 353,072 +18 1,209,744 1,025,790 
Rhode Island ° . 
Connecticut 12 +27 +23 63,015 49,497 51,162 +26 181,522 144,255 
Middle Atlantic 194 +15 +22 773,400 670,174 633,042 +13 2,358,440 2,088,399 
New York 25 +11 +21 82,226 73,770 67,839 +10 239,298 217,355 
New Jersey 8 + 4 +27 45,595 43,911 36,034 + 3 133,098 129,681 
Pennsylvania 161 +17 +22 645,579 552,493 529,169 +14 1,986,044 1,741,363 C 
East North Central 437 +19 +33 1,747,171 1,465,924 1,311,741 +16 5,339,379 4,611,383 
Ohio 122 +25 +30 537,574 431,534 412,255 +16 1,826,668 1,579,595 S 
Indiana 76 +13 +40 289,981 256,303 207,255 +18 813,175 691,739 si 
Illinois 99 +12 +34 429,636 384,434 321,265 +13 1,176,976 1,042,107 
Michigan 43 +26 +25 177,465 140,439 142,248 +21 640,023 529,838 Vv 
Wisconsin 97 +23 +37 312,515 253,214 228,718 +15 882,537 768,104 si 
West North Central 259 +18 +41 805,848 684,740 573,091 +14 2,064,894 1,810,632 
Minnesota 2 +21 +46 122,695 101,147 83,980 + 8 306,738 284,985 T 
Iowa 68 +20 +4 254,451 212,844 177,054 +12 645,990 577,705 P, 
Missouri 51 +23 +43 175,663 143,275 123,140 +23 459,165 374,078 
North Dakota 10 —4 +22 20,500 21,278 16,776 + 6 54,913 51,740 e' 
South Dakota ws mre + ae ae ee 
Nebraska ti +13 +39 82,310 72,675 59,344 +10 217,869 198,417 sc 
Kansas 51 +12 +34 142,384 126,994 106,559 +17 360,053 306,497 
South Atlantic 71 +13 +26 439,770 389,997 348,128 +17 1,393,576 1,188,603 — 
Delaware ° abi bee “pagans paioex “da “fas ~~» aaa Saas 
Maryland ad oe ath. | Sime —. .  ceerdiaacs 
Virginia 9 +12 +34 77,134 68,627 57,388 +21 199,281 164,915 
West Virginia 5 +11 +46 19,919 17,874 13,684 +16 51,058 44,139 
North Carolina ° - me “is . “eekoek | | —agalony 
South Carolina - we aa ; an re ee 
Georgia 23 + 3 +16 118,332 114,350 101,632 +25 349,819 279,762 
Florida 19 +7 +14 97,752 91,005 85,763 +9 425,410 389,925 
East South Central 35 +13 +32 255,773 226,659 193,060 +22 650,378 533,481 
Kentucky 7 +24 +32 42,530 34,255 32,228 +21 115,013 95,366 
Tennessee 10 +14 +32 102,435 89,778 77,734 +26 249,693 198,802 
Alabama 15 +7 +34 100,537 93,625 75,231 +19 263,106 221,250 
Mississippi ” ee ee er bawe-  <Khebdee, el pee 
West South Central 118 +# +19 628,816 628,153 528,372 + 8 1,805,785 1,678,174 
Arkansas 16 + § +36 96,137 91,638 70,732 +10 258,779 234,794 
Louisiana 5 — 9 + 3 29,541 ' 32,468 28,668 + 7 89,648 83,852 
Oklahoma 41 +4 +37 147,866 141,585 108,137 +9 383,742 353,338 
Texas 56 — 2 +11 355,272 362,462 320,835 +7 1,073,616 1,006,190 
Vountain 96 + 5 +30 494,143 469,315 378,851 +7 1,631,777 1,527,691 
Montana 26 +4 +37 160,379 154,393 116,796 +7 420,080 391,108 
Idaho 177 +3 +4 94,504 92,031 65,573 —1 240,810 243,629 
Wyoming ° as ion ; i ae Or ee: ee 
Colorado 29 +2 +46 87,124 85,574 59,553 +1 230,565 227,349 
New Mexico ° as ue @ Paves i nae © weteec” *. Caeeres 
Arizona ° 
Utah ° 
Nevada y Wite ehtteee Gist Tene wae 
Pacific 311 +17 +22 1,657,494 1,415,145 1,361,062 +15 4,883,028 4,234,180 
Washington 41 +36 +33 242,609 178,328 182,766 +30 793,690 069 
Oregon 32 +32 +835 187,065 141,759 138,382 +28 471,351 369,034 
California 238 +12 +18 # 1,227,820 1,095,058 1,039,914 +11 3,617,987 3,256,577 
TOTAL 1,607 +15 +29 $7,491,981 $6,507,500 $5,796,080 +14 $22,199,337 $19,451,995 
Chicago, Illinois 14 +13 +16 40,024 35,450 34,389 +11 151,989 136,539 
Los Angeles, Calif. 34 +5 —5 162,125 153,955 170,075 +9 518,075 474,594 
Portland, Oregon 10 +47 +29 30,617 20,884 23,780 +40 74,173 53,160 
St. Louis, Missouri 11 +21 +39 31,109 25,686 22,336 +19 80,251 67,714 
San Francisco, Calif. 25 +9 +26 124,809 114,027 98,979 +9 310,174 283,304 
* Note while stores from these states are included in grand total, figures for these states are not shown on this chart be- 
cause of insufficient data. (#) Indicates change of less than one-half of one per cent. Compiled by Bureau of the Census, 
U. S. Department of Commerce. 
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POCKET KNIVES or tre HIGHEST QUALITY 


A complete Line of 
Fine Pen Knives in 
both Carbon Steel 


and Stainless Steel. 





No. 9149GST 


A large variety of 
Pocket Knives for Out- 
door use. Hunting, Fish- 
ing and Camping. Also 
many patterns for Elec- 
tricians, Marine Work- 





ers and Horticulturists. 


No. SD9463 


One of our 
Specialties 


CHRADE SAFETY 
pr PUSH-BUTTON KNIFE 


ince 1904. > 

wa Pp "© eneirang oF FINGER Nats 
Made in 6 Lp 

sizes. Push 


the Button : —_ SAFETy 


The Fin wie t Blade Opens. 
Pocket Knife a, Safety Slide 
ever made. Locks the Button. 


SCHRADE CUTLERY CO. 


WALDEN, N. Y. 



















Established 1818—America's Oldest Woven Wire Factory. 


Ask for 
Gilbert & Bennett 


~ GB 


US, aaa 
‘Products dy 


Poultry Netting 


Straitline Poultry Fence 
Galvanized Hardware Cloth 


SCREEN WIRE CLOTH 
Pearl Wire | Cloth 


in che Selvage 


Copper Wire Cloth 
Bronze ‘Wire Cloth 


iM caaeare & BENNETT MFG. CO. 





GEORGETOWN, CONN. NEW YORK, WY. BLUE ISLAND, ILL. KANSAS CITY, MO. 
RTS TTS 


MAY 15, 1941 
















Told to millions through 
continuous advertising in 
leading magazines... . 
Sold for you by complete 
merchandising plans! 


. 
Ee cat 


IR onsite 












gay/ NATIONALLY 
ADVERTISED 








ountry Gentle 


pss 


No lugs, no screws, no bands. Trouble-free 
extra capacity for cooking and canning. 


Dynamic national advertising has paved your 
superhighway to profits ... you cash in with Prodressive Pop 
our complete advertising-merchandising-dis- 


play program for your own siore. Designed 
to sell, priced for profits. orl LpRMrr 


Ask Your Jobber! 





—— 


HTT 


PRESSURE COOKER 


Dept 3 | Eau Claire, Wisconsin 
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Special Deal 


ROGERS 
DISPLAY OFFER 




























COST SELL FOR 
$1.20 6 Gi $1.80 
1.00 3 Half Pin 1.50 
1.70 3 Pints 2.55 
FREE 1 Half Pint FREE 50 
$3.90 Sells for $6.35 


Cost $3.90 





PROFIT $2.45 








Glueky is selling Rogers 
Glue to over 2,000,000 
families per month by 
national advertising. . . . Rogers 
exclusive hardware selling plan 
protects you and offers you more 
profit, so order your supply at 
once. 

OLE DOC GLUEKY 


ROGERS; 
| the best LIQUID FISH GLUE Lin Y | 


GLOUCESTER, 





SOUTHINGTON 


| SCREWS 
For Wood or Metal 


Since 1867 the name Southington has 








stood for dependable value in hardware. 


Southington Wood Screws, Drive Screws 
and Sheet Metal Screws are in constant 
demand because of their superior quality. 
All standard sizes with various styles of 
heads in the most called for types. Send 
for Catalog which illustrates and de- 
scribes the entire line. 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
ei SOUTHINGTON, CONN. 5:; 
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EDWIN JOHN MERRI- 
FIELD, owner of the Blooming- 
dale Hardware & Implements, 
Bloomingdale, Mich., celebrated 
his 83rd birthday on Jan. 27 and 
has been identified with the hard- 
ware business for well over half a 
century. Mr. Merrifield was born 
in 1858 and had his introduction 
to hardware at the age of 15. At 
that early age he drove a two-horse 
wagon loaded with pails, pans, 
coffee pots, tea pots and other light 
hardware made by his father at the 
family home near Schoolcraft, Mich., and traded or 
bought tallow cakes, beeswax, sheep and calfskins from 
the local farmers. These were taken to Grand Rapids or 
Benton Harbor and sold or traded for tinware and no- 
tions. In 1887 he became identified with the Blooming- 
dale Hardware & Implements and is still the owner. He 
has also been identified with numerous other firms in the 
retail hardware field. He is a partner in the South Haven 
Hardware & Implements and has been interested in that 
firm since 1903 having been full owner for approximately 
half that period. In 1902 he acquired a full interest in 
the Gobles Hardware & Implements and retained it for 
26 years. He then formed a partnership in that firm 
with Styles Bros. for two years and finally gave the busi- 
ness to his daughter and her husband, Mr. and Mrs. R. 
M. Curtis, in 1928. He was a partner in the Middleville 
Hardware & Implements from 1919 to 1923 when he gave 
that firm to another daughter and her husband, Mr. and 
Mrs. Verne Congdon. He was also a partner in the 
Lawton Hardware & Implements from 1917 to 1919. He 
had a partnership in a wood and coal business for 20 
years, still maintains an interest in the Bloomingdale 


E. J. MERRIFIELD 
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Fifty Year 
Club 


Lumber Co. and has operated a tin shop in Bloomingdale 
for 40 years. In 1896 he took 215 of his customers on a 
free excursion to Chicago and two years later took 80 
customers on another trip to Petoskey, Mich. He has 
been a member of the village council and school board. 
His hobby is traveling through the south and west during 
the winter months. 


JAMES H. ROBINSON, 
who retired from active busi- 
ness with The Hart & Cooley 
Manufacturing Co. of New 
Britain, Conn.. and Holland, 
Mich., after 57 years in the 
hardware business, was born 
at Fort Henry, N. Y., in 1866 
and entered the hardware 
business in that town on Oct. 
1, 1883. In 1886 he went to 
Omaha, Neb., where he be- 
came identified with Hime- 
baugh & Taylor, afterwards 
known as the Omaha Hard- 
ware Company. He developed 
as a builders’ hardware sales- 

JAMES H. ROBINSON man, contacting architects, 

builders and owners. In 1891 
he went to Minneapolis, Minn., where he became identi- 
fied with W. K. Morrison & Company. The following 
year he returned to Omaha and became associated with 
A. C. Raymer, who later went to St. Paul, Minn. Mr. 
Robinson then returned to Himebaugh & Taylor, remain- 
ing with that firm until 1895 when he joined the forces 
of The Stanley Works, representing that firm in the cen- 
tral states. In 1907 he moved to New Britain, Conn., 
handling the sales for the Hart & Cooley Company. He 
traveled over half a century in both the East and West 
as far as the Pacific Coast. On Jan. 1, 1941, he retired 
after 57 years in the hardware business. 
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I Fitler Rope is a quality prod- 
uct that builds good will for 
the hardware dealers—makes 
customers cheerfully come 
back for more and keeps the 
cash bell ringing. 






Adopt now, the Fitler Line, the 
rope that's built for HARD WEAR. 


Look for the Blue and Yellow 
Colored Trade Mark, Reg. No. 
245091, U.S. Patent Office. 








THE EDWIN H. FITLER CO. 


Manvfacturers of Quality Rope for Over a Century 
Established 1804 MAIN OFFICE, PHILADELPHIA, PA. 
New York Chicago St. Lovis los Angeles Sanfrancisco Portland 


TAKE ADVANTAGE OF THIS ‘NOW! 


Your 
PROFIT 


*4.75 














ALSO A MDSE. "BONUS" 
This deal contains 10 bits costing you $7.59, an extra bit FREE, also 
the above counter and window display fixture AT NO CHARGE. The 
bits include an Expansive Bit, an Electric Drill Bit, Plumbers’ and Elec- 
tricians' Bits, and regular bits always in demand. The display fixture 
is of metal and maple, beautifully finished in color—a "salesman" you 
will be proud to put out! Write for detailed description now. 


YOUR JOBBER CAN SUPPLY YOU 





« The 
RUSSELL JENNINGS 
‘ MFG. CO., 
ow.cm AUGER BITS 
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New and Improved Merchandise—Displav Helps—Sales Literature— 


Acco-Pak Tested Coil Chain 


To help the hardware retailer apply 
package merchandising to the promotion 
of chain sales, American Chain Divi- 








Tested 


COIL CHAIN 


I) 
TOS eee, = 


An MADE IN U.S.A. he. 
ERICAN CHAIN & CABLE compart 


CHAIN DIVISION...-YORK 















—— 








sion, American Chain and Cable Co., 
Inc., York, Pa., is now putting up four 
popular sizes of tested welded coil 
chain in strong, plywood “Acco-Paks.” 
““Aceco-Paks” are easy to handle, stock, 
display, and sell. The four popular 
“Acco-Pak” sizés are 3/16 in. (7/32 
ind, % in, (9/82 in.), 5/16 in. (11/32 
in-F, % in. (13/32 in.) of standard 
full-size Ghain in bright, self-colored, or 
galvanized finish. 


Roasting Spit Device 


“RotoRoast”—to be attached to ordi- 
nary roasting pan and used in the 
kitchen oven or for use outdoors by 
attaching to outdoor grills. Not neces- 





sary to remove meat from oven to turn. 
It is greaseless and basting is not nec- 
essary. Can be set at quarter turns and 
is self-locking. Made in several models 
to return from $1.29 to $1.98. Has spe- 
cial steakholder for steaks, hamburgers, 
fish, etc., which is extra and retails for 
10 cents. Royal Products Corp., 775 
Sixth Ave., New York City. 


Logan-Gregg Catalog 


The Logan-Gregg Hdwe. Co., 121-219 
Ninth St., Pittsburgh, Pa., has issued a 
new catalog, No. 110, commemorating 
its 110th anniversary in business. The 
catalog, which contains more than 600 
pages covers the hardware lines dis- 
tributed by the company. 


Correction—“Red Devil” 
DeLuxe Fencer 


On page 72 of the May Ist issue, some 
inaccuracies were made in describing 
the features of the new DeLuxe “Red 
Devil” fencer of Landon P. Smith, Inc. 
Irvington, N. J. In describing the timer 
mechanism, it was stated that the me- 
chanism is pre-baked into the plunger. 
This should have read, in the timer 





mechanism, graphite is pre-baked into 
the plunger to prevent it from sticking. 
The lightning arrester and the device's 
timer action were incorrectly referred 
to as “lighting arrester” and “time ac- 
tion.” 





Streamlined Sash Lift 

The “Amerock” sash lift provides a 
positive finger-grip for raising the win- 
dow and a smooth comfortable surface 





for lowering, maker states. Retail prices 
start at 15 cents, and it is available in 
either steel or brass in all standard 
finishes. American Cabinet Hardware 


Corp., Rockford, Ml. 


‘‘Viking” Gypsum Staple 
Designed for better and cheaper ap- 
plication of canvas to any type of gyp- 
sum board. No special tools required 
since staples are driven in same manner 
as tacks. Large, thin head presents 
ample hammer surface. “Vikro” finish 
is said to prevent corrosion and double 
holding power to be insured by friction 
and by a triangular mechanical lock. 
When staple is driven, legs follow an 
angular course and points converge, 
without crushing or disrupting the struc- 
ture of the board, maker states, thus 
forming a perfect triangle. VW. W. 
Cross & Co., Inc., East Jaffrey, N. H. 








HARDWARE AGE 








‘ Bc = exer 





Win. 











for Retail Hardware Stores 
CT = iii é i i$ 2, 


Window Trims—New Packages—New Colors—Catalogs 








*K-M Power Mix” 


Provides 10 distinct speeds with full 
power on each speed. Twin in-line 


beaters to give complete mixing ac- 


contains “pull outs” enabling the user 
to view complete phases of the line on 
separately complete areas. 


Glass Cutter Holder 


This vest pocket holder consists of a 
container over four in. in length and 
of a transparent plastic in green. Green 
and gold clip bears trade mark and 
company’s slogan and holds cutter in 


pocket in same manner as a fountain 
pen. Oiled felt pad is placed in bot- 
tom of the holder and when a glass 










<2 - 
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cutter is inserted to full length of tube, 
cutting wheel is completely lubricated. 
Fletcher, Terry Co., Forestville, Conn. 





we 
omething New! 
GUNK “HYDRO-SEAL” 


‘- % 





tion, dual bowl position to permit ue 
of both large and small mixing bowls, 
on a turntable that will revolve in 
either position for thorough blending. 
The tilting motor can be removed 
easily for use at the range. Finished 
in white enamel, and regularly equip- 
ped with juicer attachment and two 
oven-proof bowls in white glaze finish, 
three-quart and one-quart sizes. Extra 
available equipment: pea-sheller and 
bean-slicer; vegetable-slicer and grater; 
meat grinder. Free instruction and 
recipe book contains 23 pages of re- 
cipes. The “K-M Power Mix” lists at 
$24.95. Knapp-Monarch Mfg. Co., St. 
Louis, Mo. 


A Complete Decarbonizing 
Process in "Packaged Form" 
Kit includes "“DUNKING 
SCREEN” but does not include spirits rinse 


or rinse container 





heavy steel 


READY TO USE... 
WORKS COLD OR HOT 
.. . "HYDRO-SEALED" 
TO LAST INDEFINITELY 


A WORD OF CAUTION 


Some dealers may use the name 
of Gunk loosely to identify inferior 
products. ... Don’t Be Fooled... 
if the degreaser does not bear the 
Gunk name-plate, it is not Gunk 
and will not give you the advan- 
tages of Genuine Gunk and should 
be flatly refused. 


Carriages & Juvenile 
Furniture 


The F. A. Whitney Carriage Co., Leo- 
minster, Mass., has issued a 1941 mer- 
chandising manual for 1941 on its lines 


: Rae ie OE : : P-96 General purpose garage X-11 Long life cold tank de- H-S Cold or hot carbon re- 
of baby carriages and juvenile furniture. and chassis degreaser. greaser. Dilute 9 parts low mover. Ready to use. 
The catalog, of more than 25 pages, Dilute 9 parts low cost kero- cost kerosene. Immerse en- Sold in “Packaged 

Form". 


sene, brush or spray. gine blocks, etc. 





shows coaches, station wagons and fold- 
Send for jobber net cost sheets. The Gunk line is based on steady repeat business 
+.» not a conglomerate group of chemical items ... no obsolescence. 


CURRAN CORPORATION MFG. CHEMISTS 
MALDEN, MASSACHUSETTS 


ing wood coaches; fibre carriages, wood 
“Pullmanettes” and strollers: premo- 
tional material; juvenile furniture, 
clothes hampers. An unusual feature of 
the catalog is in its front section which 








MAY 15, 1941 113 

















You can’t talk shop 
IN YOUR CONSUMER ADS 





lf you have a plan that can help the 
dealer MOVE your product, tell about 
it where he looks for profitable mer- 
chandising ideas; in his trade paper. 


If vour local dealer sees your consumer ad 


ertising, it will doubtless impress him. And 
if it does its job well, he will be further 
impressed by the increased store traffic it 
creates. 

But vou can't tell him, in that consumer ad 
ertising, all of the helpful things that vou 
must tell him if vou expect him to put the 
dealer “push” back of your product that will 
make the consumer “pull” of your advertis 
ne fully effective. 

\fter ail, many other advertisers are doing 
consumer advertising for him, too. You still 
have to compete for his selling time and his 
display space. You still have to induce him 
to use your sales helps. Your investment in 
merchandising material is wasted until he 
puts it to elfective use. You have to keep con 
stantly before him all of the reasons why it’s 
to his advantage to use it properly. 

In your consumer advertising you can’t talk 
about mark-ups or how to convert inquiries 
for second-hand products into sales of new 
models. 

With “consumer movements” in vogue, deal 
ers NEED to know values. You can't educate 
them with consumer advertising. 

But you can talk shop in their trade papers 
The only reason they read them is to get 
helpful information about how to handle 
merchandise like yours at a profit! 


How to ‘talk shop” profitably in business papers 


‘Intensive Advertising” by John E. Kennedy 
is the best monograph we've ever seen on 
that subject. It’s free. Just clip the coupon 
to your company letterhead 


THE ASSOCIATED 
BUSINESS PAPERS 


High editorial standards 


aan 
ARP pls veader tntevesd tn ABC) 


lev ms of fod ctxrculation 





The Associated Business Papers 

Room 2476, 369 Lexington Avenue 

New York City 

Please send me, without obligation. a copy of 
“Intensive Advertising’’ by John E. Kennedy. 


Name 


Position . 








(Please attach to, or write on, your company letterhead) 
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Evanoil Space Heaters 

A new group of floor level heaters, 
called the Standard series, and two new 
dual-purpose radiant models, are in the 





1941-42 line of “Evanoil” oil-fired space 
heaters of the Evanair division of 
Evans Products Co., Detroit, Mich. The 
new Standard models are offered with 
capacities of from 37,500 to 70,000 
B.t.u.’s per hour. All units but one 
are equipped with fans to furnish fan- 
forced floor-level heat. Additional fea 
tures of the Standard “Evanoil” heaters 
are a new type of heat collector, ven- 
turi-baffle pilot ring, mechanical draft 
stimulator, and syncro-float spring-sus- 
pended fan. All units are ultra-modern 
in design and are finished in the cur 
rently popular two-tone color scheme. 
The Deluxe line of “Evanoil” heaters 
with exclusive fan-forced  floor-level 
heat, again being offered this year, will 
incorporate numerous engineering im- 
provements. A series of small radiant 
heaters completes the models lineup in 
the new line. These radiant units were 
especially designed as dual-purpose 
models by equipping them with a grille 
top so that they may be used for cook- 
ing as well as heating. 


Small Home Stoker 


This stoker is built to take care of 
the average small home of five rooms 
and maker states has many features 
formerly confined to the larger stokers 





such as the extended wind box to per- 
mit easy cleaning under the retort, 
continuous gear driven transmission, 
rubber motor mounting of special Free- 
man design, segmented tuyeres, repul- 
sion-induction motor, large capacity 
hopper and the Freeman fire-stabilizer 
to keep the fire-bed at an even level and 
supplies air to the fire in the right pro- 
portion at all times. The stoker is 
finished in an attractive colonial blue. 
Freeman Stoker Division of the Illinois 
Iron & Bolt Company, 918 S. Michigan 
Avenue, Chicago, Illinois. 


*“*Duchess”” Washers 


Four all-white washers comprise the 
1941 line of “Duchess” washers made 
by the Appliance Mfg. Co., Alliance, 
Ohio. Retail prices are $39.95, $49.95, 
$64.95 and $79.95. For the past four 
and a half years, the company has con- 
centrated on the manufacture of private 





brand, but now, in addition to its pri- 
vate brand lines, will market its own 
brand of washers. Models 4E and 5E 
are 7 lb. capacity. Models 7E and 8E 
are 8 lb. capacity, and have double-wall 
tubs with air space for heat retention. 
All wringers are Mullins’, except on 
Model 8E, which has the massive and 
streamlined wringer manufactured ex- 
clusively by the Appliance company. 


“Scotch” Tape Dispenser 


The new model desk dispenser for 
“Scotch” tape is beautifully streamlined 





with gleaming chrome fittings. This 
new refillable dispenser is offered in 
two new colors ivory to harmonize with 
all kitchen colors, and mahogany to 
enrich home and office desks. Minne- 
sota Mining & Mfg. Co., St. Paul, Minn. 


HARDWARE AGE 








the 
hor 


MA’ 








Flashlight Merchandiser 


The new Winchester flashlight coun- 
ter merchandiser for vacation buying 
has a double-service display card, one 


WINCHE STER 


y 
: —. “aa 0h 
“istic Jens BATTERIES 


side of which promotes summer vaca- 
tion sales, while the other is for year 
‘round service. Display is 25% in. high 
and occupies 10% by 16% in. of coun- 
Colors are red, yellow, blue, 
Given free with pur- 


ter space. 
black, and white. 
chase of each No. 14 counter merchan- 
diser assortment of flashlights and bat- 
teries. Winchester Repeating Arms Co., 
Division, Western Cartridge Co., New 
Haven, Conn. 


Victor Fan Catalog 


Victor Electric Products, Inc., Cin- 
cinnati, Ohio, has published a new 12- 
page, two-color catalog illustrating its 
complete line of “Miracle Breeze” Fans. 
It is designed to serve as a presenta- 
tion booklet and manual for Victor 
salesmen and jobbers. A comprehen- 
sive catalog of the entire 1941 fan 
line, it includes their two newest fans 
-the 8-in. Vogue for the home market, 
and the Revolaire, a ceiling fan fixture 
for large rooms. It is 8% by 11 in. 
size and has a bright and attractive 
orange and grey color motif that is 
carried throughout. 


Eaves Trough Shield 


Protects down spout of eaves trough. 
Maker states it cause: water to float 
leaves up inclined shield and out over 








the top, or they are left stranded on the 
horizontal part of the shield up from 
bottom of trough where they will not 
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become water soaked and form a dam 
in the flow of water. Made in box 
gutter types and half round types. 
Right Way Shield Co., 955 Spitzer Bldg., 
Toledo, Ohio. 


Drive-Way Marker, House 
Number 


Has “non-tarnish” numbers visible up 


to 200 ft. and “non-break” molded plas- 
tic lens, visible for ™ mile, maker 
states, and “Masonite” warp - proof 
panel; “fool-proof” patented lock nuts 


and sturdy metal standard with lasting 





metallic finish and with anchor spread. 
Made in single and double panel mod- 
els. Beacon Products Co., Union Com- 
merce Bldg., Cleveland, Ohio. 


Insulator Fasteners 


For electric fence. Suitable for use 
on “punched tee,” “punched angle,’ 
“channel” and “lip” steel fence posts. 
Galvanized for rust-proofing. Packed 
100 fasteners to a box. Western Wire 
Products Co., 1415 S. 18th St. St. Louis, 


Mo. 


7 











ABRASIV€S 


” For Your Profits Sake!” 








115 











6 Cu. Ft. Refrigerator 

A new six-cubic-foot refrigerator has 
been added to the “Hotpoint” 1941 line, 
which includes several DeLuxe equip- 





ment features usually found only in 
much higher-priced units. The new 
“Norman” will list at approximately 
$130.00. Exterior styling, finish, and 
hardware are similar to those on other 
standard “Hotpoint” refrigerators. Fin- 
ish is two coats of baked “Calgloss” 
enamel on bonderized steel. One-piece 
steel cabinet interior is finished in white 





porcelain enamel with acid-resisting 
reservoir bottom. Hardware is of heavy 
brass, chromium-plated. Interior features 
include stainless steel speed freezer 
with heavy gage aluminum door, 
equipped with over-center spring which 
allows the door to remain open until 
manually closed. There are four pop- 
ice trays in the speed freezer, designed 
for easy removal of both trays and 
ice cubes. This refrigerator includes 
the six-way cold storage compartment, 
which allows for flexibility in storing 
many different types of food in the 
coldest part of the cabinet. Another 
features is the gliding vegetable pan 
with glass top. Edison General Elec- 
tric Appliance Co., Inc., 5600 W. Taylor 
St., Chicago, IIl. 
“Torpedo” Fish Lure 

Maker states it is scientifically stream- 
lined to produce a darting action. Made 


of “Tenite” in a wide assortment of 





brilliant colors. Equipped with No. 2 
hollow-point treble hooks. Weight, %s 
oz. Individually boxed, six in display 
carton. Suggested retail selling price, 
$1.00 each. Shannon Lures, Inc., 548 
N. Western Ave., Chicago, Ill. 


Self-Service Paint Display 
The Reardon Co., St. Louis, Mo., is 


offering hardware dealers a self-serving 
“painteria” for the display and sale of 
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CUSTOMERS PREFER oii tie Mineaie” Tine in 

This New STAR Unbreakable cludes Minit-Mix casein paint for in- 
Special Flexible Blade 


teriors; Minit-Mix cement paint for ex- 
teriors and basements; texture paint for 
, : modernization use; kalsomine; wood 
Here is a new hack saw blade with teeth that can- putty; wall size, and patching plaster. 
not strip, yet so tough and sharp that the blade The self-serving “painteria” is a stream- 
cuts like an “all hard.” This STAR Special Flex- . Pie i RE 
: : : . . lined stand which occupies 2 sq. ft. of 
ible will satisfy any user on any job, and is guar- 4 ¢ 
anteed not to break in use in a frame. a 
The new STAR Unbreakable Special Flexible 
Blade—better in every way—is the fastest cutting, 
longest lasting, toughest flexible blade made. A 
new kind of steel and a new process of heat treat- 
ment made this new blade possible. The distinc- 
tive all-over green metallic finish (patented) gives 
quick identification, aids in proper selection and 
protects the blade against rust. 
Your customers want the best—the new STAR 
Unbreakable Special Flexible. 
All STAR hand blades are packed in strong, 
attractive modern metal boxes. Customers like 
them. They are better containers for better blades. 
Use them also for display. 
STAR Blades are manufactured in Hand and 
Power types — in Tungsten, “Moly’’ and High 
Speed steels. STAR also offers four popular 
styles of Frames. 


CLEMSON BROS., Inc. 


Middletown, New York 








Sleeve Protectors 

A new, inexpensive sleeve protector, 
made by Protex Products, Jersey City, 
N. J., of “Pliofilm.” They are clear 
transparent, may be kept clean with 





nothing more complicated than a damp 
cloth and will last indefinitely, maker 
states. They are also non-inflammable; 
waterproof, resistant to mild acid solu- 
tions and unaffected by oil or grease. 
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Rodent Killer 
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SORE KILLER FOR 
MICE ond MOLES 
ASTER CATING THEY RUN FOR AR AND OWE OUTSIDE 
Cemtactered and Gearemteed by Sctette Labersteres, Beaver Fas Peameyivams 
























































Red Squill Combined wth Racoe 


RAT-DETH 


TO RATS AND MICE 
Bree etek a at Bene 









Package 
#0 ODOR 
WON-POISOMOUS 





_AFTER EATING THEY RUN FOR AiR AND DHE OUTSDE = “——— 


Marstactored and Guarentend by Schutte Laboratories, - Beaver Falls, Pemmayivania 























Now put up on display cards as illus- 
trated. Schutte Laboratories, Beaver 
Falls, Pa. 


Electric-Coal-Wood Range 


The advantages of electric cooking 
are combined with those of coal and 
wood in a new “Dutch Oven” combina- 
tion range announced for 1941 by Globe 
American Corp., Kokomo, Indiana. 
Both sections of this range, the electric 
and the coal-wood are full-size. The 
cooking top of the electric range has 
two 5-speed, closed-coil T-K units and 
one large French plate, the latter ad- 
justable to either high or low heat and 
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large enough to accommodate three ves- 
sels. The electric oven is equipped 
with a fast-heating electric unit, pilot 
light and automatic thermostat. The 
large broiler pan is smokeless and fitted 
with a chrome rack. The same oven, 
broiler pan and cooking top may be 
heated from the coal-wood firebox. 
This is similar in construction to the 
firebox used in regular “Dutch Oven” 
coal-wood ranges. Made of heavy cast 
iron, it is extra large, slotted, rib- 
reinforced and air-ventilated. Overall 
dimensions of the Dutch Oven Electric- 
Coal-Wood Range are: width, 48 in.; 
depth, 28 in.; height, 42 in. Optional 
equipment includes a 30-qt. rear reser- 
voir, Minute Minder and condiment 
set. 


Lucas Insecticides 


The Lucas Kil-Tone Co., 322 Race St,. 
Philadelphia, Pa., has issued an_ illus- 
trated descriptive catalog on its agri- 
cultural insecticides and fungicides. It 
explains their uses, and why and when 
the various products should be applied 
for dust and spray control work. 


Handle Catalog 


The J. M. Tatem Handle Co., East- 
ford, Conn., has issued a new catalog, 
No. 41, illustrating and describing the 
various types of tool and agricultural 
tool handles in its line. 





“Soilax” Plastic Dispenser 


Economics Laboratory, Inc., St. Paul, 
Minn., has announced a new, colorful, 
plastic container especially designed for 





dispensing “Soilax” compound in the 
home. Molded of plastic and provided 
with a perforated, shaker top to facili- 
tate pouring, dispensers are available 


in a choice of four two-tone color com- 
binations, packed 12 to a case, and each 
case contains a 10 in. by 13 in. display 
card which features a special introduc- 
tory combination offer. Through this 
offer, a dispenser with a verified value 
of 50 cents may be purchased in com- 
bination with a 25-cent package of 
“Soilax” at a special price of 49 cents. 








MIAMI-CASCADE 


Chrome Plated Accessories 








Every housewife can use more towel bars. 
Handy to the lavatory and kitchen sink .. . 
the No. 7025 towel bar illustrated above can 
be attached to any cast iron lavatory or sink 
in three minutes and can be quickly moved 
to different locations without 


tools. 


Thirty-one different Cascade Accessories: 
chrome plated; recessed and projection 
types. Ask your jobber or write Dept. HA. 


the use of 





The Philip Carey Company . 








MIAMI CABINET DIVISION 
MIDDLETOWN, OHIO 
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“MEZURALL” TAPE-RULES 
ARE EASY TO SELL 
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case and the fine steel 
blade that is easily with- 
drawn or returned to the case 
add to the selling power in 
the “Mezurall’: Put some on 
display today and ring up 
extra sales. . 


3 REASONS WHY — 


Air Circulator 


A new line of air circulator fans is 
announced by Signal Electric Mfg. Co., 
Menominee, Mich., in floor, low-stand 





and wall models, sizes 20 in. and 24 in., 
three speeds, chrome-plated and ad- 
justable, incorporating the important 
vertical plane adjustment feature, illus- 
trated in fan shown, that permits the 
fan to be turned from horizontal to ver- 
tical position at 15-deg. angles. Other 
features are polished aluminum blades 
designed for maximum air delivery and 
quiet operation, motor with heavy gage 
drawn steel housing inside of drawn 
steel streamlined outer housing, with 
rubber mountings between them. The 
motor has ball balance thrust when it 
is operated in vertical position. 


Emerson 3-Way Portables 


Three new superheterodyne models 
are equipped with three-gang tuning 
condenser and tuned R. F. Amplifier. 
Priced at $19.95, $24.95, and $29.95. 
Features of these models include six 
tubes, completely automatic power shift; 
large PM dynamic speaker, inclosed 
super-loop, ‘and automatic volume con- 











trol. Styled in simulated leather. Em- 
erson Radio & Phonograph Corp., 111 
Eighth Ave., New York City. 


“Universal” Health Scales 


The 1941 line of “Master-Built” 
health scales includes: the Sentinel 
Model No. 350 in white, ivory, or 
green, the Guardian Model No. 395 in 
white, ivory, green or black, and the 
Monitor Model No. 1495 in full chrome 


finish. Features of the line are: mod- 
ern streamline styling in compact 
design, smooth rounded edges and 
corners; all-steel bearings; completely 
enclosed mechanism; an inner con- 
struction having cast iron beams with 
a single tempered spring; durable 
baked enamel finish; elevated dial 
with low sloping front and large easy- 
to-read markings covered with a clear- 
view unbreakable transparent shield; 
conveniently located adjusting screw on 





dial housing; large comfortable cor- 
rugated washable rubber mat; and 
height of slightly over 2 in. from the 
floor. Landers, Frary & Clark. New 
Britain, Conn. 


“Keyed Alike” Lock Sets 


Earle Hdwe. Mfg. Co., Reading, Pa.. 
announces its “Keyed Alike” locks. 
Come packed complete in one box, 





either the front and rear door or the 
front, rear door, and garage door, all 
keyed alike. 
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Low Cost Waterproofing 
Compound 


A new low cost product has been de- 
veloped from a_ patented, pulverized, 
asphalt formula, with a melting point 


of over 200°F., which may be converted 
by the ordinary home-owner into an 
inexpensive paint or a multitude of plia- 
able, putty-like substances. Called “U- 
Mix-It,” and when mixed with ordinary 
kerosene, gasoline, turpentine, etc., or 
other solvent, forms a paint which may 
be either brushed on or sprayed. With 
or without the addition of fillers such 
as sand, cement, asbestos, etc., the 
householder can also make a variety of 
pliable substances for repairing leaky 
roofs, cellars, cellar windows, chimneys, 
around door and window frames, and 
other places where plastic material can 
be applied with an ordinary putty knife 
or trowel. Among many uses of this 


Additions To Myers Sprayers 
The F. E. Myers & Bro. Co., Ashland, 


Ohio, has recently introduced a new 
spray boom adapted for greater widths. 
It is so designed that the operator is 
placed to watch nozzle operation as well 
as raise, lower or tilt the wings when 
necessary. Instantly responsive controls 
assure the grower of uniform coverage 
regardless of ground contour. Many 
new and practical control and safety 
features have been combined in the 
Myers “Silver Cloud” boom. Booms 
have a feature in their safety wing 
hinge design which prevents breakage if 
wing comes in contact with fixed object 
when traveling either forward or back- 
ward; also acts as a shock absorber 
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product is the laying of a path or walk; 
for preserving fence posts and other 
wood in contact with the ground; to 
provide a mastic for tile and brick, for 
waterproofing or dampproofing; for 
waterproofing tanks, silos, dams, fish- 
pools, waterlily pools, or swimming 
pools. When mixed with a solvent that 
will leave a composition of the proper 
hardness “U-Mix-It” is said to be suited 
for repairing broken concrete floors, 
sidewalks, driveways, etc. By mixing a 
quantity or ordinary fuel oil or other 
solvent with “U-Mix-It” a  composi- 
tion is formed for the laying of lino- 
leum. Still another use of “U-Mix-It” is 
for tree surgery. Allied Asphalt & 
Vineral Corp., 217 Broadway, New York 
City. 


Streamlined Power Mower 


This new “Gasoliner” power mower 
announced by the Jacobsen Mfg. Co. 
Racine, Wis., has been styled to make 
it trim and modern in its streamlined 
body. Mower features fine, case-hard 
ened steel-cut gears, an autotype clutch 
and transmission, and a powerful two- 
cycle motor. 





when folding wings or when making 
quick starts and stops. Can be instantly 
reset to normal position. Wings fold 
horizontally for transportation, storage 
or turning at end of rows and can be 
raised, lowered or tilted independently 
for accurate leveling to ground contour. 
Two sizes and types are available, flex- 
ible pendant type illustrated and pipe 
pendant type. Both are furnished for 
8 to 10 rows. The flexible pendants 
and pipe pendants are interchangeable. 
Pendant booms can be changed to over- 
head booms by removing the pendants 
and replacing them with the pendant 
nozzles. Booms only, complete with 
controls, are available as replacement 
units and for use on custom built spray- 


ers. 








i ‘ 
“We have tried sev- 
eral kinds of electric 
fence controllers but 
have not found one 
that even approaches 
the perfection of 
Prime. Some of our 




















customers have used 
the Prime Controller 
for years without 
even one animal get- 
ting out. Prime is 
the fence controller 
that can be guaran- 
teed to work." 


~Says Gay-Murray Co., inc. 
M. C. Gay, Jr, Secy. 
Tunkhannock, Pa. 

















PRIME certrater 


“Prime ... can be guaranteed to work,” 
says this prominent dealer. And there 
is one of the reasons Prime pays you. 
Customers are happy — you avoid serv- 
ice costs, worries, returns. 


This famous, nationally-advertised line 
is easy to sell, answering the farmer's 
questions about safety with the Seal of 
Approval of Underwriters’ Laboratories 
on high-line Controllers. 


Cash in mow on the trend to electric 
fence. Ask your jobber about Prime’s 
complete price range—battery and high- 
line models, 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S, First Street 


Milwaukee, Wis. 
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ACME CORRUGATED 
FASTENERS 





Cay 







EASY 
ON 


Home owners, carpenters, cabinet makers 
—they all need and use Acme Tack-Point 





Richard Harte’s Address 


(Continued from page 84) 


fiscal policies became progres- 
sively loose—likewise ours. A 
balanced budget became continu- 
ally a matter of less importance 
—the same with us. The French 
efforts to balance income with 
outgo grew annually weaker — 
the same with us. The French 
tax system was outmoded—like- 
wise ours. Further, our tax pro- 
cedure obstructs instead of en- 
courages production, perpetuates 
increased unemployment, re- 


| strains the expansion of national 
| income from which greater gov- 


ernment revenue may be ob- 
tained. France raised her debt 
limit eleven times. We have al- 
ready passed the second mile- 
stone on the same road. 

A leading “reason” for French 
inflation was to accomplish a new 


| parity between agricultural and 


Corrugated Fasteners, which do not crush | 


the wood fibers. And ample strength is as- 
sured. Used for repairing furniture, making 
screens, cabinets and other wooden articles. 

Set the display carton on your counter— 
to see what a good job of selling it can do. 


Extra sales come fast—repeat purchases are | 


automatic. Acme Tack-Point Corrugated 
Fasteners are available in two types: paral- 
lel and divergent. 

If your jobber can’t supply you, write us 
direct. 


ASK ABOUT THE 100 LB. KEGS 





Acme Tack-Point Corrugated Fasteners offer a 
real profit opportunity for bulk sales when stocked 
in 100 Ib. kegs. There are also standard cartons 


of 250, 500 and 1000 fasteners; boxes of 100 fas- | 


teners, 10 boxes to a carton. Also in boxes con- 
taining 50 fasteners of one size— x 4, 42 x 5 or 


% x 5. 12 such boxes are contained in display 


cartons. 


ACME STEEL CUMPANY 


General Offices: 2838 Archer Avenue, Chicago, Ill. 
Branches and Sales Offices in Principal Cities 


MAIL THE COUPON Sa 
FOR FREE SAMPLE BOX 


cee 


Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 





Acme Steel Company, 
2838 Archer Ave., 
Chicago, Ill. 
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| the government’s 





industrial prices. The same with 
us, but refined and made respect- 
able by the term “controlled in- 
flation.” 

Call it what you will, for ten 
years we have been engaged in 
the procedure of inflation—not 
only through an_ unbalanced 
budget, but by devices such as 
governmental encouragement of 
banks to create deposits against 
deficits — a 
banking asset which never liq- 
uidates deposits resting upon 
it, whose losses may not be ap- 
parent for some years to come, 
but nevertheless highly com- 
bustible material whenever the 
public’s confidence in Federal 
financing is shaken. Signs of fur- 
ther public alarm include our 


velocity of currency—at the low- 
est level on record (1940), while 
demand deposits and money in 
circulation have greatly  in- 
creased (35 to 75 per cent). 
Velocity of demand deposits has 
been cut from 50 to 13 per year. 
And we continue to buy silver 
at overvalued prices. 

And last, but not least, the 
French proved the utter impos- 
sibility and futility of attempt- 
ing to raise the value of their 
currency by government machin- 
ations, as thoroughly as our 
government has proved in 1933 
its complete inability to depre- 
ciate the value of it currency. No 
laws can restrain the forces that 
sweep money out of control. 
Those forces are stronger than 
government. 

The French demonstrated that 
their landslide could be and was 
stopped when, and only when, 
public opinion stiffened to resist 
the decline. 

Public opinion alone will save 
us if we are saved. Political 
financiers through the pages of 
history all too often have chosen 
oil over chemicals in fighting 
financial fires. A militant, unsel- 
fish crusade of business men can 
defeat the forces of political 
finance if the talents of business 
are applied to the education of 
and realization by John Public 
that inflation and its conse- 
quences threaten his job, his sav- 
ings and his family security. 

“There is a lesson in all this, 
which it behooves every thinking 
man to ponder.” 





A.H.M.A. ADVISORY BOARD 





A. E. ALVERSON 
Greenlee Tool Co. 


R. G. THOMPSON 
The Lufkin Rule Co. 


P. B. NOYES 
Oneida, Ltd. 
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“Sample of How JITTERBUG Gets Bass!” 


Fred Arbogast—"Picture shows a sample of how your 
‘Tom Brown Jitterbug gets bass. We caught this string in four hours at Old 
River near Texarkana, Ark. It is similar to other catches we 
have made regularly with the frog Jitterbug.’’-—Chas. R. Watson, 
Texarkana, Texas. 











Chas. Watson ¥ 


The Frog 
JITTERBUG 





ITTERBUG —$ 1.00 Choice of 8 Colors 


Best Surface and Night Bait! 
Fisherméh say the loud paddling | FREE CATALOG on Jitterbugs 
sound of the Jitterbug makes it the | and Hawaiian Wigglers. 


most effective surface and night FRED ARBOGAST 


bait. Take one on your next trip. 


See how it talks to bass. Send for | 1835 North St. Akron, Ohio 
(One of many ads running in all outdoor magazines) 


Sample How It Gets Customers! 


Jitterburg is the best advertised, : — surface bait. See your jobber. 

















—ASK THE MANAGER 


ABOUT STORE FRONT 
RESULTS”.... 


M. T. Collier, owner-manager, 
Farmer City, Illinois, says: 





..my new Kawneer Store Front 
was the best investment I ever 
made. Store traffic increased as 
soon as the front was completed 
and my sales and profits tell the 


Ca tt ( e story in actual figures. Window 
me ay bo f i C' S er STORE FROWN] x shoppers seem to be just pulled 
 — — . in by the clean, attractive, up-to- 


date appearance of the new front."’ 





COUPON BRINGS ILLUSTRATED BOOKLET ON NEW STORE FRONTS 


Are you as proud of your store 
| gce~ aire tata rane nee iia 


’ : ) 
The Kawneer Company, Niles, Michigan HA-5 1 front’s paring power? Can you 
4 Please send free copy of your new illustrated store front booklet. use more business? Send for free 


NAME ___ ADDRESS § illustrated Kawneer booklet. 


ee ee ee ee eee eee ee se eee ee es 





MAY 15, 1941 121 











































































































































































f 
™ BABCOC 
_— 4 
' ALL SELL 
oe CORNERS 
—_ OF EVERY STRENGTH 
jt——— EXTENSION and 
= AND SINGLE 
LADDER 
Spread Bottom Taper Closed Tep TIED WITH SAFETY 
Fruit Single Single Fruit Single STEEI 
“EC 4 Ladder Western Eastern 
All Metal Parts Zine Piated BRACES f 
To Prevent Rust Extension Trestie 
Ai 
mR TN a | 
\ | \ j | ' 
— op’\ . HY | 
Irv) ia a= A { 
[jez iZ\ f | \ 
- “4 fs ' 
Ve VA 
I} } vf | T 
. 4/4\ 7 \ by 
H 1 \ \) fi 
7 > W. W. BABCOCK CO. ~ 
Mechanies’ Step 
Step Bath, N. Y. 











Union Hardware quality-built Salt Water Rods bring anglers the benefits 
of excellent d sign, the finest materials and outstanding craftsmanship 
previously obtainable only in the highest priced rods. Your customers will 

find in these rods the most recent scicntific developments in glues and 
metals skillfully combined with selected flame tempered split bamboo 
into perfectly balanced, beautifully finished units that handle easier and 
stay in service longer. A complete line that includes styles for every 
type of salt water angling, prices that are exceptionally moderate and 

the universally recognized Union Hardware name are further reasons 
why this tackle will sell profitably for you! Ask your jobber for 
full particulars. 


(Left) 58-612 one- 
piece Junior Surf 
Casting Rod. Made in 
light, medium and 
heavy weights. 


(Center) 53-838 one 
piece Regulation Rod 
Flame tempered bamboo 


Write for your copy of the Screw locking Tarpon ree! 


aa * a a re i & Union Hardware Fishing 


: - seat. Hickory grip and 
HARDWARE COMPANY Tackle catalog” which illus- pnsagiesace: yA 7 , 
aw 5 Ww aw 5 @ trates and descr‘bes the entire je wou ang grasp 
f line of Salt Water Rods as Rish 58-953 ‘ 
T ; N well as many styles of rods (Right) —_ — 
J O R RI N G ¥ ON, CO N! in both steel and bamboo Surf Casting Rod with screw 





for fresh water fishing. locking Tarpon reel seat. 
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being threatened and more than 
threatened—menaced and more 
than menaced—actually shock- 
ed to its foundations. The shock 
reaches us from underneath the 
sea. There is no wealth in war, 
nor in supplying the materials 
of war. It is strange that any 
adult minded person should still 
think that there is going to be 
any money in a defense program 
or a war program. What we are 
doing now is sacrificing at the 
cost of all our wealth, if neces- 
sary, the freedom to produce 
more wealth which has been so 
long established here and which 
is one of the distinctive glories 
of American society. 

In this new demand we are 
not dropping one job to take on 
another. This present war pro- 
gram—and I call it a war pro- 
gram because that’s what it is 
—is not and never can be a sub- 
stitute for daily business. It is 
an additional job, for unless we 
maintain the economic circula- 
tion that nourishes this people 
and this nation, there will be 
little that we can do in the other 
program. Our job just now, 
whatever it may be, is our post 
of duty, and it is a doubly im- 
portant post in these times. 

There has been no time when 
the work of the manufacturer, 
distributor or merchant was as 
important as now. Business is 
the basis of any strength we can 
supply to others or of any 
strength we can use in behalf 
of ourselves. Not business as 
usual—that is an impossible 
thing—we need the unusual in 
business, the unusual that we 
have always achieved in times of 
crisis, the unusual energy in 
business that will do two things 
where before it did but one. 
Times of crisis have always been 
times of creation and expansion 
for the American pgople, because 
they stretched their capacity to 
take in the extra demands made 
upon them. We never know 
what our capacity is until it is 
forced. We need brain, courage 
and enterprise stretchers all 
the time. We haven’t the initia- 
tive to go upstairs alone. We 
always have to be kicked up a 
few steps before we can start. 
That is the history of our coun- 
try. 
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And this country hasn’t be- 
gun yet. This vision of business 
which we had in piping times of 
peace is still as true as it was 
then. There is no single line of 
business in the United States 
today that has achieved any- 
thing like a national coverage, 
except it may be the cheaper 
forms of insurance and the low- 
er priced radios. This country 
isn’t even settled yet. Take 
a population map and you will 
be surprised at the bareness of 
this land of ours. You could 
take the whole population of the 
United States and put it down 
in the southwest or beyond the 
Rockies. You could take all 
Canadian population and put it 
in New York State. And the 
rest of this continent, with the 
exception of Mexico and South 
America, would be bare of peo- 
ple. There are over 3,000 coun- 
ties in the United States, and 
yet the bulk of our business is 
done in 500 of them. 

There are more’ unserved 
people, there is more unserved 
territory in the United States 
today than all the present big 
businesses of the United States 
had when they began to build 
their greatness. And yet we 
hear talk of our dying economy. 
Nothing has come to an end in 
this country; nothing has really 
and fully begun as yet. 

The American economy is so 
necessary to the embattled 
world that we must go on build- 
ing it. You see, it isn’t com- 
pleted yet; we have just started. 
We are just fumbling with trial 
and error. But we are on the 
right track. The thing that we 
are building here has the root of 
the matter in it. It is not going 
to serve us only, but serve all 
mankind when the time of resti- 
tution and reorganization fol- 
low this terrible thing that is 
happening overseas. This econ- 
omy which we are building and 
which is so necessary to the 
world, can only be maintained 
by keeping up the flow of daily 
transactions. That means you 
and me. It means the baker, the 
candlestick maker, the hardware 
merchant, the automobile maker, 
anyone who serves to keep the 
economic circulation of this 
eountry. 











The MODERN, EFFICIENT 
and ECONOMICAL Way to 
Apply Calking Compound-- 


SAVES 40°. LABOR On 
Every Calking Job 


ee awe? Streamlined for quick, clean, ef- 


spEED ficient application of Nu-Calk—the 
‘LOA? world’s finest calking. The pioneers 
ae, of practical, efficient calking gun 


loads now give you the PERFECT 
LOAD. 

What a combination! Nu-Calk: the 
world’s standard of calking quality 
plus the most efficient and practi- 
cal calking load on the market. 

You can build a growing 
volume that pays you 
steady profits. 
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NO 
MESSY LIDS 
TO REMOVE 


Hands Never 
Touch Compound 
Easiest Load in 
the World to use. 
Solid Pack—No 

Air Pockets to 

Clog gun with 
dried out, Chunky 

Compound 
Special Air-proofed 
container, practically 
Vacuum packed. 
Smooth, even flow, 
Easy trigger action. 

















SLICE OFF 
SEAL IN TOP 


NO LIDS TO} 




















10% more 
Calkin4 in 
every Load. 


MACKLANBURG-DUNCAN CO. 


Manufacturers 


OKLAHOMA CITY, OKLA. 
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kets with unsold and unsalable 
commodities. The stable purchas- 
ing power of money is the most 
effective method of eliminating 
the fatal gap between productive 
capacity and distributive capac 
ity. The law of supply and de- 
mand may be presented simply 
in the following three proposi- 
tions: 

1. If there is more money (in 


circulation) than goods, prices 
rise; 

2. If there are more goods 
than money (in circulation) 


prices fall; 

3. If the money (in circula- 
tion) balances the outturn of 
goods, prices remain stable. 

The commodity standard of 
money is based on the third of 
these manifestations of the law 
of supply and demand. Stable 


prices or stable purchasing power 
are the result of a balance be- 
tween the outturn of goods and 
the circulation of money. 


If the 


Good idea! Be sure you display “Little Giants” 
—they have been the favorite of the men who 
know the best, for over 50 years. Best sellers 


are No. 1, No. 5 and No. 7. 
GREENFIELD TAP & DIE CORPORATION @ Greenfield’ Massachusetts 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago and Los Angeles 
in Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


TAPS - DIES - 


GAGES - 
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TWIST DRILLS - REAMERS - SCREW PLATES - 


volume of money in circulation 
is regulated to maintain this bal- 
ance, there will be no tendency 
to over-production, no fatal gap 
between production and distribu- 
tion. 


1931 to 1939 


Such has been British experi- 
ence between 1931 and 1939. The 
outbreak of war prevented the 
experiment of stabilizing the 
purchasing power of money on a 
commodity standard from being 
regarded as an assured success. 
Eight years is too short a period 
to judge of the success and per- 
manency of a new monetary pol- 
icy. But it is hoped that after 
the war the commodity standard 
which operated from 1931 to 
1939 will be resumed, and if past 
experience is a guide, the pros- 
pects of success are very high. 

The principal monetary prob- 
lems which face the United 
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YG 


W/O\.GREENFIELD 


PIPE TOOLS 


States are the elimination of the 
alternations of prosperity and 
depression constituting the busi- 
ness cycle, the elimination of the 
gap between the capacity to pro- 
duce wealth and the capacity to 
distribute the wealth produced, 
the elimination of inflation and 
deflation, and even more impor- 
tant, the elimination of the fear 
of inflation which has such a 
paralyzing effect on American 
enterprise. These problems are 
in essence one problem, the prob- 
lem of stabilizing the purchasing 
power of money. Since 1931 
Britain has been attacking this 
problem in a British manner 
suited to British economic con- 
ditions, with a fair measure of 
success. The same solution is not 
necessarily feasible for the 
United States. The American 
solution must be one suited to 
American psychology and Ameri- 
can economic conditions. 

There remains one monetary 
problem to be considered, the 
problem of gold. The United 
States possesses 80 per cent of 
the gold of the world, and by the 
end of the war will probably pos- 
sess 95 per cent of the world’s 
gold. What is the use, what is 
the value of this enormous accu- 
mulation? Is it worth $35 an 
ounce? Will it be worth $35 an 
ounce in the future? If the gov- 
ernment of the United States at- 
tempted to dispose of it, or of a 
large part of it, could it hepe to 
realize $35 an ounce on its sale? 

These issues raise the funda- 
mental question as to what con- 
fers so high a value on gold. It 
is not its use as money or as a 
medium of exchange. Gold was a 
precious metal 3000 years ago; 
and throughout the intervening 
period silver, not gold, has been 
the principal money and medium 
of exchange. Gold acquired its 
value because it was found to be 
the best substance into which to 
put one’s life savings, at a time 
when bonds, and securities, and 
investment in building sites had 
not been developed. The value of 
gold is the most democratic fact 
in the world. It has been created 
by the opinions of the people, not 
of one nation but of all nations, 
not of one generation but of all 
generations, for the past 3000 
years, that gold is the best medi- 
um to hold and to hoard as a 
store of value or of wealth into 
which all persons could put their 
life savings for their old age. 
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It was the hoarding of gold by 
‘individuals and the heavy de- 
mand for gold for hoarding that 
created the value of gold. But 
governments as well as individ- 
uals have started in recent years 
to hoard gold to the exclusion of 
individual hoarding, and now one 
government, that of the United 
States, has obtained a hoard of 
twenty-two billion dollars, and 
has taken legal steps to prevent 
the hoarding of gold by its citi 
zens. 

Individuals both in the United 
States and in other countries, 
cannot get gold to hoard, and a 
generation is growing up which 
has no personal knowledge of 
what gold is. They know it only 
by hearsay. If this seclusion of 
gold from public knowledge goes 
on for two or three generations 
more, the value of gold, built up 
by the actions of millions of in- 
dividuals for thousands of years, 
will vanish. Gold will cease to 
have any value when the world 
will have forgotten it and learnt 
how to get on without it. 


U. S. Problem 


The problem confronting the 
United States with respect to 
gold is how to restore it to circu- 
lation before it loses its value in 
the minds of the public. Unless 
it circulates, and unless the mass 
of individuals in the world have 
the option to use it, to hoard it, 
to buy it, and to sell it, it will 
slowly, but surely, fall out of the 
public consciousness and lose its 
value. 

The two outstanding problems 


confronting the monetary au- 
thorities of the United States 
are: 


1. How to stabilize the pur- 
chasing power of the dollar; 

2. How to utilize and maintain 
the value of the large volume of 
gold accumulated. 

As to the first problem, British 
experience with the pound since 
1931 has shown that it is possible 
to effect a considerable degree of 
stabilization in the purchasing 
power of money, and that such 
stabilization has had remarkably 
beneficial results on the prosper- 
ity of the country. It is up to the 
monetary authorities of the 
United States to seek to attain 
similar objectives by American 
methods, in accordance with 
American monetary psychology. 
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Get Rid of RATS 





his advertisement appears every month | 
in these big national magazines with 


a total of 4,314,032 circulation 
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Better Homes 
& Gardens 


ing Pp " A gerous 
> petsand children. Rats, and mice, too, 
») spread filth, germs, disease. Catch and 
kill them the safe, sanitary way with 


VICTOR TRAPS 


3 a <2 sold at hardware, gragery, general stores 
Me . — ANIMAL TRAP COMPANY: LITITZ, PA. 











ountry 
entleman 


You'll profit from this advertising if you feature 
Victor Mouse & Rat Traps on your counters regularly. 











d ( 





=\ "i 
“™ DECORA COMPOUND 


O material costs less than PECORA CALKING 


COMPOUND on a performance basis. It will 
bring more comfort and greater fuel economy to any 
home. PECORA has been time-tested since 1908. 
Properly applied, it will not dry out, crack or chip, 
and will permanently seal joints between all building 
materials. More important buildings have been calked 
with PECORA than with any other material. It is 
available in bulk—or in non-refillable metal cartridges 
for small jobs. 


WRITE 


FOR 


BOOKLETS Lawrence & Venango St. 
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PECORA PRODUCTS 


Roofing Cements 
Furnace Cements 
Casement Putty 

Metal Sash Putty 
Glazing Putty 

Stove & Boiler Putty 
Perfect Patching Plaster 


PECORA PAINT. COMPANY, Inc. 


Established 1862 by Smith Bowen 


Philadelphia, Pa. 


Member of Producers’ Council, Inc. 
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SHEARS 


Inlaid blades . . . and Hot 
Drop-Forged . . . Sizes: 8 in. 
to 12 in. 


SCISSORS 


Solid Steel . . . Sizes: 314 in. 
to 6 in. 





PROPERLY HEAT-TREATED 
and tempered. Full nickel 
finish or with black handles. 


WE OFFER a complete assort- 
ment of patterns for every 
need. 


Special Assortments 


Made up to meet your indi- 
vidual needs. 





Write for our complete catalog. 





THE 


HENKEL 


COMPANY 
Subsidiary of the Henkel-Clauss Co. 
FREMONT, OHIO 


FINE CUTLERY SINCE 1877 
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As to the problem of gold, the 
nearest an Englishman can get 
to a solution of the gold prob- 
lem of the United States is to 
suggest that gold should be used 
as a valuable commodity rather 
than as money, that it should be 
actively circulated rather than 
stored. As a concrete example of 
this somewhat vague and general 
suggestion, a considerable por- 
tion of the gold reserve might be 
utilized to obtain an industrial 
reserve of twelve months supply 
of those raw materials which the 
United States does not produce 
in quantities sufficient for her re- 
quirements —rubber, tin, lead, 
nickel, manganese, tungsten, etc. 
Such a reserve, by safeguarding 
the United States from periodic 


shortages in such raw materials, 
and from the high prices de- 
manded for them during such 
shortages, would be of far great- 
er value than an over-sufficient 
reserve of one commodity only— 
gold. 

The conceptions of money in 
the United States, in Britain, in 
Europe, in China, are changing 
rapidly. Monetary methods, 
monetary utilities are changing 
so rapidly as transport methods 
and utilities. This address will 
have served its purpose if it has 
indicated the value of the mone- 
tary problems and changes loom- 
ing ahead, and the general meth- 
ods by which they must be at- 
tacked and solved. 
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amounts thereof should be re- 
stored. It has been held that the 
deduction, concurrently, as op- 
erating expenses, of amounts ex- 
pended in the development of 
patents and processes, does not 
bar their restoration to surplus 
upon a clear showing that they 
were in fact capital expendi- 
tures. 

Amounts expended for plans, 
drawings, tracings and patterns 
held to constitute capital expen- 
ditures and the depreciated cost 
thereof should be included in 
invested capital. 

Most of the cases cited repre- 
sent situations in which the 
charge off had not been deducted 
from taxable income. Restora- 
tions may be allowable even in 
cases of deduction against in- 
come in error. 

Adjustments to the book bal- 
ance for earnings and profits 
may, in some cases, operate to 
reduce the amount includible in 
equity invested capital. De- 
creases in statutory surplus 
would result from elimination of 
unrealized appreciation, and re- 
duction for property deprecia- 
tion sustained but not taken into 
account on the books. 

In the case of the previous re- 
ceipts of property by the tax- 
payer in complete liquidation 
of a subsidiary under section 
112(b) (6), there is to be in- 
cluded in the equity invested 
capital the excess of the basis 
of the net assets received in 


liquidation over the basis of the 
stock surrendered therefor. This 
item has been referred to as the 
“gain on tax-free liquidation,” 
but it is really not the gain 
which may have been realized 
by the parent corporation, be- 
cause the yardstick is not the 
value of the property received 
but the tax basis of the net as- 
sets received. 

For the calendar year 1941 
and later years, all distributions 
made during the first 60 days 
of the taxable year will reduce 
equity invested capital to the 
extent such distributions do not 
exceed accumulated earnings and 
profits at the beginning of the 
year. This reduction is effective 
as of the beginning of the year. 
It appears that where distribu- 
tions made during the first 60 
days of the taxable year are in 
excess of the accumulated earn- 
ings and profits as of the begin- 
ning of such year, the excess 
distribution will be a charge 
against current earnings and, 
to the extent current earnings 
are available, such excess will 
not operate to reduce daily 
equity invested capital. 

Distributions made prior to 
the taxable year which were not 
out of accumulated earnings and 
profits operate to reduce in- 
vested capital. Thus a deficit 
created by distributions will re- 
duce equity invested capital 
though a deficit in earnings and 
profits will not. Unless there is 
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TWO CHAMPIONS 


THEY are all you need to supply 


today’s demands for screen and storm door 
latches. 


4150 
Wrought Steel 


4155 
Wrought Brass 


4110 Cast Iron 4115 Cast Brass 


THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 51 Murray Street, NEW YORK, N. Y. 


x DOUBLE FEATURE x 


New LINCOLN High Pressure Grease Gun Display 
and new KLEENSEAL Grease Fitting Assortment 














. ¥%& Small investmentin stock enables 
LINCOLN ; you to make quick sales of popular amore BROKEN / 
L aw Lincoln grease guns and fittings to ; TTWGS Coase 
KLEEN SEA, owners of tractors, farm implements, 


trucks, automobiles, machinery, etc. 


| 
¥%& Carton provides place to keep KLEENSEA) / 


stock—and makes an effective . S 


sicuaiioe ested, counter display. / 


No. 5582 KLEENSEAL Grease Fit- 
ting Assortment consists of 14 cans, 
containing a total of 455 popular 
Fittings. Ideal for supplying the 
replacement needs oF armers, 
contractors, etc. 

No. 5578 KLEENSEAL Lever Gun 
display package includes only 4 No. 
1081 guns, and No. 5579 display 
package includes 4 No. 1082 guns. 

Get Bulletin 309 for complete 
information. 
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Ask your nearest Lincoln jobber for details on complete line, or write us 
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LINCOLN ENGINEERING COMPANY, St. Louis, Mo., U. S. A. 
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VICHEK TOOLS 
New 


PUNCH AND CHISEL SET 
A MIGHTY POPULAR ITEM 


%& This brand new set consists of 
two sizes of cold chisels and three 
sizes of punches in the popular 
square design. They're made of high 
carbon forged tool steel for long, 
tough service. A wide range of sizes 


available in four desirable finishes 


The container is all metal in red — 
handy for carrying tools and pre- 


venting loss. Mechanics go for it 


An excellent item for display and 


quick sales 











a deficit in surplus (accumu- 
lated earnings and profits) at 
the beginning of the taxable 
year, ordinarily it will not be 
necessary to search for capital 
distributions inasmuch as such 
distributions will have lodged in 
the surplus accounts. 

Distributions made during the 
taxable year not out of earnings 
and profits of such taxable year, 
will reduce equity invested cap- 
ital. Such distributions will 
arise from distributions made 
during the first 60 days, and 
from distributions made after 
the first 60 days in cases where 
earnings and profits of the tax- 
abie year do not equal such dis- 
tributions. 

It should be remembered that 
we are dealing with the average 
equity invested capital for the 
year. Should any of the changes 
discussed above take place dur- 
ing the taxable year, the propor- 
tionate average is obtained by 
multiplying the amount by the 
number of days remaining in the 
year, not including the day on 
which the change occurs, and di- 
viding by the number of days in 
the full taxable year. If no 
changes occur during the taxable 
year—if no new capital is ac- 
quired and no distribution of 
capital is made—then the equity 
invested capital as of the begin- 
ning of the year will be the aver- 
age equity invested capital for 
the year, except for adjustments, 
if any, for inadmissible assets. 

Borrowed capital will be in- 
cluded in invested capital in an 
amount equal to 50 per centum 


thereof. Borrowed capital is the 
amount of outstanding indebted- 
ness evidenced by a bond, note, 
bill of exchange, debenture, cer- 
tificate of indebtedness, mort- 
gage, or deed of trust, and 
amounts received under certain 
circumstances as advance pay- 
ments from foreign govern- 
ments. 

Inasmuch as invested capital 
is subject to daily increase, bor- 
rowed capital will affect invested 
capital immediately. 


No Option 


The law provides no option 
as to whether the amount of 
borrowed capital shall be in- 
cluded or omitted from the com- 
putation of invested capital. It 
must be included and 50 per 
centum of the interest paid 
thereon must be excluded from 
deductions in computing excess 
profits net income. 

Section 720 provides for re- 
duction in invested capital for 
inadmissible assets. Inadmis- 
sible assets are those securities 
the income from which is ex- 
empt for excess profits tax, such 
as Federal and State bonds and 
stock of other corporations. It 
is provided in Subsection (c) 
that inadmissible assets shall be- 
come admissible assets, if during 
the taxable year short-term cap- 
ital gains are realized thereon. 
To determine the amount there- 
of, add together the short-term 
capital gains, the dividends, and 
the interest on such assets, and 
then take the percentage that 
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S. HORACE ISAAC BLACK FAYETTE R. 
DISSTON Russell & Erwin PLUMB 
Henry Disston & Mfg. Co. Fayette R. Plumb, 
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Don't sell a Milford Hacksaw Blade to your cus- 
tomer unless you're planning to sell him plenty 
more of the same. Once he uses a Milford — the 
blade with Easy-Starting Teeth — he'll never go 
back to an old-fashioned blade. Only Milford 
blades have Easy-Starting Teeth. Made in all types. 
We protect You ieee tcc. Sed mai 
order houses. They are the only hacksaw blades sold under 
a Fair Trade Contract. Packed in several attractive stock 


assortments. Pick the one you can handle to best advantage. 
Ask your jobber or write to 


THE HENRY G. THOMPSON & SON CO. NEW HAVEN, CONN. 








‘MILFORD FLEXIBLE 10” 
PEASY STARTING TEETHY 18T 





























Put Hoppe’s No. 9 
Up in Front 
NOW! 


With military training at its height and 
the shooting season just breaking your opportunities 
for selling 





Hoppe's No. 9 Solvent, 
Hoppe’s Gun Cleaning Patches, 
Hoppe's Lubricating Oil 
and Hoppe’'s Gun Grease 


are at their best. Look into your stock on hand now 
and if you’re “just out” or “running low” get your 
order to your jobber today. Also, write 
us for a supply of “Hoppe’s Guide to 
Gun Cleaning” for local distribution. 
This 16 page booklet will - 


get business for you. HOPPE S 
PBRICAT IN¢ 
ol 


FRANK A. HOPPE Inc., 


2314A North 8th St#., 
Philadelphia, Pa. 
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Erectro-Line’s proven 
dependability is making real profits for 
progressive dealers everywhere. Smartly 
styled for “BUY” appeal and soundly 
engineered for extra long life. Double 
rotor action for perfect timing and 
uniformity. Power Miser for increased 
battery life. Electric self starter. Elec- 
tro-Line’s exclusive features mean 
greater sales and protected profits. 
Battery and Hi-Line models from 
$9.85 to $24.50 insure rapid turn- 
over. Safety approved and fully 
covered by patents. More than 
100,000 units now in use. Estab- 
lish an electric fencing depart- 
ment in your store. Write for 
complete information or ask 
your jobber salesman. Electro- 
Line is sold by leading whole- 
salers throughout the U. S. A. 


ELECTRO-LINE FENCE CO. 


120 N. Broadway, Milwaukee, Wis. 


gee. > reeacagge ve 
ELEGTRO DANE 





HOTSTREAM 


235 styles and sizes 
Gas « Electric « Oil 


Get the complete “true 
story” about the profits 
possible from the sale 
of Water Heaters. Hot- 
stream Catalog No. 41 
RRL ue 
Akind, describing in 
detail the science of 
water heating and pre- 
senting the most com- 
plete line in the world. 





THE HOTSTREAM HEATER COMPANY 


8007 GRAND AVENUE * CLEVELAND, OHIO 





129 



















SpeedWay, for 30 years lead 
ing manufacturers of indus- 
trial electric tools, now brings 
the hardware trade its first 
complete line of quality electric tools 
for the home workshop that: Is Priced 
to sell in volume in every community 


is widely advertised . ewrles a 
full profit margin of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool mo‘or 
(110 ¥. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousands in use 


No, 69 Drill has 4” capac- 
ity in steel, handle and gear 
housing die cast, operating 
speed 1000 R.P.M. 


No. 129 Grinder operates at 20,000 













h.PoM (has high speed essential to | 
efficient grinding with small stones) | 
and collets for %” and 3/32” arbors } 
No. 250 Kit consists of No, 69 Drill $95 | 
No. 129 Grinder and 5 accessories in } 


attractive steel display carrying case. 
Router Frame converts Grinder into 
free router or shaper. 

Drill Stand takes either Drill or 
Grinder. 





Bench Grinder complete with mo- 
tor, 2 wheels, rubber feet arrying 
handle, cord and plug 
ee | 
ROUTER 
FRAME 





Circulars, displays, counter sheets 
furn'shed. Write for catalog sheets 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Hil. 





Fairbanks 
Trucks are 
P rofit-M akers 


Records prove that 
dealers make more 
sales and greater 
profits when they 
sell Fairbanks Hand 
and Platform Trucks, Wheelbarrows 
and Casters. 

In the first place, the Fairbanks line consists 
of several hundred types . . . a type for every 
service. It is the most complete line of the kind, 
consequently you do not lose sales because you 
cannot furnish what is wanted. 

They are well and favorably known, as thou- 
sands have been sold during the past 50 years 

and they are extensively adveit sed. 

What's more, you are protected against come- 
backs and com- 
plaints, as they 
are backed by a 
responsible con- 
cern with a repu- 
tation for making 
good if neces- 
aa sary. 

Write today | 
for prices and | 
catalog No. 50. } 


THE FAIRBANKS COMPANY | 

















400 LAFAYETTE S8T., NEW YORK, N. Y. 
Bostos, Mass., Pittsburgh, Pa. 
Factories: Binghamton, N. Y., Rome, Ga } 


Fairbanks 


130 





the short-term capital gains bear 
to such total income, and apply 
such percentage to the inadmis- 
sible assets involved. The sum 
thus computed will be included 
in admissible assets. 

A taxpayer, under Subsection 
(d), for any taxable year, may 
elect to include in its admissible 
assets for such taxable year se- 
curities described in Section 22 
(b) (4), by including the in- 
come therefrom in excess profits 
net income. This option does 
not apply to corporate stocks 
owned. 

The formula now provided is 
substantially the same as under 
the old law, there being only 
four differences—but what dif- 
ferences. 

First. Intangible assets may 
be included at full cost or tax 
basis and are not subject to the 
limitations of the prior excess 
profits tax laws. 

Second. All properties must 
be taken at the income tax basis, 
which may be a_ predecessor 
owner’s cost rather than the 
taxpayer’s cost. 

Third. Borrowed capital is 
includible to the extent of 50 
per centum thereof. 

Fourth. Bonds, the interest 
on which is exempt from excess 
profits taxes, may at the tax- 
payer’s election, be treated as 
admissible assets, but then the 
interest thereon must be _ in- 
cluded in income. 

One further feature is impor- 
tant. It is the special relief sec- 
tion added by the Senate to re- 
lieve taxpayers of heavy burdens 
that might grow out of certain 


abnormal situations. The Sen- 
ate hearings developed so many 
abnormal situations that it be- 
came necessary to make some 
provision to cover all or some of 
them. It seems that the Trea- 
sury authorities are strongly 
opposed to relief provisions 
along the lines of the special 
assessment sections contained in 
the old excess profits tax laws 
and, accordingly, have endeav- 
ored to cover the possibilities 
by providing for adjustment in 
the case of specific situations. As 
might be expected, it is not pos- 
sible to imagine in advance and 
provide for all possibilities, and 
there is always a danger that 
when legislation specifically cov- 
ers certain situations it neces- 
sarily excludes those not men- 
tioned. 


Readjustments 


The second relief section gives 
the right to the Commissioner 
to make such adjustments as 
may be necessary to correct ab- 
normalities affecting income or 
capital. It is anticipated, how- 
ever, that before the law goes 
into effect this section will be 
altered in order to provide more 
specific adjustments and meth- 
ods of handling. 

Finally, there is a third pro- 
vision not directed toward re- 
lief but toward the cases where- 
in it is not possible to determine 
invested capital. This, of course, 
really means cases in which 
books and records for prior pe- 
riods are not available and it is 
frequently referred to as the 





A.H.M.A. ADVISORY BOARD 


H. B. WILSON 
Mathias Klein 
& Sons 


D. A. MERRIMAN 





ROBERT 
GARLAND 
Garland Mfg. Co. 
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FARRELL-CHEEK 


FIRE-FIXER 





0- —4 
Clinker Tongs 


f oO 


Fire Hooks 
Pokers 
Clinker Hooks ‘ 


Good quality, practical design, and conve- 
nient use has made the FIRE-FIXER Line the 
“LEADER” in furnace tools. 


ASK YOUR JOBBER FOR NEW-1941 
CATALOG, OR WRITE DIRECT TO:— 


FARRELL-CHEEK STEEL CO. ““Shic'™ 












Back Up Wrenches 


Bars 








Sn ATLANTIC CITY you'll find 
@THE BEST SELLERS! 

@ THE NEWEST Ani SUREST PROMOTIONS! 
@eTHE BEST PRICES! 


OVER 500 EXHIBITS IN HOUSEWARES 
MAJOR and SMALL APPLIANCES 
CHINA — GLASSWARE — POTTERY 


Come .. Buy Wisely. .and fave! 
¥ v 4 


HOUSEWARES SHOW 
> AUDITORIUM in ATLANTIC CITY 


Sunday JULY 13th, thru 
Friday JULY 18th, 1941 


























“NEVER SAW AN AD 





PULL SUCH RESULTS!" 


Hardware Age, 
100 E. 42nd St., 
New York, N. Y. 


Gentlemen: 


You had better “call off the dogs” and not run our | 


Want Ad again. We have received so many applica- 
tions as a result of it that we have had to put on an 
extra clerk to do nothing but read them. 


Frankly, I never saw an ad pull such results. 


Yours very truly, 
Signed—General Sales Manager 


This letter from a nationally known hardware corporation is | 
proof that H.A. Classified Ads bring sure results. For Help | 


Wanted, Sales Representatives Wanted, Accounts Wanted, Posi- 


tions Wanted, Business Opportunities, etc., send your ad with 


remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 E. 42nd Street, New York, N. Y. 
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NEW YORK HOUSEWARES MANUFACTURERS ASSOCIATION. Inc. 


ROOM 108A HOTEL PENNSYLVANIA, NEW YORK CITY 









POULTRY 


Multiple Twist, woven with 
perfectly straight selvage 
and even mesh. All stand- 
ard sizes, mesh and wire. 
Users look for the bright 


“Rooster” trade-mark. 


GE WRIGHT wiee co 


ME 





WORCESTER 
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FOR EVERY 
PURPOSE 


Collins Axes have 
what it takes to make 
satisfied customers and 
profitable sales for you 
Ranking first, with 
Balance — Temper - 
Steel — Straight Eye, 
Collins Axes “‘cut 
longer between sharp- 
enings”. 


In addition to an axe 


part 
INGIE & 


—<- 
™“ 

DAYTON 

SINGLE BIT 


BEVELED 


If your jobber can't Since 1826 

. this trade 

supply you, write us. mark hes 
The Collins Company, & been the 
vy guide to 


Collinsville, Conn. the best in 


for every purpose, the 
Collins line is complete 
with mattocks, hatchets, 


bush hooks, hoes 


(fcivimus axes. 











Peter Putter is The Man Next Door. That 
means you and you and you... people who 
get a big kick doing their own odd jobs 
‘round the house . ..with such Handyman- 
items as Double X, Savabrush, Schalk’s 
Crack Filler, Waxoff, Schalk’s Wood Putty. 
Peter Putter appears in all our advertising 
this year. Get to know him; he’s a great guy! 


FE Ye 


( Teamemare } 





132 


| 


“lost book section.” This pro- 
vides that when the Commis- 
sioner determines (note that it 
must be the Commissioner’s de- 
termination, not the taxpayer’s) 
that the equity invested capital 
cannot be determined, then it 
shall be an amount equal to the 
basis of the assets owned at the 
beginning of the year, less in- 
debtedness outstanding at the 
beginning of the year. 

Time does not permit of a 
discussion of all the other pro- 
visions. However, in passing 
they should be noted so that they 
will not be overlooked in situa- 
tions to which they may apply. 
They are as folows: 


Tax Rules 


(1) Consolidated returns may 
be filed for excess profits tax un- 
der rules and regulations to be 
prescribed by the Commissioner. 

(2) There are numerous and 
very complicated provisions re- 
lating to exchanges, mergers and 
consolidations. 

(3) Personal service corpora- 
tions meeting the test of the law 
may elect to be exempt from ex- 
cess profits taxes, provided the 
normal tax net income, less the 
income tax thereon and also 
contributions up to 15 per cent 
of the net income (instead of 
the 5 per cent limit applicable 
for income tax purposes), is re- 
flected in the personal tax re- 
turns of the shareholders. 

(4) The determination of ac- 
cumulated earnings or profits 
for both income tax purposes 
and invested capital purposes 
has been more specifically de- 
fined. 

(5) Certain types of corpora- 
tions, which I shall not attempt 
to list are exempt from excess 
profits tax. 

(6) Provision is made for the 
amortization of the cost of fa- 
cilities acquired in connection 
with the defense program. 

Now let us consider the March. 
1941. amendments to the Excess 
Profits Tax. Briefly the changes 
are: 

(1) A corporation may elect 
to capitalize advertising and 
good will expense deducted from 
income during the base-period, 
subject to income tax adjust- 
ment. 

(2) A corporation which is a 
dealer in securities shall include 
in admissible assets corporate 
stocks held for resale. Dividends 
on stocks so treated are sub- 


jected to the excess-profits tax 
to the extent that they exceed 
the credit provided in section 
26(b) of the I. R. C. (Credit 
85 per cent with limitations.) 

(3) New provision requires 
an addition to or reduction of 
the excess profits tax on account 
of an inconsistent position, in 
computing excess profits tax, as 
compared with the treatment of 
an item in the income tax re- 
turn for prior taxable year or 
years. 

(4) Adjustments are _ per- 
mitted to restore to base-period 
income any abnormal deduction. 
A standard of measurement is 
provided to determine whether 
or not a deduction may be 
classed as abnormal. 

(5) To provide an alternative 
method of computing base-pe- 
riod income for purposes of in- 
come credit. The base-period is 
to be divided into two periods, 
the first to be the years 1936 and 
1937, and the second the years 
1938 and 1939. If the income 
for the second period is higher 
than for the first period, the 
taxpayer may use the alterna- 
tive credit. Divide the difference 
in averaged income for the two 
periods by two and add the re- 
sultant amount to the second pe- 
riod averaged income to deter- 
mine the permitted credit. To 
illustrate: 


Income: 


For 1936, $15,000; for 

1937, $25,000; aver- 

GRE! $20,000 
For 1938, $30,000; for 

1939, $50,000; aver- 

RE is Sanaa: alarm pooh 40,000 
Difference in income for 

the two periods...... 20,000 
Divide the difference by 

ML: -< cu’s'algie scale meatal as 10,000 
Add the averaged income 

of second period...... 40,000 


permitted 
. 50,000 


To obtain 
Credit GF «is ccc 


(6) New Section 722, permits 
an adjustment where there is a 
difference between the type of 
business carried on in the base- 
period and the business during 
the taxable period. 

(7) Corporations may be re- 
quired to restore certain adver- 
tising expenses deducted during 
years in the base-period to in- 
come or capital. Similar deduc- 
tions in 1940 and subsequent 


HARDWARE AGE 














MA 


ice 
wo 
re- 
ye- 
Br- 
To 


100 


00 
)00 
00 
00 
000 


1its 
sa 

of 
ase- 
ing 

re- 
ver- 
‘ing 


juc- 
lent 


GE 








If you are not selling these high 
quality power tools at popular 
prices, you’re missing a real profit- 
making opportunity. 


Arcade Tools are nationally adver- 
tised . . . scientifically designed 
for accurate workmanship and 
long service ... and priced to give 
quick turnovers. 





only a small portion of the Arcade line. 
Send for a free catalog of all Bench 


At Compelling Prices 





The tools illustrated here represent | 


Tools, Model Makers and Accessories. | 


ARCADE MFG. CO. 
1201 Shawnee St., Freeport, Ill. 


Order from your Jobber 
RETAIL PRICES 










Bench Saw 

6” blade .....$12.50 
Bench Saw 

ee  oaxes 25.00 


Band Saw 10”... 21.00 
Drill Press 
12” 


Belt Sander 
4” x 4” drums 9.50 


ARKCADE 








HARDWARE & TOOLS 








Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. In 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 


ployer and employee. 
Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St., New York City 
















Reliable FOR EVERY FIELD & ust 


Wall Cordage is specially constructed for par- 
ticular uses in a wide variety of sizes and 
types, but only one standard .. . the highest, 
GENERAL HARDWARE AND SPECIAL USES. 
Pile Driver + Hoisting * Hammerfall + Transmission + Drilling Cable 
+ Bolt Rope » Shovel Rope + General Contracting + Structural Re- 
quirements * Marine Stevedoring * Dredging * Oil & Water-Well. 


WALL ROPE WORKS, Inc. 


48 South St., New York, N.Y. + Factory: Beverly, N. J. 


Boston * Philadelphia * San Francisco * Houston © Tulsa 
Baltimore * New Orleans * Norfolk © Pittsburgh 
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“Triplex” Spring Butt-Hinge 
Spring Hinges of Quality 


Quality is never obtained 
by accident. Experience 
and knowledge acquired 
during more than fifty 
years of sincere effort and 
endeavor combine to 
insure the Quality of 
Chicago Spring Hinges. 
Streamlined ‘‘Triplex’’ 
Spring Hinges combine 
quality and design in 
keeping with the most modern requirement in 
builders’ hardware. 


~-(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 


Type BUT2001 








Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S.A. 
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MILWAUKEE-Lawson 


Gravity Hinge 


Shows a 10 to 1 


PERFORMANCE 
ADVANTAGE! 


Actual operating tests on Toilet Doors 
have proven that the MILWAUKEE 
LAWSON ‘‘Universal’’ Gravity Hinge OUT- 
LASTS Spring Hinges by about 10 to 1! 
riats« on advantage that really SELLS! 
NOTE: When teilet doors are set at rest, 45° 
open, these Milwarkee Hinges will oporate as 
noiselessly as any door hung with more expensive 
pneumatic checking hinges. 


MILWAUKEE-Lawson No. 28346 
Gravity Hinge—the Gravity Hinge 
with the 109% Universal Feature 
Cross Section of No. 
224G MILWAU.- 
KEE-Lawson Gravity 
Hinge. 


Fits practically any condition of 
Lavatory Door installation 


For Profits’ Sake—Stock and Sell the 
MILWAUKEE-LAWSON Line of Popular 
Builders Hardware 


MILWAUKEE STAMPING COMPANY 
816 SOUTH 72nd S/REET 
WISCONSIN 


MILWAUKEE ° 





Feature Handee—the original tool of 
its type and the largest seller. More 
Handees in use today than all other 
makes combined. 

Favored in industry, also a_ year- 
around gift item for mechanics, crafts- 
men and hobbyists. 

National advertising sends buyers to 
you. This attractive Counter Demon- 
strator will sell them a Handee which 
means repeat business for accessories. 

De Luxe Model $18.50 with 7 Accessor‘es. 


Ultra De Luxe Set (De Luxe Handee and 45 
most popular Accessories in metal carrying 
case), $25.00. 


Demons‘rator requires only 2 sq. ft. of space. 
Send for yours today, also Special Deals and full 
information on Access>ry Counter Case. 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Producta for 40 Years 


1101 W. Monroe St. Dept. HA Chicago, IM. 
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tuxable years may also be re- 
quired to be capitalized. 

(8) Provision is made for re- 
duction of excess profits net in- 
come of the taxable year for any 
type of abnormal income which 
is attributable to taxable years 
in the past or future. 

(9) Credit under income or 
invested capital method now per- 
mitted without binding election. 
This applies to corporations 
which were in existence prior to 
Jan. 1, 1940. Computation of 
the credit under both methods 
is required except where the tax- 
payer specifically disclaims one 
of the methods. 

(10) Insurance companies 
other than life or mutual are 
permitted to file with an affili- 
ated group of non-insurance 
companies. 

(11) In cases involving the 
restoration of abnormal deduc- 
tions during the base period, 
abnormal income of the taxable 
year or the correction of abnor- 
mal situations during the base- 
period years, the Beard of Tax 
Appeals has exclusive jurisdic- 
tion, and its decisions are not 
reviewable by the Courts. 

(12) The amount of the un- 
used excess profits credit for 
any taxable year may now be 
applied to the succeeding two 


years, for all corporations, in 
lieu of the one year carry-over 
allowed corporations with nor- 
mal net income not in excess of 
$25,000. 

(13) Certain classes of reor- 
ganized corporations are per- 
mitted to use the base-period in- 
come experience of predecessor 
corporations. A new provision 
classifies partnerships and sole 
proprietorships as corporations 
so that their income experience 
may be reflected in the average 
base-period net income of the 
reorganized acquiring corpora- 
tion. 

(14) Reorganized corpora- 
tions which were in existence 
prior to Jan. 1, 1940, can elect 
to use the method of computing 
excess profits net income under 
Section 742 or the income credit 
method as in the case of ordi- 
nary corporations. 

(15) As in the case of tax- 
payers using the invested capi- 
tal method, a new provision has 
the effect of increasing or re- 
ducing the excess profits tax on 
account of an inconsistent posi- 
tion, in computing excess profits 
tax, as compared with the treat- 
ment of an item in the income 
tax return for a prior taxable 
year or years. 


The Ten Commandments 
of Copy Writing 


1. Learn all about your proposi- 
tion before you write anything about 
it. 

2. Organize your material. Get 
your points down in order, from the 
viewpoint of the buyer’s interests— 
not yours. 

3. Decide to whom you are writ- 
ing. Remember, it is a person, not 
a circulation or a list. You are writ- 
ing a letter, not a speech. 

4. When you are ready to write, 

keep it simple. That does not mean 
writing down to anybody. Avoid 
high-flown phrases. 
5. Use meaningful words and 
phrases—-words that stir the emo- 
tions, make the mouth water, make 
the heart beat faster. 

6. Don’t try to be funny. To try 
and fail is tragic. Few people can 
write humorous copy, and few prod- 
ucts lend themselves to it. Remem- 


ber that the most serious of all op- 
erations is separating a man from 
his money. 

7. Make your copy specific— 
names and places and what hap- 
pens to whom. 

8. Write to in:pire confidence. 
Prove your points. 

9. Make your copy long enough 
to tell your story—and quit. No 
copy is too long if it holds the read- 
er’s interest. One sentence can be 
too long if it doesn’t. 

10. Finally, give your reader 
something to do and make it easy 
for him to do it. Tell him where to 
get what you have to sell, how much 
it will cost—and, finally, why he 
should do it now. You've written 
your copy—cash in on it—G. Lynn 
Sumner, President, Advertising Ciub 
of New York, in the Direct Mail 
Advertising Association Bulletin. 
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PURITAN SASH CORD 
Ge ually betd Keane 


Exceeds strength specifications of U. S. Gov't., 
states, municipalities, industries, etc. 5 other 


g J brands. Sold thru jobbers only. 
1 Booklet of sash cord selling tips. Write now ! 


PURITAN CORDAGE MILLS, Inc., LOUISVILLE, KY. 








TYPE QUICK LOADING CARTRIDGE 


NEW 














WITH CARTRIDGE EJECTOR GUN 


@ Caulk-0-Seal is 2 permanent seal. Holds fast. 

@ Super-plastic. Weatherproof. Does not stain, chip or crack. 

@ Saes fuel. Elimin-tes drafts. Prevents heat waste. 

@ For inside or outside use. Does not exude oil. 

@ Easv to apply with trouble-free Calbar Pressure Gun. 

@ Caulk-0-Seal comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors. 


NEW TYPE CAULK-O-SEAL 
Vulco Fibre Cartridge Lined 
With Cellophane 





The New Biector Car- 
tridge Gun throws out the 
empty Tute when the cap 
is removed to re-load— 
Adaptab’e for all size 
Cartridges; also can be 
changed over for Bulk use. 
YOUR JOBBER CAN 
SUPPLY YOU 


Send for Folder 

and Color Chart 
Attractive Counter 
Displays available. 


CALBAR 


PAINT & VARNISH CO. 


Mfes. of Technical Products. 
2612-26 NW. MARTHA ST. 
PHILADELPHIA, PA. 






























% You Need It — It's Ready — The Streamlined 


Lincoln SPEED-O-LITE Great §”’ 


Bigger - Faster for MORE RENTAL PROFITS 





@ Right now—hardware and paint dealers are meeting a big demand for 
rental sander equipment with this bigger, faster, better Lincoln streamlined 
Speed-O-Lite Great 8”. Equipped with new 8-INCH WIDE SANDING DRUM 
—just what you need for homeowners, handymen, painters, carpenters, con 
tractors and others who PAY up to $5 per day in 

rentals alone, at the same time they BUY big supplies ——. in Both 
of sandpaper, wax, varnish, brushes, tools and other e 7'* an+ %** Sizes 
finishing materials. 


Will YOU Grasp This Offer . . ? 


Qur nearby i.incoln representative has the streamlined Lincein 
Speed-O-Lite Great 8” and will gladly give you a Free Demon- 
stration of its amazing performance. Simply write, and we will 
arrange to have him call at your convenience without cost or 
any obligation whatsoever. See it Try it. It’s the renal 
sander sensation of all t.me! 


Order SPEED-O-LITE the PROVED Sander! 


Year after yeur—for more than NINE 
YEARS the Speed-O-Lite principle has 
given dealers better performance with in- 


significant upkeep expense Decide ri.ht 

—choose Speed-O-Lite in either the Great 

8” or 7” size. 

EASY TERMS ! Convenient deferred 
: 


payment plans let 
you select the plan that fits your situation 
No matter how you buy it, you own it only 
out of a part of the EXTRA MONEY you 
take in. Write today. 












More than 
50 Models 
Scrubbing 
and Sanding 
Machines in 
the Lincoln 
Line 


iG Representatives in All Prin-iprl Cities 


SCHEGETER 


COMPANY (ac 
CHICAGO, ILLINOIS 


LINCOLN 


eS 2 ae eae ee Fe me, 
514 SOUTH PEORIA STREET * 





Worts's Manutacturer of the Most Complete Line of Fitor Maintenance Equipment 














WHITE MOUNTAIN LINE om : 
of 7 L 


ICE CREAM FREEZERS 


From now on, when so many people will be making ice 


cream, is the time to keep “White Mountain” 


Freezers dis- 


played where every customer can see them. 


The “White Mountain” 
QUALITY. 
supplied through your Jobber. 
WHITE MOUNTAIN 


(TRIPLE MOTION) 
SIZES | to 25 QTS. 


THE WHITE MOUNTAIN FREEZER CO. INC. 


represents the highest standard of 
They operate easiest and last longest. Keep 


S-ctional View of 
WHITE MOUNTAIN 


NASHUA, NEW HAMPSHIRE 


MAY 15, 1941 
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The Story of the 
Memphis Convention 


tion of our national interests, 
and an ever-increasing sympathy 





(Continued from page 49) 
| 









for the well-being of those x 

whose interests are in infinitely A 
greater peril than our own, we CASEMENT ; 
must of necessity subordinate a 

selfish individualism and class WINDOW { 





interests and become united in 

spirit and in purpose. 

“T do not hesitate to say on 
behalf of American business and 
industry—or for the hardware 

| fraternity, at least-that we are 
| willing to pay that price. 

“We understand that will in- 
volve definite obligations and 
responsibilities for all of us. We 
recognize the necessity for di- 
verting certain commodities and 
services from commercial uses 
to military purposes, whatever 
of hardships this may mean for 


ADJUSTER 


Popularity of the casement win- 
dow in modern low cost homes 
makes a growing market for this 
new “Shelby” Crank Type Case- 
ment Window Adjuster. It is a 
sturdy, efficient unit popularly 
priced, which permits operation 
of casement windows without re- 
moving screens. 


STEELGRIP 


the stronger belt lac 
ing is ensily applied to any type of 
flat belting with a bammer. Clinches 
smoothly, will net slip or pull out 
8 sizes in 


or long lengthe 


Prevents frayed belt ends 
boxes, 


handy package 


BELT HOOKS 












Clearance required between inside 
screen and close hinged or regular 
butt hung sash is 13%”. Window opens 
to full 90° with worm and ratchet con- 





: trol. Same unit fits both right or left 
WIREGRIP - the belt hooks that our industry. hand windows. Neat and attractive in 
easier 0 andie, easie € . r ° A 
Patented blue aligning card prevents “We subscribe to the need and the popular finishes. 
waste, make pve hook ble. P wf ane S124... ; aini 
fect aliznment. a4 cae bak Fit desirability of maintaining a Order from your Jobber, 
WIREGRIP or any other standard stable price level and shall gladly or write for sample. 


lacers 
Write for catalog and circulars. subordinate ‘the profit motive’ ' 
ARMSTRONG-BRAY & CO. to an honest effort to prevent | THES belba t 
“The Belt Lacing People” price increases. Finally, we | ¢C’ SPRING HINGE CO I 

) 5 02) 0) = 2 Game) 2 18) 





304 N. Loomis St. 


Chicago, U. 8. A. willingly shoulder a tremendous- 
heavier tax load, preferring 
that so far as possible we may 
‘pay as we go’ rather than leave 
for coming generations a burden 
of governmental debt. 

“We believe the overwhelming 
majority of the individuals who 
compose every class of our 








———————————— ee | lle 










































ege ° 4s When you are 
Will it citizens are true, loyal, patriotic ataeeaaa> 1 
it it cut Americans, both capable of, and me Bi ey es 
SMOOTHLY ? ready and willing to make the when you 
a ° . . e mention guar- 
full measure of sacrifice which antes, when | 
may be required for our national = 
h ri r rfo é +) 
the head, WHC, emergency. But of that minority this Premax 
the top of th metio ao rw Floating Head 
on e center Fri, outline which does not measure up to on the end of 
pores ewins P se— 
hole, 18 the SP vents kee ve to this standard, let us declare here . = - obey yow senline w a pny 
ea cheaP . 
a —_ a. ne nit pao and now that great as we believe jobber for special bulletin. 
the pansio? ; ‘ 
make oor th head. | the our country to be, there should The Best Value of the Year 
ve pits not be even standing room in ‘TURBINE —?- 
nead free America for war-profiteers, SPRINKLERS cae ad ») 









Groove cut 
Sour on reo 





Send for 
Catalog 





anion Gi H.C, 
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Incorporated /874¢ 


‘TER LOGS Ss '3geae 


labor-racketeers, or alien-propa- 
gandists. 

“Our program at this conven- 
tion follows much the usual 
routine. Despite the gravity of 
the times, it has not seemed de- 
sirable to cast our opening ses- 
sion in too serious a plane. We 
need, perhaps more than ever, 
such diversions as are afforded 
here, that temporarily at least, 
our minds may be free from the 
worries that daily beset us, so 
that we may return to our tasks 
better prepared to tackle the 
problems of the coming months.” 


Frhemax Froducts 





Covers a 4 to 30 foot circle 

with gentile rain. « 

The best kind of 

a sprinkler for lawns and gar- 
ens. Has specially designed 

water bearing that eliminates 

wear 

Nothing to Get 

Oat of Order 

S inches square, 3'/2 inches high. 

Green base with sleigh runners, 


ted turbine head. 

Ask your jobber for 
sample and discounts. 
The best seller at the price. 











Div. Chisholm-Ryder Co., Inc. 


4101 Highland Ave., Niagara Falls, N. Y. 
| CORRE 
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National 


HARDWARE 

















HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and eff- 
cient in working simplicity. 


Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 


Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Lesshes 


Strap and Tee 
Hinges 


. 
Screen Hardware 




















National Manufacturing Co. 


STERLING : + + ILLINOIS 





















IT HAS ALL THESE 
IF IT’S A'*3 GEM "/ 





FOLDING WIRE FASTENERS 
WO LOOSE PARTS - 


The colorful finish — 
rich and hard—is applied by 
lithography. »* The pictures — 
lithographed on metal, too — are 
permanently locked into the 
blanks. * Folding wire fasteners 
are supplied on #3 Gems. These 
are secured to the blank by sockets 
raised from the metal of the blank 
itself; no assembling operations 
or loose parts are involved. 


Ak your Wholesaler for #3 Gems, 
01 unite us for reference. 
* 





J. L. CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 
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Blitzkrieg Bonnets 
of Hardware 





A gas-masked hardware “soldier.” 


OTIVATED by European war, 
Railey-Milam, Inc.. largest 
hardware store in Miami, Fla., has 


created a se‘ies of hardware mil- | 


linery made entirely of articles from 
its hardware stock. Dive bombers, 
submarines, anti-aircraft guns, “big 
berthas.” and other war implements 
were created from skillets, roller 
skates, steel wool. lamps, washers, 


| spigots. and sund_y items. Illustra- 
| tion shows a gas mask headpiece 


which has an ordinary bread basket 
for a crown. Washers, a bath tub 
stopper, a piece of pipe, and ordi- 
nary cooking utensils built around a 
small shaded desk lamp give the 


illusion of a helmeted and gas- | 


masked soldier. 


How Long to Act? 


pang ened a contract specifies | 


no definite time within which 


the parties are to “perform” under 
the terms of the contract. This is | 


frequently the case with oral agree- 
ments. Nothing is said as to just 


when goods are to be delivered or 


payment is to be made. 


“Where a contract fixes no ex- | 


press time within which its terms 
are to be performed. a 
time will be implied. This rule ap- 
plies with reference to any future 


reasonable 


act to be performed under the con- | 
| tract.” 


But nobody seems to know just 
what a “reasonable time” is. The 
law says it depends on the facts in 
the particular case. 








COMPRESSED 


LEAD 
ROOFING Hates 





HOW THEY DRIVE—WHAT THEY DO 
Without impairing their lead caps 
in any way, these nails drive di- 


rectly through unpunched lapped 
steel roofing sheets, seal the nail 
holes with lead and make a sheet 
metal roof water-tight, protect it 
from rust and add years to its 
normal life. 

Samples on request. Ask your 
jobber for prices. 


ACTUAL SIZE 
Standard 14” 
Lead Head Nails 
88 to the pound 









Branch plant at 
Birmingham, Ala. 


Dickson Weatherproof Nail Co. 
America’s Largest Producer 


of Lead Head Roofing Nails 


Evanston, Illinois 


















SEND US YOUR 


FOR FENCE AND 


METAL SPECIALTIES "7 
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a A PA, Fa us 
Stewart tons Picket Femves pe catennee 
Gates, and Stewart Chain Link Wire 
Fences, are available in a wide range of 
designs and types to meet all requirements. 


Stewart Metal Specialties 
comprise: Iron and Wire 
Window Guards to fit any 
size or shape of opening. 
Wire Partitions, Sliding and 








Folding Gates, Settees, Steel 
Folding Chairs, Ornamental 
[ron Bracket and Pier Lan 
terns, Railings, Flag Poles. 
and scores of other products 


Many dealers are making money by sending their 
inquiries to Stewart. Let us tell you about this 
plan. You make no investment whatever. Send 
for literature mentioning products in which you 
are interested. No obligation, of course. 


THE STEWART IRON WORKS CO., INC. 
837 Stewart Block. Cincinnati, Ohio 


ba et 
HAAR 























Fence Ruildera to America Since 1886 











DE LUXE 





STREAMLUX 


= 


STANDARD 


: ings af graduated 








ASK YOUR 
JOBBER 





DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 

# LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together . . . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
samples of nails. 





Tie DENISTON Co. 


4856 South Western Avenue 


CHICAGO ILLINOIS 
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Headquarters of The W. Bingham Co. in Cleveland, Ohio. 


“The First 100 Years 
in America” 


—a History of The W. Bingham Co. 


N April, 1941, The W. Bingham 

Co., wholesale hardware distribu- 
tor in Cleveland, Ohio, celebrated 
the completion of its first 100 years 
of hardware activity and embarked 
on the second century of its business 
life. When William Bingham ar- 
rived in Cleveland from Andover, 
Conn., in 1836, it was typical of the 
villages in the path of westward 
expansion. All had an unfinished 
look but each radiated the optimism 
of a gold rush. 

From 1836 to 1841 William Bing- 
ham had perfect opportunity while 
working in a retail hardware store, 
to keep in close touch with all sorts 
of local and transient customers. 
The atmosphere was infused with 
confidence in the future of the West. 
Imbued with that same spirit, he 
went into business for himself and 
largely on character, at the age of 
25, acquired the hardware store 
of Clark & Murfey on April! 1, 1841. 

The 1841 inventory of the busi- 
ness included such items as coach 
lamps and wicks burning sperm oil, 
floor scrapers for the ever-present 
mud, fire dogs for use rather than 
for decoration, ladies’ saddle trees 
to be built into side saddles, and 
wool cards. Sales during the first 
week amounted to $72. 


But not all the inventory was for 
retail sales. Mr. Bingham was re- 
ceiving visits from hardware dealers 
and general stores as far away as 
Massillon and Youngstown. His 
semi-annual buying trips to the East 
were impractical for those outlying 
store keepers and the result was an 
increasing amount of goods stocked 
for turnover to retailers. Contracts, 
that have already lasted for near a 
century, where then made with some 
manufacturers. 

By the end of the °40’s, the terri- 
tory of the present United States 
was settled from coast to coast, thin 
though settlement was in some sec- 
tions and Wm. Bingham & Co. found 
itself located stragetically to serve 
a territory almost limitless in its 
variety of resources and enterprises. 
In the ’60’s, the size and variety of 
stocks carried by Wm. Bingham & 
Co. to serve the increasing numbers 
of manufacturing plants and ship 
ping, lumbering, mining, railroads. 
construction, industries, municipali- 
ties and agriculture made a catalog 
necessary. It was heavily industrial 
for the company had not yet become 
a principal supply house for retail- 
ers, handling items for domestic use. 
It was then that the company’s first 
salesman went on the road, covering 
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AN 
ATTRACTIVE 
BUSINESS 
GETTER 


WARNED 


This fine assortment com- 
prises the tools listed be- 
low together with the 
beautifully finished dis- 
play board as illustrated. 
These tools are well- 
made, attractively fin- 
ished and are being ex- 
tensively advertised. Of 
the quantities shown, one 
each of the tools is 
mounted on panel. 


Yq doz. No. 116 Warner Patehers. 
Ye doz. No. 400 All-Steel Putty Kn 
sizes. 1! doz. No. 


No. 
open 


pow 





Write for Informative 
Folders of 
America's Finest Tools 


supplied with 


No. 1002 ASSORTMENT 


Vq doz. No. 400 All-Steel Scrapers. 


ives. '%q doz. No. 800 Floor Scrapers, in each of 3 


107 Safety Razor Blade Scrapers. 


Warner's LINE- CHALKING REEL 


133. An improved line-chalker easy to 
to refill with chalk. Reel positively 
centered because shaft passes through both 
sides of case, insuring free action. 
snarled and tangled chalk lines. 
fifty feet of line and enough 


Jered chalk for a year’s service. 


WARNER MFG. CO. 


801 16th Avenue, S.E. 
Minneapolis, Minnesota 





No more 
Each reel 








BOMMER 


SPRING HINCES 


EBEST 


The most useful and 








satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 








Double Action Standard 
Type Ne. 29 Button Tips 


They permit the door 
to be opened all the 
way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookliyn,N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 

















STAYS LUSTROUS THROUGH 














CARLTON 
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YEARS OF USE! 


No other line of utensils remains 
smooth, bright, untarnished and 
rich looking through years of hard 
service as does Carlton Ware. 
Made of solid stainless steel only, 
all the way through, there is noth- 
ing that can chip, stain nor corrode. 


Ask your jobber. 


The Carro'lton Metal Products Co. 
CARROLLTON, OHIO 


WARE 














tq he 
NEW RED JACKET 


"CATARACT 


CENTRIFUGAL PUMPS 


LOW PRICE—LIST $15.25 and up 
Sizes 3/4” to 8” 1/4 to 50 Horsepower 
1200 to 120,000 gallons per hour 


. 













Red Jacket ''Cataract’’ pumps with 
flat, or "'V" belt, or direct motor 
drives. Furnished with open or semi- 
enclosed type impellers for pump- 
ing water, brine, sewage or sand. 










IRRIGATION—These sturdy, large 
capacity pumps handle either Sond 
overhead or trench type irriga- bog 
tion with complete satisfaction. 
CIRCULATION — For use in 
large or small water filtration 
systems, hot water supply sys- 
tems, swimming poels and air 
conditioning systems. 

BOOSTER — For domestic uses 
and fire protection in towns and 
industrial plants where it is 
important to protect against low 
water pressure during peak loads. 











coupon for complete liter- 
ature and prices today! 













Red Jacket Mfg. Co., Dept. HA-5 
Davenport, lowa 

Please send information and prices 
on "'Cataract'’ Centrifugal Pumps. 


Name 


Address 








a Sete... 


PU AER i, cceterred jobber is 


DAVENPORT, ... IOWA 








Marlin Guns are being 
- consistently advertised — 
in all leading Outdoor 

Magazines 






Mlustrated— 
Marlin's depend- 
able, bole action, 
clip magazine re- 

eater. Features 
NE W trigger and sear 
mechanism of proved su- 
periority, special military 
type one-piece buttstock, 
famous Ballard 


rifling. A big $10.35 


CHRO BC cncces 


Send Ge for THE MARLIN FIREARMS CO. 
catalog to——» 47 Willow St., New Haven, Conn. 


MODEL 
80-C 











DON’T WORRY 
ABOUT 
DELIVERY 
F 


* ANCHORS 
* TOGGLES 
* PIPE HANGERS 


Specify PAINE 
And Get Shipment 
AT ONCE 
FROM STOCK 


TOGGLE BOLTS 





ANCHORS — Lead, Steel, Malleable 
and Fiber 

DRILLS—Hand and Rotary 

PIPE STRAP 


HANGER IRON 
WIRE PIPE HOOKS 


Ask Your Jobber Today and Write for Catalog 


THE PAINE CO. 


2963 CARROLL AVE. CHICAGO, ILL. 
NEW YORK WAREHOUSE & SALES: 48 Warren St. 
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all of the northern Ohio territory. 

The pages of The W. Bingham 
Co.’s catalogs mirror by-gone_ peri- 
ods and provide many views of in- 
dustry, business, modes of living 
and trends. Watch fobs were heavy 
sellers and so were chafing dishes. 
As late as 1911, automobile tool kits 
included a “champagne hook” for 
automobiles were still sporting prop- 
ositions, exclusively for the wealthy. 
Auto lamps burning kerosene would 
positively stay lit. 
were just coming in, the first one, 


a 


Vacuum cleaners 


listing at $95 and many strangel¥s, 


shaped domestic Washing -mathinés 
appeared in the Bingham pages, 
most of them hand-powered, a few 


, utilizing water power from the faucet 


or the then newly-introduced elec- 
tricity. 

William Bingham lived until 1904. 
He had seen Cleveland grow from 
a frontier village of about 4,500 to a 
metropolis of almost 400,000. His 
abilities had forced him to accept 
responsibilities far beyond his first 
and always main interest, his com- 
pany. His foresight in picking part- 
ners and associates explains why he 
was able to serve on directorates of 
banks and a railroad, accept a trus- 
teeship of the Case Library, engage 
actively in church affairs, and help 
organize the Union Club and _ be- 
come its first president. 


Constant Growth 


By the time first rumblings of the 
World War were heard in this coun- 
try, the company was supplying 
wants of retailers throughout East- 
central states and the neighboring 
South. It had become a_ supply 
house stocking ‘thousands of items 
of commercial and domestic use. 

The demand for speed was taking 
a firm hold on everyone. Sources of 
supply were experiencing pressure 
from all types of purchasers who 
wanted what they wanted when they 
wanted it and those wants were ac- 
centuated rapidly. By 1910 a net- 


work of electric passenger and 
freight lines covered the middle 
West and eastern section of the 
country. Phenomenal improvement 
and development of automotive 
transportation was beginning to 
revolutionize street and highway 
traffie. In consequence, it was bring- 
ing to the company a new crop of 
customers in 12 states. All depend- 
ed more and more on frequent calls 
of salesmen and quick deliveries to 


“maintain inventories covering an 


ever-increasing variety of goods with 
taster turnover. 


A New Plant 


By 1914 even though three ware- 
houses had been added as necessity 
required, it was apparent that the 
company’s old buildings and equip- 
ment had been outgrown and out- 
moded. Architects and builders were 
given wide range and broad author- 
ity and in 1915, the W. Bingham Co. 
opened its new plant on West 9th 
Street, eight stories by 100 ft. wide 
in front and 11 stories by 200 ft. 
wide in the rear with a depth of 435 
feet. More than 15 acres of floor 
space were available. 

The building was equipped with 
inter-departmental telephones, swift 
gravity conveyors, elevators with 
capacity up to 10 tons, a pneumatic 
tube system for quick dispatching of 
orders and correspondence to all 
floors and departments.  Installa- 
tions included almost every known 
device to insure.maximum speed and 
further add to the efficiency of the 
business. 

To view the history of The W. 
Bingham Co. from the standpoint 
of the personalities that aided Wil- 
liam Bingham in building it, and 
those who came after him, there is 
H. C. Blossom, a clerk in the com- 
pany since its beginning, who be- 
came a partner several years after 
Mr. Bingham opened his doors. J. 
E. Green employed in 1856 was 
admitted as a partner in 1866 and 


NG HERALD, APRIL 2, 1841. 





W. BINGHAM & CO. having purchased of Checty 


site the American, a 


res, 


Clark & Murfey their entire stock in trade i 
are now offering forsale at their old stand, oppo-| not’ 
assortment of all kinds 
of Hardware, re Steel, Nails, Glass, Ship & 
Boatspikes, Anvils, Vices, Smiths’ Bellows, &c., oe. 


The newspaper 
notice that an- 
nounced William 
aprl Bingham’s entry 
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into the business 
that was to be- 
come The W. 
Bingham Co. and 
prosper for 100 
years. 
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Double Your 
Axe Handle 
Profits 
NO EXTRA COST 


@ Put our new axe handle dis- 
play carton at work in your 
store. It doesn’t cost you a 
cent—yet it is a powerful store 
merchandiser—ultra attractive 
in appearance—with space for 
a display of 6 handles and 
stock-keeping space for 24 
more handles in the back. It 
will increase your volume and 
profits. 

Furnished complete with 30 
Turnerday quality axe handles 
assorted in grades and pat- 
terns as required by yourtrade. 
Order from your jobber when 
you place your Spring axe business. 














For descriptive catalog sheet, write us 


TURNER, DAY & WOOLWORTH HANDLE CO., INC. | 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS —WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 








AN 
ALL-AMERICAN 
LEADER | 
@ STYLE 
@ QUALITY 
© PERFORMANCE 
@ PRICE 








No. 6-61 EZ SERVE JUG | 


Lithographed patterns exclusive on 


ALL-AMERICAN. 


| 
Added Sales appeal in this and other im- | 
provements found only in this line. 


CATALOG ON REQUEST 


METAL INDUSTRIES, 


Indianapolis, Ind. 


INC. 











— Jo the Profits in 


PEEDY SPRAYERS 
a 


bracer, the new Speedy 

“\ ora 
es 
= —_* - 

= 

= 

y, 
| 


Sprayer Selling Plan puts 
¢? 
-_ 
















added pep in sprayer sales! 
Practical, different, this plan 
is amazing dealers with its 
ability to win customers 

Makes paint sales, tco 
Don’t be caught 
napping — better 
find out today 
about low cost 
Speedy Sprayers. 


For details about Effective Displays, Literature, and Speedy 
Sprayer Sales Plan, write Dept. 5-E. 


W. R. BROWN CORP., 5720 Armitage Ave., Chicago, Ill. 


ALL Chicago Padlocks 
Lock BOTH SIDES of Shackle 
Don’t Just Sell “Padlocks’— 


Sell—"Double Security’’ 
with CHICAGO PADLOCKS 


Quicker Sales! — 
Faster Turnover! 


— ASSURED! —when you sell 
padlocks the “Modern Chicago 
‘Double Security’ Way” .. | 
See illustration. See how revol-! 
ving cam and sliding bolt locks 
BOTH SIDES of shackle 
Meet—-BEAT— price competi- 
tion on a Quality Basis with 
the Quality Built, Popularly 
Priced “CHICAGO” Line! 


There's a "CHICAGO" Lock 


| 
; 
i 
for EVERY Need 
, for new 4 iy 
i equipment 0 
i replace 
ments. Pad 
locks, Cylinder 
Locks Ace 
Locks, Single 
Double Bitted 
Locks Locks 
for Burglar 
Alarms and 
Airplanes, too. 
















i 


x Drawer Lock No. 1970 
Cut Open View. Actual Size Shown Half Size 


Get Catalog of Complete Line 
Ask your Jobber — or write us — 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 15, CHICAGO, ILL. 
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Sensational! 


The one word that de- 
scribes its popularity 
with dealers and users 


Sells on 
sight at a 
handsome 
profit 

The MASTERS 


‘*HANDI-CART”’ 


**Successo: to the Wheelbarrow"’ 


Thousands of them were sold last year. We 
have more than tripled manufacturing facill- 
ties to keep up with orders. Everyone wants 
the cart that ends backache and skinned 
knuckles Front edge tips down to iake 
leaves, graas, rubbish, etc. Sturdy, yet light 
and easy to handle. Made of sheet metal to 
give long service. All-steel axle and rubber 
tires. And it’s guaranteed, too. Our regular 
advertising makes it a big seller Get your 
share of the profits 
Two sizes: Retail prices F.0.B. “75 


$4.79|/$6.79 


Jobbers and Dealers Wanted 


Write for illustrated folder, discounts 
and other information Do it now 


MASTERS PLANTER CO. 


4029 West Lake Street, Chicago, Ill. 

















FREE! 


STOCK OF 6 CARDS 
strite 


| maGotadbebend fE¢ 














Test This Fast Seller In 
Your Store. Write Today! 


E ERE’'S an opportunity to test 
this popular 10¢ seller-—abso- 
lutely free 
Housewives know that JUSTRITE 
PUSH CLIPS are the neatest and 
safest way to keep wires off floors 
—securely held against baseboards 
or mouldings 
Push Clips are NATIONALLY 
ADVERTISED and Guaranteed by 
Good Housekeeping as advertised 
therein They make related sales 
for you when displayed with 
lamps, cords, plugs, etc. 
Write today on your letterhead for 
6 trial cards 


JUSTRITE MANUFACTURING CO. 
2063 Southport Avenue * Chicago, Illinois 
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in 1890, F. E. Thomas, early trea- 
surer, also became a partner. 

In 1882 two sons, C. W. Bingham 
and H_ S. Blossom. were admitted 
to the partnership. The following 
year H. C. Blossom died. In 1888 
Wm. Bingham & Co. was incorporat- 
ed as The W. Bingham Co. with its 
72-year-old founder as_ president. 
J. E. Green succeeded Mr. Bingham 
as president upon the latter’s death 
in 1904. C. W. Bingham became 
president in 1912 and retired two 
years later. In 1914, H. L. Thomp- 
son was chosen president, retiring 
in 1931 though serving as chairman 
of the executive committee and as 
a director until his death in 1939 

At the helm, today, and their 
length of service are: H. D. Cram, 
president, 46 years; vice-presidents, 
i. L. Eyssen, 27 years, A. C. Gar- 
berson, 38 years; F. R. Maguire, 26 
years; 
years; S. E. Cram, 
A. E. Black, assis- 


retary, 29 years; 


tant secretary, 49 years; H. A. | 


Bremer, director, 17 years, and F. 
W. Cox, director, 29 years. 


New Partner 


N incoming partner’s interest in 

the partnership business may 

not always be as desirable as he 
would like. 

Discussing this question in a case 
before it, a Texas court recently 
pointed out: 

“While the record shows that the 
new partners did not assume the ex- 
isting liabilities against the partner- 
ship, in the absence of an agree- 
ment to do so, the law is well settled 
that an incoming partner takes only 
a partnership interest in the partner- 
ship property subject to trusts, equi- 
ties, charges and liens existing 
against it.” 

And, ordinarily, a partner is per- 
sonally responsible for all the debts 
of the partnership business! 


Transportation Meeting 
(Continued from page 72) 


have the use of the transportation 
agencies for hire, which has built 
up commerce and industry in this 
nation during past generations, it 
would be necessary for industry to 
support the transportation agen- 
cies for hire and not continually 
chisel away at traffic. He remarked 
that unless industry awakened to 
this serious probleni confronting 
American Transportation, Govern- 








W. W. Knight, treasurer, 30 | 
assistant trea- | 
surer, 10 years; O. O. Vrooman, sec- 


VISIBLE” GLASS 
MAIL BOX 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 


Every Purchaser 2 Proud Owner 
a Every Neighbor, Friend 
and Relative a Live Prospect. 





FEATURES 
@ Contents Are Visible 


@ Saves Time, Unnecessary Trips and 
Exposure in Bad Weather 


@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 


@ Harmonizing Rust-Prooted Hardware 
@ Large Capacity, 12 in. Deep 
@ Distinctive On Any Home 


NVENIENT 


MODERN 


THE MARKET 





For Quick Sales and Good Profits, the “Visible” Glass Mail 
Box creates and supplies an important new a 
market on a handsome, useful new Household Speciality which 
has no competition 

“ . ” 

Glass Retains Its Beauty Always 

Dealers everywhere report increased sales. Don't overlook this 
profitable business. Stock and display now. National adver- 
tising in leading home magazines is rapidly increasing the 
already large demand 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 











ment ownership must come, first 


of the railroads, and undoubtedly 


followed by the truck lines for hire. | 





COLORS THAT ATTRACT 
OILERS THAT SELL 


These displays open like a book— 
set up in a jiffy. 


eo rp \ 
ey ony s WA 
PU 7. UE ae) 


f lg v) 


Improved Genume Fagle Hydraulic Pump 





Contains % doz. Improved Hydraulic Pump 
Oilers. %-pint capacity. 6-inch bent welded 
steel spouts. One-piece handle—no pump leath- 


EAGLE 


OILERS . 


| 


de ae 


rare \ lx 
@ \@& L am) 
(ERE LAS 


Contains 1 doz. %-pint tinned steel oilers with 
4-inch straight spouts. Bright colors. Fit re 
ceptacles on all harvesting and farm machin 
ery. 


THESES OILERS SELL! LEADING JOBBERS 
HAVE THEM IN STOCK FOR IMMEDIATE 





DELIVERY. 
EAGLE MANUFACTURING COMPANY 
Dept. 951 Wellsburg W. Va. 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips wwar- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 








THE LANTERN 
WITH 
THE AERO 


FEATURES 


In 2 sizes : 
Smart in looks. Smart in construc- 
tion. All-Weather Controls. Air 
Flow Combustion. Aero (rain 
shedding) Dome. Ride with the 
Air Pilot and you will reach new 
heights in lantern sales. 


















Embury Mfg. Co.,Warsaw,N.Y. 
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Coming Conventions 
and Events 


Corrected each issue 


according to latest data 


American Hardware Mfrs. Asso- 
ciation, 83rd semi-annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 47th annual 
National Wholesale 
Association. Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., 
is secretary of the wholesalers’ associa- 
tion. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary, C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Central States Hdwe. Club, Chi- 
cago, Ill., fourth annual golf party, Fri- 
day, July 18, 1941, at the Tam O’Shan- 
ter Country Club, Chicago. Committee: 


‘| Frank J. Koch, chairman; George H. 


Beaudin, A. J. Eggleston, Ben Leve, 
3630 S. Iron St., Chicago, secretary. 


Eastern Hardware Golf Associa- 
tion, annual tournament, May 22-24, 
1941, at the Buckwood Inn, Shawnee- 
on-the-Delaware, Pa. H. L. Gillian, 9 
Rockefeller Plaza, New York City, is 
secretary. 


Housewares Show, July 13-18, 
1941, at the Atlantic City, N. J., Audi- 
torium. Sponsored by the New York 
Housewares Mfrs. Association. Secre- 
tary, Mrs. Flo English, Hotel Pennsy]- 
vania, New York City. > 


Model Industry Trade Show and 
Convention, June 30-July 5, 1941, at 
the Morrison Hotel, Chicago, Il. 


National Contract Hardware As- 
sociation and American Society of 
Architectural Hardware Consultants, 
annual convention and exhibit, Sept. 
15-19, 1941 at the Palmer House, Chi- 
cago, Ill. Frank H. Sherwood is execu- 
tive secretary of the National Contract 
Ilardware Association with headquar- 
ters at 441 Lexington Ave., New York 
City. Carl D. Himes is secretary-trea- 
surer of the Architectural Consultants 
with headquarters at 315 S. Main St., 
Dayton, Ohio. 


National Retail Farm Equipment 
Association, annual convention, Sept. 
30-Oct. 1-2, 1942 at the Hotel Sherman, 
Chicago, [I]. P. M. Mulliken is execu- 
tive secretary with headquarters at 207 
Hotel DeSoto Bldg., St. Louis, Mo. 


National Retail Hardware Asso- 
ciation. 42nd annual congress, July 

























LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 















Although 
retailing for 
only 35c, the 


fills the need for 

a high grade Rule 
with Riveted Brass 
Plated Joints and 
STRIKE - PLATES 
at the lowest possible cost. 
Write for new Folder NOW! 


:mimioeatiiaiiecm 
EAGLE RULE MFG. CORP. 


514 Hunts Point Avenue, New York, N. Y. 
ROGUES aa eR RSPR RARER 
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@ GRAND Micky 
Door Holders 


Woldew these trond new MICKY 


add w punch to your 
cou Holding 12 
1I1CKY he attractive, 

elf-selling card 


Grand builder of 
quality hardware specia tie 
nee 1921 
‘s ° at Jobber about the 
GRAND Tine 
GRAND SPECIALTIES CO 
“Since 1921" 
3106 W. Grand Avenue 
Chicago, Itlinois 


CRAB GRASS ELIMINATOR 











’ ny 





lint ue lawn mower 
h« Y Lifts low-growing 
rab “erass in 

wns from ground 

nower an cut 

it to prevent 
spreading and re 

eding. Safer and 


surer than eheml 


] its Developed 

al through 6 years 
& . a of experimentation, 
LSA Retails at $1.50 





| 


CRAB GRASS ELIMINATOR 
86-06 117th Street 
Richmond Hill, Long Isiand, N. Y. 








STEEL MORTAR BHODS 


No dripping onto 
the user's back. 







Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
tly reinforced. 





26” x12" 


The fork is 
=> x 11%" pressed from 
deep heavy gauge 


Write for prices. sen! 


The Cleveland Wire Spring Ce. 
E 38h St. and Hamilton Ave. 





2 * Cleveland, Ohio & oe 





10¢ 
Cards 
| 25¢ 
. Boxes 
or Bulk 





THEY PULL—CLINCH—HOLD 


The eutstanding fastener for making. repairing 
sereens, gardes furniture, frames, ete. 


tsk Your Jobber 


SUPERIOR FASTENER CORPORATION 
$224 N. Clerk S?. Chicago, ii. 











KEY BLANKS 
LOCKSMITHS’ SUPPLIES 





Catalog on Request 


H. HOFFMAN CO. 
6245 No. Western Ave., Chicago 











‘GUNSHINE 


A 


cHAMOIS 


MADE IN U.S A 


ASK YOUR JGBB ER 
FOR GUAR EXTRA VALUES 
SEWEO PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 
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14-17. 194]. at the Roosevelt Hotel, New 
Orleans, La. Rivers Peterson, 333 N. 
Pennsylvania St., Indianapolis, Ind., i- 
managing director. 


National Wholesale Hardware 
Association, 47th annual convention. 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J.. 
in conjunction with the 83rd semi-an 
nual convention of the American Hard 
ware Manufacturers Association. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec 


retary of the manufacturers’ association. 

Texas Wholesale Hardware Associa- 
tion and Texas Hardware Boosters Club, 
lune 18-21. 1941, at Galveston, Tex. 
The Boosters will also hold their third 
annual golf tournament on the Galves- 
ion Municipal Golf Course, in con- 
junction with the meeting. 


CORRECT ANSWERS 


(Continued from page 106) 


l. (b) 4. (b) 7. (c) 
2. (c) 5. (a) 8. (a) 
3. (b) 6. (b) 9. (a) 





Doilies and Shelf Paper Displayed 
to Sell in a Hardware Store 





This display saved customers’ steps and built good will. 


F the countless number of 

items stocked by hardware 
stores there are some, when prop- 
erly me-chandised, that not only 
make extra sales but go a long way 
toward building customer good will. 
That is the experience of the Burn- 
ham Hdwe. Co., Milwaukee, Wis., 
which has saved many of its cus- 
tomers a long trip for a small pur- 
chase by not only stocking but 
merchandising and displaying such 
items as doilies and shelf papers so 
that they do not fail to attract at- 


tention and sales on all occasions. 

The display rack, pictured in use 
in the Burnham hardware store, is 
offered free to dealers by the Mil- 
waukee Lace Paper Co., 1302B E. 
Meinecke Ave., Milwaukee, Wis.. 
with an assortment of “Milapaco™ 
assorted-sized doilies and place mats. 
The display is in lavender and 
chrome yellow and_ doilies are 
packed in transparent packages. 
The shelf paper deal consists of a 
stock in either the 5 or 10-ent size 
plus a display rack. 
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PLASTIC KNIFE 


for ORANGES, LEMONS, FRUIT 





















Advertised in 


SAT. EVE. POST 





green. Individually carded. 





PAT. NO. 125774 


Fast-Moving, Profitable 

4, | 

items in Demand Everywhere 
Jewel-like plastic that is shatterproof, sanitary, odorless, taste- 


less and stainless. Keen saw-tooth edge. Streamlined design. 
Colors: clear crystal, transparent pink, and transparent pale 


Made in U.S.A. by THE EMELOID CO., Inc., Arlington, N. J. 


CAKE Pp: SERVER 


for CUTTING, BREAKING and SERVING 





WHOLESALER 


PATENTED ANTI- 
SUCTION GROOVES 
PREVENT STICKING 





PAT. PEND. 





Two great CORY 


Conveniences 
for all! 


Cory Funnel Holder 


provides secure stand for 
upper glass at table, in 
kitchen . . . anytime, any- 
where 


GLASS COFFEE MAKER Cory Glass Filter Rod 


for only one dollar Meaieeneumcnes: 


or springs. 





Both of these ex- 
clusive CORY 
patents are FREE 
with every 


S$ REG US. RAT OFF 


Always sold complete! 





The last word in modern de- 
sign, beauty and conveni- 
ence. Brews more 
wholesome and de- 
licious coffee and 
tea. Untouched by 
metal. 





Additional features include: 
hinged Decanter Cover, Cof- 
fee Measure, platinum strip- 
ing. Price range $2.75 to 
$7.45. Write for catalog. 


GLASS COFFEE BREWER CORP. 


325 No. Wells Street, Chicago, Illinois 














Wanta Good Position? 


The quickest and surest way of securing a 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 


Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 


Send your copy with remittance to 


HARDWARE AGE 


Classified Oportunities Dept. 
100 East 42nd St.. New York City 

















a real 





LOW 00ST 
Lou BURNING FURNACE , 












Low Cost 


Hot Water 


NOW Automatic hot water 
ilable with uninter- 






This sensational “packaged-unit” air con 
ditioning oi! burning furnace is so simplified, 
that it’s practically trouble-free and serv- 
ice-proof. Fired by famous Silent-Sioux 
Triplex burner that gives unheard of econ- 
Sad the cost. omy. Large, automatic humidifier, Spun 
glass filter. Big, quiet running blower. Full 
automatic control. Delivers 59,000 B.T.U.’s 
at the bonnet. A fast seller because it's 
priced for the mass market. 


is ava 
rupted service comparable 
to electric and gas water 

heaters. but at one- -half to 


No attention. no service 
calls. What a convemence 
at so low 4 cost. Sales 
doubling each year. 
MONE Y-MAKING FRANCHISE 
On Complete Line 








Write today for full details on profitable 
e T dealer plan. A complete line of moderr 
IL N = SIOUX styled models, including air conditioning 


Oil Burner furnaces, pot type furnace burners, hot 


water heaters, and room heaters. Some 


Corporation distributorships still open. 


ORANGE CITY. IOWA Sold only through Independent Distributors. 


PIONEER OIL BURNER MANUFACTURERS 


Wire Assortment 
This attractive silent 
counter salesman’ keeps 
TATE 10 Cent Wire As- 
sortments moving. Dis- 
plays the most wanted 
sizes of Galvanized and 
Copper Wire in handy 
length coils. Also Picture 
Hangers and Picture Cord 
Display Stands for dealers. 
Send for Circulars and 
Prices. 

E. H. TATE CO., Boston, Mass., U. S. A. 


Sales Offices also in: 
CHICAGO NEW YORK LOS ANGELES 
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- BRUSH: NUE | Add Sales Tax? 


SELLS FAST AY 10¢ HEN a tax on retail sales and there appears to be no obliga- 


é clashes with a Fair Trade tion on the part of the retailer to 
| Law, there’s apt to be a legal head- pass the amount of the tax on to the 











FOR 20 YEARS | ache, and that’s what happened in consumer. The:efore, the minimum 
| Michigan recently. The Fair Trade prices established by the manufac- 
BRUSH-NU COMPANY | Act of that State requires retailers turer are met when they are exacted 
BALTIMORE MAR LAN ‘ ‘ P 2.2 
¥ v8 | to sell trade-marked items at the by the retailer without the addition 
— aaa nananenncunsncmaimmipemsn prices fixed by the manufacturer. of the sales tax. There is no viola- 
BUYING MOPS “BLIND” A certain retailer sold such items tion of the Fair Trade Act thereby.” 
iS OUT OF DATE at the specified prices, but did not The Michigan court pointed out 
No-Mar CERTIFIED mops tell on the label P A utr 
exactly what the mop is made of and what add the sales tax to the price. / that the Fair Trade Acts of some 
service it will give—backed by tests of " . a - i 
Sétianaiie tenets Telesthontien. manufacturer contended that the re- States expressly require the retailer 
No-Mar CERTIFIED mops will increase your tailer was violating the Fair Trade P 
sales and profits and hold your customers. - wat ba to add the tax to the established 
They cost no more than ordinary mops. Act because he did not sell at the +8 ° ° 
eld eae Give ‘aber. : minimum retail prices. The same 
Order thru your jobber or write direct to fixed price plus the sales tax. result would ensue in any State 
THE AMERICAN TEXTILE PRODUCTS CO. But the Federal court did not hid 4 : —_ 
5606 Euclid Ave. Cleveland, O. . a ‘ which impose etail sales tax on 
- na —— think so. “The sales tax,” said the am Epeses 6 ae — 











court, “is merely a privilege fee the customer and made the retailer 
exacted from the retailer by the the “collector” of the tax from the 


State for the right of doing business buyer. 











Our CHISELS and STAR DRILLS 
have been guaranteed 2 for | for TEN 
YEARS. They must be good—the best 
houses buy OXFORD TOOLS — Send 
for a Catalog. 





OXFORD TOOL COMPANY 
G. G. Campbell, Pres. 
} 1633 No. 2nd St. @ Phila., , Po. 


PRIEST'S CLIPPERS 


A Complete | 
Line— 

















Ask 
Your Jobber 
75 Years’ Reputation in the Trade | 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 




























11D rp 
CLIP R i 


COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


New member 10° 
Nall Clipper I 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card } 
at jobbers’. Send for details. 
THE H. C. COOK CO. | 
27 Beaver St., Ansonia, Conan. 


KEY BLANKS 


OF EVERY DESCRIPTION | 











3 




















Catslogue on Request Wes ‘eevoar. 
GRAHAM MFG. CO. | | — 
7 “U SA ‘ye TAKE A POUND OF GRASS SEEN, ANO A POUND 
a a, SS OF THAT TREE SEED ” 
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ASK YOUR SUPPLIER ABOUT 


ay 1 ] 1 y 4 F BATHROOM & KITCHEN FIXTURES 


OAKVILLE, CONNECTICUT WRITE FOR CATALOG INSERTS 


. PELOUZE SCALES « 


FAMILY 

= 
POSTAL <— ZesS —— 
INFANT ae 
COMPUTING 
CANDY 
DAIRY 
DIETETIC 
PHOTOGRAPHIC 
COTTON 
HANGING 
COUNTER 
SPRING BALANCES 
Write for Catalog—Then 
Order from Your Jobber 


PELOUZE MANUFACTURING CO. 
232-242 EAST OHIO STREET CHICAGO, ILL 


























E. C. ATKINS AND COMPANY, 4: zi S. Illinois St., Indianapolis, Indiana 

















Good Window Displays ee @2@eeé@ ee ese «@«@+#«e«¢é4F. 4 ¢ « 





Do you realize that no one factor will drow people to your store And many dealers who require their own copy of Hardware Age 
tike attractive window displays of mer dise? find it highly profitable to subscribe to extra copies for their sales 
force. 
Hardware Age is continually reproducing such window displays— The cost, $1.00 per year, is returned over and over in better 
its representatives are always on the lookout for new ideas. windows and increased trade. 








HARDWARE AGE, 100 East 42nd Street. New York City 















































: ' 
| | HERE'S the REEL. | 
— 
[, Sanitind mOTEE That Gives You aa 
: I 
A (e's PROTECTION REAL PROFITS! 
f the TRAVE! treated through- Plenty of your customers 
<4 coms are antiseptically wrapped in will buy this New Jumbo 
1. Bat r‘Glassware is sterilized Smnitized 4. All Clothes Line Reel on sight 
a ne. 3- Telephones are ‘tized-laundered. because of insistent de- 
oo. and towels oe eised and specially mane and pecauae it is the 
in are ni only one of its kind on the 
5. Extra Fenny sed our door market! Sturdy and prac- 
wrapped ; that form merly parrsolute quiet. tical, it protects line com- 
The elevated lint ind now insures ® E pletely from weather and 
nas beenrem L EMPIB soot. Has capacity for hold- 
HOTE astrReet ° NEw YORK ing 100 ft. of braided sash& 
AT 63r cord... Ratchet keeps line 
BROADWAY | taut. 
Ask Your Wholesaler About Our Low Prices 








PATENT NOVELTY COMPANY 
- Faw. Bell, Movoger 305 Eighth Avenue Fulton, Iilinois 














RATES “FROM. $2 sinene « $32 FOR TWO Makers of Bluebird Indoor Glothes Line Reels 


‘. AMERICAN “2. CHAIN 











Vo AMERICAN CHAIN DIVISION @© AMERICAN CHAIN & CABLE COMPANY, Inc. 
© yy YORK, PENNSYLVANIA 47 Busines fer Your Sapely 
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Chassithied Opportumitiea. Section... 





| Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Clamsijied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 

(Special Rate) set solid, maximum, 
PEE ctedeaaked .cceceescanece $1.00 
Each additional word.............+. .05 

Allow Seven Words for Keyed Address or Your Address 

BOXED DISPLAY RATES 
Arr rere $6.00 
Each additional inch........ 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
—-@e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Sampies of Merchandise, Literature, 
Catalogs. etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 
inc 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

—@-— 


Addrest your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











L__Positions Wanted a 


[Positions Wanted | 


| —s Accounts Wanted =| 














HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 


OPEN FOR POSITION, MARRIED, 45 
years of age. 25 years retail hardware, selling, 
managing, store arrangement, modern methods; 
thorough knowledge of bookkeeping, cost account 
ing Capable Address Box FE-379, care of 
Harnware Acer, 100 E. 42nd St.. N. Y. City 


YOUNG MARRIED MAN YEARS OF 
AGE, with 8 years’ exnerience in modern hard 
ware, capable manager store. window trimming, 
floor display and buying « S position with re 
liable firm where hard work is appreciated and 
rewarded, would appreciate interview. Will go 
inywhere Address Box e-378, care of Harp- 


ware Ace, 100 FE. 42nd St., N. Y. Cit 


MANUFACTURER'S REPRESENTATIVE 
DESIRES A LINE for the hardware trade, paint 
trade, or both, in the New England territory. 
Have an exceptionally fine following among whole- 
salers, chains, and major dealers. Reside within 
the territory, have an excellent sales record, and 
ean furnish best of references Address Box 
&-362, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City 


DO YOU NEED AN UNUSUAL MAN in 
your organization? I qualify because of my 
broad experience in my 51 years of life, 27 of 
which were spent in retail hardware and paints 
as owner. I have had considerable experience with 
finances, real estate and general banking. If you 
require efficient management in your office, buy- 
ing. bookkeeping or business generally, I offer you 
my services. References furnished Address 
Box E-370, care of Harpware Acer, 100 E. 42nd 
St.. N. Y¥. City 


SALES, DIVISION, OR 
AGER, capable producer with successful back 
ground as Branch, District & Division Manager 
for large National Corporations. Thorough knowl- 
edge of sales, organization, management, develop- 
ment of personnel, advertising and merchandising 
in wholesale, retail, industrial and jobbing fields 
with volume running from $309,000 to $2,500,000 


BRANCH MAN- 


vearly Am fully competent to build or carry 
out sound sales, advertising and merchandising 
plans. Age 42, married, one child; excellent 
health Would consider personally representing 


two or three large manufacturers selling to hard- 
ware or automotive jobbers in Middle or South- 
west. Address Box E-377, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 
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irried) some factory training and knowledge of 
specifications, scheduling, etc. Experienced 
elling residential contracts, needs such position 
or one in large active builders’ hardware depart- 


BULLDERS’ 


n 





ment with opportunity to gain more experience on | 


Address Box 
100 E. 42nd 


ill classes building construction. 
E-369, care of Harpware AGE, 
SS. m. FT. Cir 

















OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or full 
time salesmen. Selling furniture, hardware, de 

tment stores Fast patented sellers. Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now 
Address—Dustmaster Corporation, 525 Produce 
Exchange Building, Minneapolis, Minnesota. 


SALESMEN TO SELL WEED CUTTERS 
at unusually attractive prices direct to hardware, 
chain stores, wholesale groceries, etc., in Louisi- 
ana. Mississippi, Arkansas, Atlantic Seaboard 
states, etc. Prefer Salesmen covering one state; 
must furnish reference and proof of ability Ad- 
dress Box E-376. care of Harpware Ace, 100 
Fk nd Se.. N. Y¥. City 





MANUFACTURERS’ REPRESENTATIVES 
CALLING ON builders’ hardware and lumber 
dealers to sell line of casement and storm sash 
hardware. Exclusive territory open in Norte 
Central and South Central States. Liberal com 
mission State lines handled and territory cov 
ered Address Box E-380, care of Harnoware 
Acre, 100 E. 42nd St., N. Y. City. 





MANUFACTURERS’ AGENT WANTED 
FOR ALL or part of New England territory. 
Interesting sidelines for man contacting hardware 
retailers. Straight commission; full protection. 
Please write stating present lines, territory, fre- 
quency of contacts, type of trade covered, age and 
number of vears in territory Address Box E-384, 
care of Harpware Ace, 100 E, 42nd St., N. Y. 
City 


TRAVELING SALES AGENTS WANTED! 
If you call on retailers (not jobbers) who sell 
wood preserver, termite and chicken mite killers. 
or outside brown stain (cheaper than paint) you 
should be able to handle ours as a side line. See 
page 480 Hardware Age Directory. It is the 
only one guaranteed by affidavit to be like that 
carbolineum recommended in Government Bulle- 
tins. Every farm a prospect. Write for details 
and territories. We will help you with your 
dealers. Address C-A Wood Preserver Company. 
6623 Delmar, St. Louis, Mo. 


MANUFACTURERS’ REPRESENTATIVE 
WELL ESTABLISHED, NEEDS additional 
major line to sell to hardware and paint jobbers 
in Missouri and surrounding territory. Prefer 
tool or builders’ hardware line. Well acquainted 
with all trade and can give best references and 
guarantee results. Address Box E-352, care of 





Harpware Acer, 100 E. 42nd St., N. Y. City. 
WANT EXCLUSIVE REPRESENTATION 
FOR ST. PETERSBURG, Tampa and Clear- 


water for medicine cabinets, metal kitchen cabi- 
nets, bathroom accessories and NEW building 
specialties that can be used in Southern buildings. 
Incorporated 1925; active ever since. Address— 
Southern Equipment Co., Inc., P. O. Box 1095, 
St. Petersburg, Florida. 


ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE now handling two nationally- 
known lines, with fifteen years of acquaintance 
and selling to the hardware, housefurnishing, 
automotive, sporting goods and toy jobbers, also 
department stores and the larger retailers, desires 
another factory connection on a commission basis. 
Only interested in a line that can be built into a 
volume account. Territory—Pennsylvania, New 
Jersey. Delaware, Maryland, and the District of 
Columbia. Address Box E-386, care of Harnware 
Ace, 100 E. 42nd St., N. Y. City. 

















| | Basiness Opportunities | 








FOR SALE. -STOCK OF HARDWARE, elec- 
trical appliances and fixtures in industrial city of 
2000 in N. E. Wisconsin, best dairy section in 








state. Address Box E-382, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 

FLOOR SANDERS—USED AND _ FAC- 
TORY REBUILT. One year factory guarantee. 
Popular makes prices at $50 to $99. Free dem- 
onstration and monthly payment terms. Address— 


The Hilger Company, 3303 Cooper Avenue, St. 
Cloud, Minnesota. 


HARDWARE—LONG ESTABLISHED GEN- 
ERAL HARDWARE and paint retail store for 
sale located in Western Pennsylvania town within 
30 miles of Pittsburgh. Inventory and fixtures 
about $25,000. Will accept part cash if balance 
can be secured. Owner’s health reason for selling 
Address Box E-371, care of Harpware Acar, 100 
E. 42nd St., N. Y. City. 





RETAIT. HARDWARE, EL ECTRICAL AP- 
PLIANCE, farm tools, paint store in well con- 
ducted Connecticut town of 4,000. Sales $60,000 
per year; stock and modern fixtures inventory 
$25,000. Active business, good help; clean manu- 
facturing community, good schools, desirable back- 
ground for children. Price right to quick buyer. 
Address Box E-383, care of Harpware Acr, 100 
E. 42nd St., N. Y. City. 





HARDWARE AGE 














| Business Opportunitien | 


| Basiness Opportunitiea | 











UNUSUAL OPPORTUNITY 
MAN (or two) to buy either 
interest in retail hardware 
50 years, 
Clean stock and modern fixtures 
(1940 cost) about $12,000 
west city of 100,000. 


FOR 
part or 
will 
Principals only. 


St.. N. Y. City. 





ONE 
whole 
store established over 
Present owner getting ready to retire. 
i invoice 
Located in middle 
Address 
Box E-385, care of Harpware Acer, 100 E. 42nd 


| FOR SALE FOR $5,000. HARDWARE 
STORE consisting of stock and fixtures in best 
growing section of small city less than 20 miles 
from Los Angeles. Did $15,000. business during 
1940. This is a clean stock. Here is your chance 
to get a paying business in Southern California. 
Address Box E-387, care of Harpware AGg, 
| 100 E. 42nd St., N. Y. 





City. 





__ ae et 


CLERK WANTED IN RETAIL HARD- 
WARE STORE in a town of eight thousand 


people in southern New Jersey. Would request 
that applicant state facts concerning himself in 
his application. Address Box E-381, care of 


Harpware Acr, 100 E. 42nd St., N. Y. City 














HE ADVERTISED IN THE RIGHT MEDIUM 





g. manufacturer—he told his story in the Classified 


is A nationally known company replied to his adver- 


“= HARDWARE AGE is noted for quick results — 


p- This man wanted to represent a good hardwaie 


s. Opportunities Section of Hardware Age— 


tisement and he secured a desirable position through 


advertising in the right medium. 


a try it—send your ad to— 


300 100 E. 42nd Street 





HARDWARE AGE 


Classified Opportunities Dept 


New York. N.Y 











1941 


MAY 


15, 
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( Rubyfluid 
SELLS on SIGHT 


Packaged in attractive 
red, white and blue 
counter display cartons 
— Rubyfluid sells on 
sight. Its perfect sol- 
dering results have won 
thousands of daily 
users. Give Rubyfluid 
a chance, it will serve 
you and your custom- 
ers well. 


RUBY CHEMICALCO. 
58 McDowell St. 
Columbus, O. 







ot al 


For 














Ne 





When Customer-interest 
Turns to Torches 













—Be sure you have the make they know: 
C & L! Because customers ask for the name 
most familior. And C & L has been the 
*"leader"’ in Torches for over half a century. 


C & L makes torches (No. 800, shown here) 
that stand up under long service. That's why 
customers know and trust and buy C & L. 


Why not ask your jobber salesman next time 
about C & L Torches and Fire Pots? 


CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich. 











A PROFITABLE LINE }$, 


Preferred by 
Customers 
Write for Hair 
Clipper Catalog 













Brown & 
Sharpe Mfg. Co. 
Providence, R. I., 

U.S.A. 


BROWN & SHARPE 


HAIR CLIPPERS 


Genuin° DOMES 2 SILENCE 
SLIDE stleNa SOFTLY - SMOOTHLY 


SAVE FURNITURE 
iL & FLOORS-CREATE QUIET 





Rubber Cushic 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St. 


supplied write fo 


N.Y. C. 
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Built so well you can be 
sure your customers will 
help you boost sales... 


Sturdily constructed of heavy 


7 
gauge sheet steel. 


yA Designed to distribute load even 
7 
ly; eliminate strain on arms or 


back of user, 


a | Tilts forward to ground so that 
7 


debris can be raked in and heavy 


objects rolled or pushed in with 


out lifting. 


4 Stands \upright on two 


heavy 





channel-iron legs without tipping 


load, 


5 Furnished attractively painted. 
7 


6 Weight of cart, 28 pounds. 
7 


7 Packed one per carton and three per carton. 
7. 


Here's the successor to the old- 
fashioned wheel-barrow. Show 
it to the people who putter 
around at home .. . to the gar- 
dener...to all your regular cus- 
tomers — and watch them buy! 


The Milcor Pick-up Cart is a 
handy aid on any number of 
jobs — such as hauling dirt, 
fertilizer, rocks . . . disposing of 
ashes, leaves, rakings, garden 
clippings . . . carrying wood. 








Right now is the time to get 
fast volume turnover on the 
Milcor Pick-up Cart. The sea- 
son is right, the product is right, 
and the price is right for com- 
petitive selling. So don’t wait. 
Order yours today! 


Write for descriptive literature. 
G71 






MrccoR., STEEL ComPAnY 


MILWAUKEE, WISCONSIN 


KANSAS CITY, MO. 
ROCHESTER, N. Y. 







CHICAGO, ILL. ¢ 
° NEW YORK, N.Y. ¢ 


Sales offices in principal cities. 
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BALTIMORE, MD. 
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DipMonn EDGE ancl KEEN KUTTER 


"THE APPEARANCE, seventy-seven years ago this month, of a 

new and better Axe marked the beginning of SHAPLEIGHS famous 
DIAMOND EDGE line of fine Tools and Cutlery .... Several years 
later the name, KEEN KUTTER—also applied to a superior type of axe— 


was established by Mr. E. C. Simmons. It, too, became a symbol of po _prection of oy 
. x Jj 
quality in Cutlery and Tools, known throughout the nation. % 


Today these popular trade-marked lines are continuing, under one 


management, their individual courses of constant improvement. Today, a or 
as always, you can depend upon DIAMOVD EDGE or AEEN RUTTER for Minin ont 
fine quality, for extra sales, for greater profits. 


SHAPLEIGH HARDWARE COMPANY 


SAINT LOUIS, U.S. A. 














